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F YOU are going to build the 

coming year we commend to 

you the methods employed in the 

production of the various types of 

bank buildings here illustrated: 

Each building has been designed 

to fit the individual needs and’ 

Cathie Matt Gim resources of the client and the 


Muskegon, Mich. results have been uniformly suc- Exchange Natl. Bank 


cessful. Complete cost records Tulsa, Oklahoma 
with floor plans of banking and 


rental spaces are at your disposal 


for the asking. 


WEARY AND ALFORD 
COMPANY 
Bank and Office Buildings 
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1732 South Michigan Boulevard, Chicago 


Sioux Falls Natl. Bank ° B , Peoples Bk. & Tr. Co. 
Sioux Falls, S. D. ; . Marietta, Ohio 


Boone Co. National Bank 


Columbia, Mo. First National Bank 


Kalamazoo, Mich. 
Scott Co. Savings Bank 


Davenport, Iowa 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


writing to our advertisers 
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POPULARIZE YOUR BANK | 


with the CHILDREN 


ORWARD looking banks 
do not fail to appreciate 
the importance of teaching 
consistent Thrift to children. 
Today’s architects of the 
nation’s destiny were, not long 
since, children. The finan- 
ciers of the moment were in 
the primary grades but yester- 
day. “Children are the to- 
morrow of society.” 


Effort concentrated now on 


inculcating Thrift in the ris-. 


ing generation will yield 
large dividends in the on- 
coming years. Said Milton, 
“Childhood shows the man 
as morning shows the day.” 
The kind cf children grow- 
ing up now determines the 
kind of bank depositors of 
the future. 


* * * 
Win the confidence of the 
children and you hold the 
esteem of parents. 


The Harvey Blodgett 
Company announces its read- 
iness with a new plan for 

Introducing many chil- 
dren’s savings accounts; 

Keeping them growing. 

The plan will. make the 
bank using it a household 
word in the community. 


It will set the children a 
wonderful example of thrift 
—not in the form of a pass- 
ing fancy, but of a lifelong 


- lesson. 


Like every plan the Harvey 
Blodgett Company offers, 
this one is worked out in the 
nicest detail. While no ex- 
pense has been spared in the 
production of the material, 
the plan can be operated at 
nominal cost. 

Exclusive to one bank in 
a locality. Write for full 
information. 
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BUSINESS BUILDING FOR BANKS <i 
DOUBLE DOUBLE 
ur Savin Executive and Sales Offices: Your Savings 
It CAN be done UNIVERSITY and WHEELER AVENUES It CAN be done 
5 F St. Paul, Minnesota 5 Fr - 
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Six Big Reasons for 
Welfare Loan Success 


HE Welfare Loan Societies, operated by the 
Hawkins Mortgage Company, have become 


important factors in the small loan business of the 
United States— 


Because—rie, deal only in money. Loan Societies 


are not permitted to borrow money on demand 
or from banks, therefore they have no money 
obligations to meet which makes the business 
safe and sound at all times. 


Welfare Loan Societies and 
Companies in Operation 
at the Present Time 


INDIANA Every institution is under state su- 
WELFARE LOAN SOCIETY Ir PrSr fc e Mor » > > x 
ARE LOAN 80 pervision, and is subject to state regula 
WELFARE LOAN SOCIETY > 
OF ELKHART flons. 
WELFARE LOAN SOCIETY 
OF FORT WAYNE 
ee Each society is operated under the Hawkins 
WELFARE LOAN SOCIETY —e ah pics sent . a . 
A LomDND System, which assures economical manage- 
WELFARE LOAN SOCIETY a 
OF LAFAYETTE ment, frequent audits and prompt payment of 
WELFARE LOAN SOCIETY oe ; 
OF LOGANSPORT dividends. 
WELFARE LOAN SOCIETY 
OF MARION 
WELFARE LOAN SOCIETY 7" e ° 
OF MICHIGAN CITY The House of Hawkins which assures 
WELFARE LOAN SOCIETY ° 
OF MUNCIE the safety of every investment, has a 
WELFARE LOAN SOCIETY . : 
OF RICHMOND record of nearly 100 years of successful 
WELFARE LOAN SOCIETY : : - , 
OF SOUTH BEND financial operation. 
WELFARE LOAN SOCIETY 
OF TERRE HAUTE 
WELFARE LOAN SOCIET) od re 
OF VINCENNES lhe Societies loan money on monthly in- 
OHIO ~ : 2 
THE WELFARE LOAN terest payments and have no dull season, as 
OF CINCINNAT b: J . 
1 eee © there are more applications for loans than are 
(HE WELFARE LOAN C ante “he character ; standi bDor- 
ELFARE 10 granted. he character and standing of bot 
THE WELFARE LOAN C re ic rq reetio-: > 
hh rower is thoroughly investigated. 
ILLINOIS 
WELFARE LOAN SOCIETY . : : 
OF CENTRALIA Every dollar invested is guaranteed by cash 
FLORIDA 


WELFARE LOAN SOCIETY on hand, well secured mortgages, bonds, notes 
OF MIAMI 


PESUBYLVAIGA and other valuable collateral. 
WELFARE LOAN SOCIETY 
OF LANCASTER 


Send for our latest catalog on Welfare Loan Societies) 


HAWKINS MORTGAGE CO. 


PORTLAND INDIANA 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Wire sent by 
L.H.HENRY 
VICE-PRESIDENT 


FIRST NATIONAL BANK 
SIOUX CITY, IOWA. 


Wire sent by 
CARL W. McKEEN 


VICE PRESIDENT 


WESTERN EXCHANGE BANK 
KANSAS CITY, MO. 


eames HE sincere, enthusiastic approval of 

: BE, Craddick Service which our clients 

f a era unreservedly voice to their friends 
. 5 


y) 
Ra ay and fellow-bankers is soundly based 


eon) 
upon results. Through years of 
experience they know that this organization © 


Ask usto submit (by performs whatever it promises and that their 
mail) a proposal of out confidence in us has been more than justified 
advertising service and : : : ; 
our 1922 folio, “An Ad- in the good-will, prestige and business which 
vertising Department for 


Your Bank” without cost our assistance has brought them. 
or obligation to you. 


CRADDICK SERVICE 
Financicd, Advectising Gxelusively , 
MINNEAPOLIS 


7ts Our Business to Make Your Business More Protitable 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our adveriwers. 
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OLD COUNCIL 
TREE BOND 


. . IT WAS ON THE 
RECOMMENDATION OF 
OLD COUNCIL TREE 
BOND THAT THE OWL 
MARK WAS ACCEPTED 
BY THE PUBLIC AS A 
GUARANTEE OF PAPER 


VALUES. 


“NOTE THE TEAR AND WEAR 
AS WELL AS THE TEST” 


MANUFACTURED BY 


NEENAH PAPER COMPANY 


LOFT DRIED BONDS AND LEDGERS ONLY 
NEENAH, WISCONSIN 


Write for Samples 


LL 
Readers will confer a favor by mentioning THE BANKERS MONTHLY when uriting to our advertisers 
. 
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These Safe Deposit Boxes 
Have Never Ae Robbed 


pavers Safe Deposit Boxes are well named — 


they have never been robbed. That’s a record 
worth while. Yet to our engineers, who have spent many years in the 
single job of Safe Deposit Box Manufacture, the reason is obvious. Invin- 
cible Safe Deposit Boxes—with the famous ‘ ‘Lock Behind the Lock’”’ 


—represent the surest protection from 
robbery. 


INVINCIBLE 
Safe Deposit Boxes 


due to their sectional construction “grow with 
the bank.” A few sections now invariably mean 
more jater. Many of our largest installations 
started with a few sections and grew and grew 


The “Lock * and grew. Alli sections intermember and form 
Behind the Lock’’ a solid burglar-baffling installation. 


A distinctive INVINCIBLE 
safety feature. It makes the Get Our Latest Book 
cracksman work for nothing. 


A heavy steel bar comes into From cover to cover our latest and best book is packed 


=) || 


place behind the lock, mak- with just the things you want to know about Safe Deposit 
ing it secure against lock- 


punching and door sledging. Boxes. All details regarding “The Lock Behind the Lock,” 
ie Sek Medison Sectional Construction, Sizes, Installations, etc., are fully 
Lock’’ frustrates the meth- covered. Ask us to send you a free copy. You will find 


ods by which 90% of suc- it thoroughly worth while. 
cessful safe deposit robberies 


are accomplished. 


eee 


sees 


Add a Section Address 
at a Time 


INVINCIBLE 
INVINCIBLE SAFE DEPOSIT BOXES 


METAL as 
FURNITURE 
CO. 


836 26th Street 
MANITOWOC q 
WI SCONSIN papa betes Be Seats es fae) 


Cee 
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THE MAN for THE AGES 


“? I could save the Union,” said Lincoln, “without freeing 
any slaves, I would do it, but if I could save it by freeing COMMERCIAL 
all the slaves I would do it, and if I could save it by freeing BANKS 
some and leaving others alone I would also do that.” rey 
Complete Banking Service 


. ; . R Over 500 Mill 
Lincoln’s whole desire was to save the Union. e aaaapanane oa 
would have sacrificed everything in order that “this Nation conceived in 


liberty and dedicated to the proposition that all men are created equal” 
might survive. 


The desire to save should be uppermost in all our 
minds. Lincoln thought of the future of the Nation — 
and acted accordingly. Have you thought of your future? 


The Savings Habit 1s a Good Habit. 
This Bank will help you cultrvate it. 


CONTINENTAL end COMMERCIAL 


‘TRUST anv SAVINGS BANK. 
La Salle.Adams, Quincy and Wells Streets 


Oo FP BN A EL ya Y SA TURD ATS UN Tf E 8 P. M. 


ARE YOU INTERESTED IN ADVERTISING? 


This is a reproduction of Savings Bank 
copy used recently in Chicago newspapers. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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EQUIP YOURSELF 
FOR EACH DAY’S BUSINESS 


with authentic, up-to-the-minute information on 












Bond Analyses 


Concurrent with the issues © 


Foreign Exchange Rates 





Securities Markets 
All Exchanges 


Complete Financial, Commercial and Industrial News 
from all important cities by wire 


Complete Live Stock, Grain, Cotton, Produce and General 
Commercial Markets and News affecting 
the values of securities and loans 














All Important World News condensed 
for the busy reader 


This comprehensive, every-business-day service 
of the 


Chicago Fournal of Commerce 


and Daily Financial Times 


Provides both Protection and Opportunity. One 
copy may make or save you many times 
a year’s subscription, $12.00 


Chicago Journal of Commerce 


108 South La Salle Street 
Chicago, IIl. 


“The Bankers Daily Compendium of Financial Information” 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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oe of your records must last indefinitely. Some of your 
record books must stand the ravages of time and hard usage. 
You should insist that these books be made of Brown’s Linen 
Ledger —the paper that never grows weak or discolors or loses its | 
legibility from age; the paper that has wonderful strength because it | 
is made of pure white rags without strong bleaching chemicals. 


Since the use of Brown's Linen Ledger adds only 2% to the cost of 
the ledger or record book, and adds so much to the appearance as | 
well as the durability of your books, isn’t it worth while to specify . 
the use of Brown’s for all vour record books and loose leat systems? 


Write for sample book today 


This 
watermark 
identifies the 
Ledger Papers 
Linen Papers 
Bond Papers 
and 


ADVANCE BOND 
“The 


High Grade 
Business 9 
Paper” 
made by the 
L. L. BROWN 


PAPER CO. 


who make only 


quality papers. Linen Ledger Papers 


L.L.BROWN PAPER CO. ADAMS, MASS..U.S.A. 













Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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“ HE reason for this,” 
said a prominent 
banker recently, ‘‘is 

that a banker today must 

be able to talk to business 
men in their own language, 
see their outlook as they see 
it, weigh the human fac- 
tors behind a balance sheet. 


““Men who would be lost 5. 


in a teller’s cage can pass 


upon the credit risks of 
manufacturers — instinc- 
tively. Better still, they 


can inspire the confidence 
and loyalty of men whom 
they meet on a common 2 
basis of mutual respect.” 


How is a man inside a 
bank to get that training’ 
Must he leave his desk or 
his cage to get the experi- 
ence that will make him 
valuable as a high executive? Are 
fidelity and hard work never re- 
warded 7 


Sometimes, of course, a rank- 
and-file worker emerges. But not 


nearly as, often as his ambition 
deserves, because many men inside a 
bank do not know where to get 
the viewpoint of the outside busi- 
ness world. 


To such men the Alexander Ham- 
ilton Institute has a very encourag- 
ing message. It gives them an 
opportunity to read business just as 
a law clerk reads law. It providesa 
definite, careful course of reading 
embracing the principles that men 
outside in the business world are 
learning slowly by their own exper- 
lence. 

While you continue to perfect 
yourself in the technicalities of 
banking, you can acquire that 
knowledge of men and methods 


Canadian Address, (.P.R. Building, Toronto; 


Why Do Banks Choose Their Vice- 
Presidents from the Outside? 


LOOK over the list of vice-presidents 
of big metropolitan banks 
they 
what they 
were called into the high places of 
finance. 


Ask who 
they came from, 
doing when they 


are, where 


were 
Two facts will impress you: 


That a surprising share of bank 
executives of today were formerly 
business men. There are 38 such 
vice-presidents in 15 representa- 
tive banks of New York and 
Chicago. 


That the number of bank execu- 


tives who have risen from the 
ranks is not so great as you 


might expect. 





and working conditions that makes 
a bank executive valuable. 


The Alexander Hamilton Insti- 
tute has assembled for you spe- 
cialists of every line of business. 
It has asked them to put down in 
black and white the substance of 
all that they would ask a business 
man to know. They have done 
this, realizing that they are speak- 
ing, thru the Institute, to hundreds 
of thousands of business men. 


What these business leaders have 
prepared—all they want you to 
know about advertising, salesman- 
ship, plant management, exports, 
office methods, labor problems, rela- 
tions with the government, taxation, 
traffic and shipping, accounting, 
finance—all this has been assembled 
and arranged in one orderlv, read- 
able Course. 

Out of it you will get just what 


you put in. There is no easy, short 


Australian Address, 42 Hunier 





road. <All the help. that 
others can give you has 
been put into the prepara- 
tion of this Course. But, 
after all, its value rests 
with you and you alone. 


And let this thought de- 
termine your choice: 

Will vice-presidents al- 
ways be chosen from the 
outside? Today they are 
preferred because they have 
something which the inside 
man has not. But suppose 
the inside man acquires the 
outside viewpoint and of- | 
fers the combined resources 
of technical experience plus 
the training of the business 
world. Then Boards of 
Directors will not have to 
look afield for men to fill the 
vice-presidencies. 


‘‘Forging Ahead in 
Business’’ 


It tells just what the Modern 
Business Course and Service is and 
does; just how it has been used by 
men whose position and problem 
were precisely like yours. The 
door is open but the decision must 
be yours. Will you put it -off? 
Or will you clip the coupon now? 
The book will be sent without ob- 
ligation. 


Alexander Hamilton Institute 
426 Astor Place, New York City 7 


Send me “Forging Ahead in Busi- 9c 
ness” which I may keep without \Medera/ 


obligation. 


Name-_- wicca epee 
Print here 

Business 

Address 


Business 
Position 


Sireel, Svdney 


. ii et . = 


Readers will confer a favor by mentioning THE BANKERS MONTHLY 


Copyright. 1922, Alexander Hamilton Institute 








when writing to our advertisers. 
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' Trunks and Valises 
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and wholesale 


business alone last year was over $1,201,748,000, aside from the vast 
volume of trade in the rich valley of which this city is the metropolis. 


With heads up, St. Louis and the surrounding territory enters 1922 in 
most healthful shape, asjshown by this growing tide of trade. 


St. Louis Business 


Trade figures of St. Louis 38 leading 
lines of business as announced by St. 
Louis Chamber of Commerce. 


Shoes. . 

Dry Goods 

Groceries, kindred lines 
Steet and Iron 
Lumber .. 

Hardware 

Tobacco 
MeatgPacking 

Drugs and Chemicals 
Clothing i 
Soaps and Candles 
Electrical industries 
Automobiles 

Paper, Envelopes, etc. 
Enameled, Stamped Ware 
Furs : 

Millinery 

Bakery Products 
Paint and Varnish 
Furniture 

Carpets and Rugs.... 
Stoves, Ranges, etc... 
Plumbers Supplies... 
Hats, Caps and Gloves 
Glass 
ee 
Railway Supplies 
Rubber Tires..... 
Woodenware 


g 


3322223233 


Photo Supplies : 
Railway and Street Cars.. 
Sugar Mill Machinery 
Piston Rings..... eat ay 
Chinaware and Glassware. . 
Saddlery and Harness 
Fireclay Products 
Refrigerators 


VW PPP PANN ZSSPPVRE PLS S25 


33832 


Total .... 


In the midst of the world’s greatest produc- 
ing region, with twenty-six railroads leading 
“to everywhere, with the river for a highly 
necessary foreign outlet, St Louis, in the 
vernacular, is “sitting pretty —-No other city 
in basic soundness has it outdistanced for 
commercial advantages. 


In the center of things and growing, St. Louis 
is the bright spot of the 1922 business world. 


The National Bank of Commerce for sixty- 
four years has aided in upbuilding the vital 
civic interests of St. Louis and the great Missis- 
sippi Valley. Like the city itself, the bank has 
been the center of this progress. 


We have the greatest confidence in the 
future. St. Louis, under.the wave of “pro- 
gressing prosperity is going ahead in a most 
satisfactory manner. 


MR. BANKER, EVERYWHERE: Are you 


prepared to share in the growth and increased 
business of this big valley center of trade? 
Have you the proper St. Louis bank cgpnnection 
to serve you during returning good times? 


Our facilities, experience of nearly three- 
quarters of a century, and intimate knowledge 
of merchandising conditions in this territory 
are offered to the banks of the Mississippi 
Valley. 


We Specialize in caring properly for 
the needs of banks. Our officers cor- 
dially welcome your account or inquiry. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 


Center 
of things | 


AINT LOUIS’ manufacturing 


13 


vat their annual convention in St. Louis, June 22-23.’’—JoHN G. LONSDALE 


nthe 
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TS strength of a Chicago 

correspondent is quite largely 
determined by the experience 
and conservatism of the mem- 
bers of its Board of Directors. 


Ordre. 


. 
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Directors of Drovers National Bank 
of Chicago 


HENRY M. DAWES Well known Capitalist 


JOHN B. OLESON Vice-President, First National 
Bank of Chicago 
ALEX. ROBERTSON 


Vice-President, Continental and 
Commercial National Bank ot 
Chicago 


G. F. SWIFT, Jr. 
HENRY VEEDER 
RAWLEIGH WARNER 
GATES A. RYTHER 


Vice-President, Swift and Co. 


General Counsel, Swift and Co. 


‘ 
A 
A 
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Treasurer, Dawes Brothers 

Vice-President, Drovers National 
Bank of Chicago 

FRED. N. MERCER Vice-President, Drovers National 
Bank of Chicago 

WM. C. CUMMINGS President, Droversfg National 
Bank of Chicago 


ROMPTNESS and courteous interest 

have won the unwavering confidence of 
our hundreds of country correspondents. 
We are prepared to aid other banks desiring 
a complete Chicago connection. A letter of 
inquiry, directed to the bank, will receive 
the prompt attention of one of its officers. 


DROVERS NATIONAL BANK 


Union Stock Yards, Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertis: 
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Something to Make the Kiddies Happy 


R. Banker, it will put you under no obligation to clip 


and mail the attached coupon for a free examination. 


of CHILD LIFE—Rand M¢€Nally’s new magazine for 
children. 


Here is a magazine that will g give your children the new- 
est, freshest, most entertaining and instructive stories, plays, 
pictures, cutouts, nature studies and other features they 
have ever enjoyed—the best that money can buy. 


CHILD LIFE is issted every month. It will cultivate 
in the little tots and in older boys and girls—children from 
2 to 10 years of age—a taste for the finer and better things 
of life and give them many new avenues for self expression 
through heart, head and hands. 

Every reader of The Bankers Monthly is invited to clip 
and mail the FREE EXAMINATION coupon below. 


CHILD LIFE will help to bring out the best in the 
growing child. 


RAND MCNALLY & COMPANY 
536 S. Clark St., Chicago, Illinois 


RAND MSNALLY & COMPANY 
538 South Clark St., Chicago, III. 


Read This List 


of deparimenis which CHILD 
LIFE is to contain every issue. 


HAPPINESS STORIES 
PICTORIAL STORIES 
FAIRYLAND STORIES 
PLAYS AND PAGEANTS 
JOY GIVERS CLUB 
OUTDOOR SPORTS 
INDOOR GAMES 
BUSY FINGER WORK 
FILMLAND 
AMATEUR 
PHOTOGRAPHY 
NATURE STORIES 
TRAITS OF CHILDREN 
NURSERY NUGGETS 
MUSICLAND 
TYPES OF CHILDREN 
STORIES ABOUT FOOD 


Many of the best children's 


writers and artists are among the 
contributing editors of CHILD 
IFE. 


Please put my name and address on your list for one full year’s subscription 
to CHILD LIFE and send me the FEBRUARY issue—FREE. If after examining 
the first issue, I am not satisfied, it is understood I may cancel this order and owe 
you nothing. Otherwise I- will send vou $2.50 in full payment for a year’s 


subscription. 
Child’s Name. 
Address 


Your Name 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers, 
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FROM DEMOLITION TO OCCUPANCY IN NINE AND ONE HALF MONTHS 





A Record in Construction 


HE completion of this building for the Citizens Trust Company of 

Terre Haute, Indiana, in nine and one half months establishes, as far 
as we know, arecord for such a performance. This nine and one-half 
months’ period includes the time required to demolish the buildings pre- 
viously on the site; construct the twelve story, skeleton steel, fireproof 
building; install all banking equipment; complete the decorations and fur- 
nishings; and deliver the building with all mechanical equipment in operation. 


We believe such a record was made possible by the fact that we have 
combined in one organization an architectural department which prepares 
all designs; a purchasing department which insures prompt deliveries; 
and a construction department, with trained superintendents, which works 
in close coordination with the two other departments. 


HOGGSON BROTHERS 
Bank Builders 


NEW YORK - CHICAGO 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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GIVING THE FARMER CREDIT 


WHEN HE NEEDS 


How 


T MOST 


the war finance corporation, by making 









advances on a nation-wide’seale, has helped whole 






is good 





eo” ENTALLY, credit 
or bad aecording as it is set to 
work in a productive way, or as it serves 
merely to put off the day of reckoning. 
To make credit a constructive 
takes more than good lenders; 


agency 
it takes 
good borrowers. And the borrowers must 
come with sound 
propositions. | 


Whenever there is a dif- 


business 


ficult business or economic 
situation, the idea is usu- 
ally entertained that more 
eredit will solve the diffi- 
culty. In many 
eredit is a most important 
factor, but it 


cases, 


is seldom, if 
ever, a determining factor 
uless there is something 
else to go along with it and 
make it effective. 
tinue to 


To con- 
credit to 
aman who is operating 
inefficiently and at a loss, 
or who is behind the times 
and is not adjusting his 
methods to meet changing 
conditions, is merely to 
put him ultimately deeper 
than ever in the hole. 

But there are many cases 
in which credit is a very 
helpful agency. Take the 
case of a trust-worthy 
farmer in the belt, 
who has a large crop of 
corn, who understands the feeding of live 
stock, and who has proper security to 
offer. To give him credit, when he needs 
ity so that he ean buy feeder stock is to 
put credit to a most 
The price of corn is 
lower proportionately 


extend 


corn 


constructive use. 
very low, much 
than the price 





normal economic conditions. 


agricultural industry out of a predicament 


By EUGENE MEYER, JR. 


Managing Director, War Finance Corporation 


of live stock; and the farmer who can 
feed his corn and send it to market on 
four feet is likely to derive greater bene- 
fit than if he has to sell it direct. Credit 
is unquestionably a helpful factor in 
this case because the transaction 
is closed the borrower is left in a better 


when 





THE PROPER USE OF CREDIT 


REDIT properly used was the remedy for the situation. 

Credit is like some drugs. 
lessness, or with habitual indulgence to excess, it can’ 
become a demoralizing, disintegrating and destructive 
agency: but when it is used with due attention not only 
to its powers but also to its dangers, it is one of the most 
helpful, useful, and healing things in the world. 


The interests of the various sections of the nation, the 
city and the country, the banker, the farmer and the 
manufacturer, are inseparably bound together. 
parallel, if not identical, and between the extremes of 
depression and prosperity all kinds and classes of busi- 
ness go up or down together. 
by sound methods, in a position to go ahead with his 
business in the usual way, the credit used for that purpose 
will be a benefit not only to him but to the whole nation. 
And if we can all learn to work together for a common 
purpose and to a common end 
community and the nation as a whole 


the best thing that can be done to hasten the return of 


The Author 





position than if credit had not been 
extended. 

In the situation now confronting 
farmers, stockmen, and agricultural 


producers not only in the corn belt but 
all over the country, the War Finance 


Corporation is endeavoring to apply 


17 


With misuse, with care- 


They are 


If the farmer can be put. 


-the prosperity of the to 
we shall be doing 





the large credit resources placed at its 
disposal by the Congress in a way that 
will help tide the agricultural industry 
the emergency. Every day the 
corporation is making large advances 
to banking and financial institutions, for 
agricultural and live stock purposes, and 


over 


these advances are serving 
to forestall the necessity of 
forced liquidation of agri- 
cultural But they 
are doing more than this: 
They are putting the banks 
in funds so that they can 
the 
ahead with the feeding of 


paper. 


assist farmers to go 
other suitable 
crops to live stock, and to 
carry their products—their 
cotton, wheat, 


corm and 


and 

until 

they can be marketed in an 
= 


corn, 
other commodities 
orderly manner. 
When the activities of 
the corporation in connee- 
with 
ordered 


tion exports 


revived by 


were 
Con- 
gress, in January, 1921, at 

tention first 


because 


was directed 
that is 
agricultural 
commodity. The 
idea was at first entertained 
that all that needed 
was to offer the European 
buyer dollars 


cotton 
our greatest 
export 


was 


eredit in 


with which to purchase his supplies 
of cotton. Investigation, however, 
soon brought out the fact that the 


sound business men of Europe were no 
longer willing to accept credit for that 
purpose. Exchange fluctuations made 


it difficult for them to caleulate whether 
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they would gain or lose on cotton to 
be sold in terms of European currency 
and paid for later in American dollars 
at a rate which could not be foretold. 
To meet this situation two other plans 
were trigd; one was to make loans for 
the carrying of stocks of American cot- 
ton in foreign warehouses; and the 
second for carrying cotton stored in 
America but under contract of sale to 
foreigners. Some loans were approved 
on both these plans, and on one such 
advance 225,000 bales were exported; 
but neither method brought compre- 
hensive results. 

The diffienlty was that the buyer was 
not prepared to do business in the ac- 
customed way. He preferred to buy 
only to meet current demands instead of 
laying in a year’s supply during or 
immediately after the harvest, as had 
been his practice in the past. It was a 
matter of markets rather than of eredits 
—and as soon as this became clear the 
solution was found in putting the pro- 
ducer in a position where he could har- 
monize the time of his sales with the 
absorptive capacity and time ‘schedule 
of the consuming market. 


The producer had been in the habit 
of marketing his output within a short 
time after the maturity of the crop, 
using the proceeds to meet his financial 
obligations and to purchase his supplies 
and equipment for the next operation. 
Now he was confronted with a market 
which was buying in small batches and 
spreading its purchases over the year. 


The constructive way to handle the 
situation was to make it possible for 
the producer to earry his cotton for 


a longer period of marketing. 

Early in July, 1921, the Corporation 
agreed to advance $5,000,000 to a co- 
operative association of producers in 
Mississippi for carrying 100,000 bales 
of cotton until it could be exported in 
an orderly manner. Within a short time 
other and larger loans of similar char- 
acter were authorized to co-operative 
associations and to banking and financing 
institutions in many parts of the South. 
The resulting improvement there ts 
well known. It was due, fundamentally, 
to the fact that the producer was enabled 
to carry his product until, in time, the 
market could eatch up; he did 
not have to dump his cotton on the 
market when it was not wanted, and he 
had it to sell when it was needed. 


slow 


In the live stock country in the West, 
breeding stock and immature animals 
were being sent to the block because the 
owner had to raise money to meet his 
obligations. The breeding herds were 
endangered, and with them the future 
meat supply of the nation. In this case, 
the constructive value of credit was 
obvious. It meant removing the neces- 
sity of forcing on the market stock 
which was not ready for slaughter and 
which would not bring good returns to 
the owner nor provide the best kind of 


meat for the consumer. 


ing 


It meant keep- 
the stockman in business and head- 
ing off a future shortage in the national 
meat supply, which would be the inevi- 
table consequence of the depletion of 
our breeding herds. 


The corporation not only has made 
large advances on live stock to the nor- 
mal banking and financing agencies, but 
it has encouraged the organization by 
bankers and business men, of new live 
stock loan companies to help finance the 
industry during the emergency. New 
live stock loan companies have been 
formed in Utah, Wyoming, Colorado, 


Texas, Arizona, New Mexico, Idaho, 
Oregon, Washington, Montana, and 


Nebraska, with a total authorized ecapi- 
tal of several million dollars and other 
loan companies are forming in other 
States. These companies are not agen- 
cies of the corporation and they have no 
special relationship with it; but they 
may obtain advanees on the same basis 
as advanees to other financing institu- 
tions, and, with the aid of the corpora- 
tion, they are making credit available in 
considerable amounts to stockmen in 
their respective territories who are in a 
position to give adequate security. 


The loans which are reaching the 
stockmen have an important bearing 
on the economic situation in the whole 
live stock country. In many eases, the 
prosperity of the whole community de- 
pends largerly on live stock. It is an 
immense industry and it has been hard 
pressed, and the pinch has been felt not 
only by the stockmen themselves but 
by the banks and business men and by 
everyone concerned. 


The whole agricultural industry has 
been in a predicament somewhat simi- 
lar to that of the cotton, corn, and cattle 
producers: and the Corporation has 
been making advances on a nationwide 
scale to help the farmer out of the hole 
and, with the farmer, the rest of the 
nation, economically speaking. On De- 
cember 15, for instance, the Corporation 
announced the approval in five days, of 
loans amounting to $6,848,000 and dis- 
tributed over twenty four States, from 
Louisiana, Texas, and New Mexico on 
the Southern border to Minnesota and 
Montana on the Canadian Line, and 
from California on the Pacific to Geor- 
gia and the Carolinas on the Atlantic 
Seaboard. In addition to the loans on 
cotton, corn, and live stock, large ad- 
vances have been made on wheat, sugar- 
beets, fruit, peanuts, rice, and other 
agricultural products, as well as for 
general agricultural purposes. 


If the agricultural producer can be 
put in a position where he can market 
his products in an orderly manner, in 
accordance with the ability of the market 
to absorb them, he ought to be able to 
extract from them more nearly the full 
amount of their potential value. It was 
with this end in view that the Agri- 


cultural Credits Aet was passed by 
Congress in August, 1921, and the ad. 
vances of the War Finance Corporation 
for agricultural and livestock purposes 
authorized. What has already been 
accomplished would appear to indicate 
that the right methods had been adopted 

Not only do the actual advances tend 
to relieve the situation; the psy chologi- 
cal influence of the Corporation's work 
is of perhaps even greater value. Often 
the ability to get credit is as valuable as 
the credit itself. The knowledge that 
the Corporation with its great resources 
is functioning actively and that it stands 
ready to help has a tendency in itself to 
restore confidence and, with it, to restore 
the activities of the normal busines 
agencies. The cooperation of the bank- 
ers has had much to do with the succes 
already obtained. Still more can be 
accomplished if each banker will survey 
the needs of his community and take an 
active part in seeing that the help which 
the corporation is authorized to extend 
is utilized to the best advantage, not 
merely of his own customers but of the 
community as a whole, 

Loans to the agricultural industry on 
a sound business basis and with a def- 
inite constructive purpose are a means 
of relieving economie depression in the 
community and in the nation as a whole. 
They untie the farmer’s hands, permit 
him to market his product in an orderly 
way, restore his buying power, and this 
have a favorable reaction on the man- 
facturing and other industries, whieh 
depend on the farmer as their largest 
buyer. 


Heads Foreign Department 

Dr. W. F. Gephart, vice president of 
the First National Bank in St. Louis, 
has been placed in charge of the foreign 
department of that institution, in ad- 
dition to his other duties. He took an 
important part in the London confer- 
ence of the International Chamber of 
Commerce last summer and is a member 
of several important committees of that 
body. 

Dr. Gephart believes there will bea 
marked revival of interest in foreign 
trade, notwithstanding some of the dis 
couraging aspects of the situation at 
present. Through the development o 
transportation to the South, and pros 
pective construction of improved trade 
routes through the Great Lakes and the 
St. Lawrence, it is his belief that the 
Mississippi Valley region will occupy 4 
more important place in trade with the 
older centers of foreign marketing i 
Europe. 


At a meeting of the trustees of the 
East River Savings Bank, in New York, 
Darwin R. James Jr. was elected pres 
dent to succeed Henry T. Nichols 
Frederick G. Fischer was elected second 
vice-president and D. W. Whitmore first 
vice-president, 
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HOW LEADERS OF BANKING THOUGHT 


VIEW THE COMING MONTHS 


Interest rates are likely to be lower in 


1922 and earning power of banks will be 


weaker owing* to large losses in 1921 


HE year 

1921 marks 
a continuation 
of the. reaction 
which set in last 
year following 
the boom created 
by the Great 
War. As was to 
be expected, the 
liquidation made 
necessary by the 
depression in 
business, has re- 
sulted in heavy 
losses to many industries and to many 
sections of the community. It is im- 
possible to state when we shall reach the 
end of this period and begin a new eycle 
of progress. We have been forced to 
realize more and more that the world is 
an economic whole and that we can 
hardly expect a permanent improve- 
ment of our conditions until Europe 
has reached a state of real peace. 





JAMES B. FORGAN 


Chairman of Boards, First 
National Bank and First 
Trust & Savings Bank, 
Chicago 


The European situation has brought 
distress especially to our agricultural 
community which still represents the 
largest single industry in our country. 
More than any other part of the busi- 
ness world the farmers are dependent 
upon Europe for a proper disposal of 
their surplus. It must be remembered 
that of our cotton crop it is necessary 
for us to export about fifty-two per cent 
and of our wheat something like thirty- 
five per cent of the normal crop. This 
means to Europe, which is the chief 
buyer of these raw materials; to other 
parts of the world we export manu- 
factured goods rather than raw ma- 
terials. Europe will be unable to pay 
until it is possible on the part of this 
country to extend larger credits to the 
European countries and, as indicated 
above, the situation abroad is still too 
uncertain for American investors, gener- 
ally speaking, to be willing to risk 
large sums in the purchase of securities 
of the war distressed countries. 

One of the fundamental difficulties 
in the settlement of this international 
situation has been the question of the 
German reparations, and the debts 
Which our allies owe to us. There has 
been consideration of these matters in 
many quarters without any conclusion 
having been reached or any real con- 
Sensus of opinion developed. In gen- 
eral, the discussions have turned rather 
on the ability of the various countries 
to pay than on the equally important 





question, what the effect of these huge 
payments will be upon the countries 
receiving them. If progress is to be 
made, it will be necessary for us to be 
patient with debt-laden countries of 
Europe in order that they may recuper- 
ate from the effects of the war. The 
suggestion made by Mr. James Simpson, 
of Chicago, to fund the debt owed to us 
by Europe for a period of twenty years, 
at first without interest and later with 
a very low interest charge, is worthy of 
attention. If we extend a breathing 
spell of this nature to our debtors, it 
is to be hoped that they in turn will 
show a reasonableness in their dealings 
with other countries which 


are com- 
pelled to make payments to them. 
If some satisfactory . arrangements 
are not made, the recovery of 
the war-striken countries will be 


delayed and this will retard the restora- 
tion of prosperity in our own country 
and in the whole world. 

It is to be hoped that a definite fiscal 
policy will be adopted and adhered to, 
for aside fromthe size of the contribu- 
tions demanded by the government from 
business, all enterprise has labored 
under the load of continued uncertainty. 
Business will find difficulty in develop- 
ing as long as it is impossible for it to 
plan ahead for any length of time 
owing to the continued changes in our 
tariffs and taxes. 

During the year, the various Federal! 
Reserve banks have successively lowered 
the rediscount rates and the banks of 
the country have followed the rediscount 
rates and the banks of the country have 
followed their leadership. It may be 
questioned whether this action on the 
part of the Federal Reserve banks was 
not premature and did not tend to 
create false hopes in the minds of many 
as regards the actual situation. There 
have .been many earnest and serious 
pleas made during the year to keep the 
rediscount rate above the prevailing 
market rate on commercial paper so 
that the Federal Reserve banks may be 
used by the member banks as a final 
resort in times of stress and strain, 
but not for the purpose of obtaining 
loans with which to make addional 
profit. Be that as it may, in times of 
retrenchment money will always become 
cheaper. As a result, interest rates are 


‘likely to be lower in the coming year 
and as banks have had large losses, 
their earning power will probably be 
weaker than it has been in recent years. 


In this respect, banks do not differ from 
all other businesses which will have_to 
be content with less net profit than 
during the war years and the period 
immediately following the armistice. 


*® 2 * # 


TE now 
more clear- 

ly than a year 
ago the influenc- 
es that brought 
about depressed 
business 


see 


condi- 
tions, and witha 
truer 
we 


diagnosis 
should be 
able to adjust 
affairs so that 
the present 





FREDERICK H. RAWSON 


President, Union Trust 
Co., Chicago 


year will be one of steady improvement. 


Normaley eannot be regained at a 
leap, nor can the results of violated 
economic law be corrected except by 
the gradual process of restoring sound 
economic practices. This process is one 
of day to day adjustment as we recog- 
nize our problems and apply the remedy. 
Normaley will come— 


As inventories and plant investments 
are squared with working capital. 

As productive capacity and produc- 
tion are squared with actual demand. 

As the price levels of commodities 
again bear some reasonable and logical 
relation to each other. s 

As economies forgotten in the period 
of expansion are again introduced. 

As operating costs are forced down 
promptly and continuously in keeping 
with the shifting of prices to lower levels. 
As prewar trdhsportation differentials 

commodities and for geographical 
areas are restored with the lowering of 
rates and fares. 

As money rates, both current and time, 
are stabilized upon levels where money 
can be profitably used and not constitute 
an unjustifiable tax upon the prices of 
the future. 

Above all, as shattered confidence in 
ourselves, in each other, in civilization, 
and in the inherent justice of things 
shall be regained. 


on 


Steadily each day is bringing these 
adjustments nearer realization, and we 
should be encouraged to embrace that 
constructive, confident optimism that 
believes implicitly in the future but 
walks cautiously and cireumspectly in 
the present. 
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In the European situation there are 
multiplying evidences that point toward 
a better day. The nations that were 
disrupted by the war are gradually but 
surely reconstructing their productive 
machinery. Enrope’s most urgent and 
immediate provlem is to place her eur- 
rencies on ‘a firm and sound 
While English money is unquestionably 
sound, France and Central European 
Countries are still issuing large quan- 
tities of paper currency, and we ean 
not hope for a great increase in our own 
export business and the resumption of 
normal international trade relationships 
mtil the exchange situation and foreign 
money conditions are futher stabilized. 
What is most needed on the part of all 
the countries to bring this about is the 
restoration of their mind 
on mutual understanding, a clean cut 
accounting of assets and liabilities, a 
balaneing of government expenses by 
taxation, and the establishing of mutual 
good will so that credit and industry 
may function in a normal manner. 

America’s contribution to European 
re-adjustments should be a willingness 
to deal generously in the matter of debts 
owing by foreign governments. It is 
not our belief that the situation would 
be helped by a cancellation of these 
obligations, but if there is evidence that 
currency expansion has been stayed and 
government budgets balanced to income, 
we should be willing to make an exten- 
sion without interest for at least five to 
ten years, with an understanding for a 
further extension of fifteen y 
longer, at an interest rate of not more 
than four per cent, 


basis. 


peace of 


ars, or 


* * & & 


HE American people have genuine 
thanksgiving that 
1922. is so much 
the outlook for 
conditions esseli- 
tially sounder and, with progressive 
strengthening of the country’s credit 
strueture and the remarkable improve- 
ment in the bank position, the nation is 


for 
for 
was 


cause 
outlook 
than 


Basie 


the 
brighter 
3921. 


are 


much better fortified to work out its 
economic salvation in this vear of 
revived courage. We are reaping the 


benefits of consistent deflation and, while 


the process has not been completed, 
the prospect is highly promising for 
sustained progress in this direetion. 


The probability is, therefore, that 1922 
will return of industry to 
something like normal operations. This 
is very important, for 1921 was largel) 
a vear of liquidation, 1920 one of spec- 
ulative inflation, and 1919 a period of 
cautious readjustment following the 
excited victory market of 1918. No 
other similar period in American finance 
has been more productive of striking 
changes than the months that have 
elapsed since hostilities ceased with the 
signing of the armistice in 1918. 
There is no boom business in sight 
and nothing to justify the hopes of 


witness a 
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those who believe that the country will 
witness an outburst of furious 
speculation on the scale of such stock 
market activity as was witnessed in 
1906, 1915, and other years of violent 
speculation. The average business man 
is limiting his risks and seeking to safe- 
guard his position in such a way as shall 
insure for him eredit facilities when 
and as he needs them. The country is 
headed in the right direetion, however, 
and making haste slowly enough to avoid 
the perils of a false start. This is for- 
tunate, since a resumption of speculative 
trading on an immense scale would be 
not only unsettling, but deplorable from 
every angle. The nation needs most of 
all to capitalize the gains of the retrench- 
ment campaign and to take to heart 
the lessons of the liquidating period. In 
no other way will it be possible for us 


soon 


to aid in solving the really distressing 
problems of international finance and 
we must do our part.— William A. Law. 
First Natl Bank, Philadel- 


President, 


phia, 


* ke & * 


NFLATED prices, over-speculation 

and over-trading—the natural con- 
sequences of the war—have inflicted 
wounds upon the economie and business 
body of the world, which only time 
and patience can heal. It will not do 
to attempt to hasten the patient’s re- 
covery by administering patent medicine, 
stimulants or quack remedies of any 
sort for such a eourse will prolong 
rather than shorten the period of conva- 
lescence. 

Experience has taught us that legis- 
lative relief in eases of this kind too 
often has the same effect as a nareotie 
upon the human body—it appears to 
give temporary relief, but it weakens 
the patient’s constitution and drags him 
down instead of building him up. 

Instead of appealing to Congress to 
pass new laws to cure our domestie ills, 
we should give more attention to the 
economic troubles of Kurope which 
really are at the bottom of our diffieul- 
ties. Unfortunately few of our 
people seem to realize the truth and im- 
portance of this statement. 

A statement has recently been made 
by a high authority that American pros- 
perity comes from within our borders, 


too 


and does not spring from foreign trade. 
The argument is advanced that 
people living in seacoast cities, are too 


also 


prone to believe that prosperity comes 
whereas, as a matter 
of fact, it is the land and not the sea 
that brings them their principal wealth. 

All this sounds reasonable, of course, 
but the fact that the percentage of pro- 
ducts exported is small compared with 
home consumption does not by any 
means prove that’ the question of 
whether or not there is any export de- 
mand is unimportant. The facts are 
that this small percentage of products 
which we do export in times 


to them in ships, 


normal 


represents the surplus that we have: 
in other words, the over-supply, and it 
is always the over-supply which makes 
commodity prices come down. 

The result is that, small as this per. 
centage of export may be, the influence 
on the price of the commodity is very 
great, and it 
demonstrated 


has often enough been 
that an over-produetion 
or oversupply of ten percent greatly 
depresses the price of the remaining 
ninety percent, . 
In agriculture as well as in industry 
the war taught us how to increase ow 
production on a large scale, and if these 
surplus products cannot be used in ip- 
ternational trade, we shall first have a 
decline in prices, then increased un- 
employment, and finally a gradual lower. 
ing of the American standard of living. 
It is our belief that we will not again 
have real prosperity in this country 
until some kind of economic restoration 
has been accomplished in Europe, and 
a_ stable for international trade 
worked out. But how shall we aceom- 
plish this, and what is the remedy? 
President Harding earned the grati- 
tude of the world in ealling the nations 
together for the disarmament 
ence in Washington. But, matter 
how successful may be the work of this 
conference, it will be incomplete unless 
it is followed by an international eco- 
nomic and financial conference, to decide 
and put into effect the finding of ways 
and means of resuming normal inter- 
national trade relations, and to remedy 
ever increasing inflation of their eurrer- 
cies by several of the important European 
nations, 
edy can ever be found until extrava- 


basis 


conter- 
ho 


Needless to say no such ren- 


gance ceases, budgets are balanced and 
governments halt the work of the print 
ing’ presses in the production of imagi- 
nary wealth. R. S. Hecht, President, 
Hibernia Bank & Trust Co., New 
Orleans. 


RELATIVE stability of 

veloped during the last six months 
of 1921, after a period of irregular 
fluctuation during which it 
possible for business to function with 
assurance. A fixed price level is neces 
sary for any kind of normal business to 
develop, and while prices of raw ma 
terials and farm produets, as compared 
with manufactures, are far out of line, 
business development, to a certain de 


prices de- 


was il 


gree, now has a chance to proceed, if the 
relative level is maintained. The col- 
structive chance is in the outlook for the 
coming entailing however, close 
economy and energetic competition it 
activity is to be brought about and profit 
is to be realized. 

Business will have the advantage of 
extreme 


vear, 


ease in money—possibly of 
ease. The banking and financial situa- 
tion is sound, although complete liquida- 
tion has not been accomplished. — This 


(Continued on page 68) 
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MAKING ADVERTISING A REAL 
INVESTMENT FOR BANKS 


More extravagance and failures are charge- 


able 


to lack ,of definite and 


specific 


. . - ® 
information than to any other single cause 


By GUY WICKES COOKE 


Advertising Manager, First National Bank, Chicago 


— advertising any longer need 
economic justification ? 

It has opened too many markets; 
developed too many inventions; created 
too many new avenues of endeavor, and 
in doing all these things it has made 
too many fortunes to have us question 
its legitimate position in present day 
business. There are still those who 
claim advertising only inereases the cost 
of merchandise and in no wise adds to 
value. Banking adds nothing to in- 
trinsic values; neither does transporta- 
tion, the telegraph or telephone, gov- 
ernment or taxes; but all are a part of 
present day civilization, and so is ad- 
vertising. 

In a comparatively few cases where 
the merits of a product is so superior 
that the public demands that particular 
article in preference to others of its 


kind, the manufacturer through adver-.- 


tising may not only increase the sale of 
the merchandise; but also his profit. 
When the patents of a well-known 
safety razor were about to expire the 
manufacturers placed upon the market an 
improved model which sold at several 
times the prices at which the old model 
was offered by cut-rate dealers. Adver- 
tising sold the new model in competi- 
tion with the manufacturer’s own goods 
of older style, and ‘against the entire 
safety razor output, the names of which 
are legion. There may be other glaring 
instances where advertising increases 
cost to consumer, but I know of none 
where the purchaser may not satisfy 
his needs with a similar article at less 
cost, providing that he will forego that 
guarantee of quality which is the basis 
of commercial advertising. 

It is as futile to argue that the coun- 
try might have been developed without 
railroads as to assert that advertising 
only adds to the overhead of modern 
business. It is an expense. Like all 
other expenses of business, the ultimate 
consumer pays. But in many instances 
he pays less thin would be the case if 
no advertising were done, and in a great 
Many more has the benefit of conven- 
lence that have become necessities, and 
luxuries that are almost such, because 


advertising has made manufacture and’ 


marketing possible and profitable. 
Pianos, phonographs, washing ma- 

chines, cameras, automobiles , fountain 

pens, soaps—in fact, practically every- 


thing that we eat, use and wear are ad- 
vertised as a means to better and cheaper 
marketing. 

Let us,for a moment consider just 
one of the commodities from an adver- 





,OING OUTSIDE FOR 
YOUR ADVERTISING 


F there is no one in the bank who 
has both the inclination and the 
time to give advertising the atten- 
tion it merits, efficient help may be 
secured outside the staff. There 
are a number of excellent organiza- 
tions whose business it is to furnish 
advertising service to banks. The 
most conscientious of these agen- 
cies produce some of the best fi- 
nancial advertising that is now 
appearing, but the matter furnished 
must fit in with the plans and policy 
of the bank. I'can heartily recom- 
mend to a bank which is starting 
on a voyage of advertising for the 
first time to seek such counsel. 
Their product is less expensive than 
mistakes and frequently, through 
large production in the case of 
printed matter, is lower priced than 
the home product. 


A great deal has been said and 
written on copy writing. Indeed, 
it is generally considered by the 
uninformed to be the sum total of 
advertising. The real test of copy 
is the result. Nothing else matters 
if results are right. It is a case 
where the end justifies the means; 
but be sure of the end, for ill- 
advised advertising has a way of 
returning like Banquo's ghost. 


—The Author 





tising standpoint. Take cameras. One 
has been so consistently and continuously 
advertised that all hand cameras are 
known commonly by the trade name 
which belongs to this manufacturer. 
Through developed markets and economy 
in production the price is much lower 
than amateur photographers paid for- 
merly for cameras less likely to take 
good pictures, even though more tech- 
nique and care had been required to 
operate them at all. The market cre- 
ated for films, printing papers, mounts 
and other supplies also figures in profit 
required from the primary sale of the 
ramera. The sale of records has a 
similar influence on prices of phono- 
eraphs. 





‘makes commercial 


Were it desirable to name individual 
products, the list might be continued 
indefinitely and would inelude articles 
which we all use and service which is 
of value beyond calculation in terms of 
money. Briefly the economic value of 
advertising lits in reducing sales resis- 
tance and its cost is absorbed in volume. 

It is possible that you are curious to 
know what this economic value of com 
mercial or commodity advertising has to 
do with bank advertising and bank 
publicity. The answer to the implied 
question is in my judgment the very 
essence of financial advertising. Bank 
advertising will pay and does pay if it 
is handled upon the same basis that 
advertising success- 
ful. No amount of advertising will sell 
for any extended period a spurtous or 
inferior article of merehandise, neither 
will it save an insolvent bank, nor bring 
patronage to an institution where ser- 
vice lacks merit. 

Good advertising is based upon three 
primary principles; First, policy; 
second, survey or analysis; third, plan. 
After, and not before, these three have 
been developed, come copy, media and 
many other details to be discussed later 
in this article. 

Policy 

Successful advertising is not a tem- 
porary expedient. It is no stop-gap. 
One must have the grip to take hold and 
the grit to hang on, if anything really 
worth while is to be accomplished. The 
amount of appropriation may well come 
under the head of policy; adminstra- 
tion, and in a general way, aims also 
are matters of policy. 

Summary or Analysis 

It is probable that more advertising 
failures are chargeable to lack of specific, 
definite information than to any other 
single cause, possibly more than to all 
other causes combined. It seems trite 
to say that there must be business either 
existent or possible of development in 
order to make advertising pay. Yet 
banks continually attempt the very 
thing that even the most elementary 
analysis would prevent. Within the 
month T have seen a savings advertise- 
ment—-offering interest at a lower rate 
than prevails in many sections of the 
country—in a publication which had no 
local circulation. The returns if 

(Continued on page 42) 
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UDGE BILLY was perplexed. Yes, “Have you any idea how it happens — him look after the probating of the will . 
worse than that—he was completely that nothing has been done about it which he had drawn for father, Charlton th 
stumped. Like a six-year old child just during all these years and that as soon hinted so strongly that I ought to get “ 
learning to write, he sat with his tongue as your father was dead the trouble Marvin that I became suspicious and a 
sticking out, painstakingly making little started?” asked him outright why he was so | 
circles on the bottom of a letter that “Why, Judge, I think I understand anxious to have me go to Marvin.” 
lay open before him on the desk. that,” the young man responded. “None “That’s easy to understand,” inter- a 
Suddenly he raised his head and, look- of the Bishops knew anything about it rupted the Judge, “Marvin's kept him = 
ing across at the young man sitting op- until after my father died. Then, be- out of the penitentiary twice when he was 
posite, said, “Charley, we’re licked. cause I wouldn’t employ Marvin as my arrested for cattle stealing; and, of be 
We’re beaten without a chance to put attorney in the probate proceedings, he course, he pulls for Marvin.” = 
in a single punch. Look at that picture,” stirred up this case.” “Yes, Judge, I know that that is all pl 
turning and pointing, “it is called ‘A “How <do you know that?” demanded true,” continued Charles, “but this was de 
Flaw in the Title’. The dignity of the Judge Billy. more than just friendship. He answered hi 
old lawyer as he lays down the law and “T don’t exactly know it, Judge. At my question by saying that he had heard th 
points out what is wrong is worth least I couldn’t swear to it in court; that there was something wrong. with ~: 
studying; but the expression of the but I am sure of it just the same, be- my title and that he was sure Marvin | In 
men to whom he has ap- cause of an expe- was the only man who could save me from [ D 
parently just explained pyr rience with oneof having a lot of trouble over it and per | ly 
why and how the title aut it i my neighbors, haps losing the land.” 
is defective, is some- " ATLL AT AA Adam Charlton. “Damn ‘that shyster!” the Judge ex- ' Ww 
thing that amuses me tila | | Hi Within a day or ploded as he sprang from his chair; ; * 
a Mt ! two after the fu- and for two or three minutes he walked tl 
N neral he came to rapidly back and forth, with jerky P 
ii me and wanted little steps, beating the air with his | h 
to know whether fists and lustily and fluently swearing. 
His young client finally began to é 
smile in spite of his trouble. ti 
“Judge,” he said, “I was raised among a 
the cow-punchers and I’ve been around T 
some; but that’s the most eloquent pro- i g 
)s fanitv that I've ever heard, especially,” n 
he added slily, “as I understand that § ti 
vou’re a deacon in the church.” { a 
Judge Billy stopped dead in his [| t! 
tracks and glared for a moment at the i a 
youthful speaker. Then he smiled, too, : I 
Ae and said, “Yes, Charley, vou're right. : t 
Sg [ am a deacon in the church, and I | ( 
27a know I shouldn’t swear. But that man | ( 
**It’s not so much for myself that I mind as for—’’and he nodded across the street, where a riles me so that I ean’t control myself i ! 
ness apt i woman was just stepping out of the office of the Lincoln Title Guarantee when I run across new evidence of his j | 
rascality. He stirs up more unneces- 1 
every time I look at it. They seem so father had left a will and suggested that sary litigation, makes more trouble, f 
utterly helpless and bewildered. But anyhow I would have to have a lawyer pulls off more shady deals, and is guilty ‘ 
their title had only a flaw in it. Yours and that Marvin was the best one in of more meanness than any other ( 
has a hole in it so big that you could the county. When I told him that twenty lawyers in the state. He defends ( 
march a Salvation Army parade through Holman had always done my father’s every cattle thief and other crook, and 


it, drums, flags, and all. 


business and that I expected to have 


they’re all plugging for him and helping 


are 
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him in his dirty work. No sooner is 
there an estate to be administered, a 
man to be defended, or a case to be 
looked after, but one of his henchmen 
is there trying to get the business for 


Marvin. And when there isn’t any, 


the title examined by a _ competent 
attorney, unless, of course, it is guaran- 
teed by a_ reputable title 
company. 

“Such examination is ten times more 
important when buying at a judicial 


insurance 


arrest must be preceded by a written 
charge, with some exceptions, filed in a 
court of competent jurisdietion, and the 
issuance of a warrant. 

“In a eivil suit must be served 
with a summons likewise issued out of a 


vou 


they make it.” sale. And, if in this ease, for instance, 
; a lawyer like Judge Holman had given 
one look at the court files, vour father 
would never have paid his money on 
the deed he got. 

“Any Lineoln County lawyer,” the 
Judge went on, picking up the court 
papers, “would have been suspicious 
the moment he saw these files, for vou 
notice that they have been 


eourt of jurisdiction. The 
court can enter no order against you or 
your property without first giving you 
the proper legal notice and giving you 
an opportunity to be heard in defense 
of vour rights; and then it must be a 
matter over which the court has 
jurisdiction. A justice of the peace, for 
instanée, cannot enter a judgment af- 
the title to 


competent 
Judge Billy sat down and continued; 

“In this case of yours I understand 

i a lot of things now. The very week 
. vour father’s will was probated here, 
Marvin appeared before me in Colville, 
where I was holding court, and obtained 

an order citing old man Bishop as ad- 
ministrator of his wife’s estate on the 


ground that he had wasted the property, recting 





made no accounting, allowed the estate blahaonens by hand. W ell, age: a st ha 
to remain unsettled all these years, and there is only one lawyer in : of his Jurisdiction, 
venerally neglected his duties J all this part of the country and his order would 
thought for once Marvin was on the who has never owned a F L, have no more effect 
right side; and one of the very last type writer and writes all A ly than if you were to 
hearings I had before me as judge was his pleadings and other legal iW™ Wr \ — Se 
that Bishop matter; and I removed P@Pe?s In long hand. That's Y \ ¥ : ei - other words, 
. . 4 , e i »y ‘4 yr" 4} are s ic. 
the old man and appointed one of the Judge Kanton. In a LW ay) a Ne Ze —— be juris 
snie catecel hime. Thats wie ee bit days he probably fitted in at Hi yi | A 4 diction both over the 
: } ras ; YM] WA , ics : 
then that they intended to bring suit to Bh ae hy | ae pose pisirhigliaaas 
: : z 1H “' ) 2! ne é * 
recover this land, but of course, that < yen \\| . eM -~ — 
was the whole scheme.” Zan | | | Now, if you un- 
gp Ai alt i! , derstand that, I think 
Is it really as hopeless as Judge 5 Lan 
‘ Holman says in that letter to you?” 


inquired Charles. 
“T can’t see anything else to it,” 
regretfully admitted Judge Billy. “Here 
are the files in the Bishop Estate,” 
picking up a bulky package of court 
documents, “and there,’ waving his 
hand at the well-filled book cases, “is ( 
the law. Unfortunately the facts, which ~ 
are all a matter of record and cannot be 
impeached or denied, and the law, when 
' brought together, make your title abso- 
lutely worthless.” 
“Please, Judge, explain to me just 
what you mean,” begged the young man. 
“I can’t understand how they can take 
this land away from me after my father 
paid for it in cash and the court gave 
him a deed.” 
“Charley,” patiently and sympatheti- 
cally the Judge began to explain, “a 
title is not good simply because it is 
acquired through court 
The court does not warrant a title or 
guarantee it to be The buyer 
must look for himself in such a 
transaction, Even in an ordinary one, 
a warranty deed cannot convey 





. : se 
proceedings. 


‘‘The Judge created a mild sensation among those seated near him in church and frightfully 
embarrassed his poor little wife.”’ 


good. 


out well enough, but the old man has fallen 


I can make elear to you what is wrong 
with your title.” 


“Go ahead,” said Charles, “I under- 


behind the procession. He lives in a 


ee Vv ll —S ? 
Rhee ARCO TE 
RR RE : 


more 


sf than the grantor has. It only gives an gree aa = oe a = stand.” 

e | action for money damages against the 8T8SP the details of modern probate “The proceedings leading up to the 
» | man who gave the deed if there is any- practice. " appointment of the administrator were 
t | thing wrong with the title and the pur- “Let me ‘explain more specifically. all right, probably because the old man 
EY chaser suffers actual injury. As most If you are charged with a erime an used printed forms and all he had to do 
. 4 deeds are printed- the purchaser cannot  jnformation or indictment is filed, a was to fill in the blanks. But when he 
if recover anything from the grantor until warrant issued, and you are arrested. undertook — to sell the land he did 
" he himself has been damaged in 8  Wntil that is done the court has no power uhselutely nothing right. Such a pro- 
s- money way. The mere discovery of a : eS ceeding is instituted by the filing of a 
ef flaw in the title does not give him any ' do anything affecting you or a petition; and that petition must set up 
ty ground for recovery on the warranty .rights any more than I have sitting  ertain essential facts, such as the value 
er covenant but only on what we call the here in my office, a private citizen. It of the personal property, a list of the 
ds covenant of seizin, which is frequently is the actual arrest—the taking of the  Jegal claims against the estate, the reason 
nd not in printed deeds at all. So it is body, they used to eall it,—that gives for selling, and especially that the per- 
ng 


never safe to buy land without having the court authority over you; but the 


(Continued on page 50) 
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SOME PERSONAL SIDELIGHTS ON 
AIDING THE FARMERS 


Showing how co-operation betwee: the bankers and 
various agricultural interests serves to eliminate aloofness 
and uncertainty and strengthen the community resources 


UST a few months ago representatives 

of bankers and farmers in the vari- 
ous corn belt states held meetings for 
the direct purpose of giving each a 
better understanding of the other’s prob- 
lems. How much was accomplished at 
these conferences is hard to say, but 
one thing I got out of them is the fact 
that there is not enough co-opera- 
tion and harmony between the banker 
and the farmer, much as there is and 
always has been a need for it. 

A. bank, especially the rural insti- 
tution, cannot very well get along with- 
out the farmer, and he in turn has ocea- 
sion to use the banker in order to get 
funds to carry on his business, the same 
as any other manufacturer. Yet, with 
all that, there is a certain feeling of 
unfriendliness between the two—rather, 
I would say, a feeling of misunderstand- 
ing and probably distrust. 

Now and then one meets up with a 
banker who understands the farming 
business, its needs and problems; and 
occasionally one will meet a farmer or 
two, especially in the same community, 
who understands some of the things 
the banker has to contend with. Usually, 
in a ease like this, the feeling of co- 
operation and harmony kas_ resulted 
for mutual benefit. 

Outside of these cases, however, there 
seems to be a formal coldness between 





The first prize winners in the boys’ and girls’ calf clubs conducted by an Indiana bank. 
According to an official of the bank, “‘the parents really ask more questions than do the 


By TOM DELOHERY 


the banker and farmer, and simply be- 
cause they do not get together enough. 
Moreover, this feeling will never be 
eliminated unless both sides take steps 
toward effecting a closer relationship. 


~ * * * 


WAS thinking 
cently while in 


of this situation re- 
Indiana, and I asked 
a country banker just why it existed. 
I pointed out to him that each man 
needed the help of the other to get 
along, and yet they lacked the feeling 
of friendship and harmony that one 
finds among city business men and their 
bankers. 

“That is a hard question to answer,” 
he said, “and I have given it much time 
and thought. I think, that 
the lack of closer co-operation is due 
in the main to the farmer, himself. 
Probably some of it should be laid to 
the banker, but, as a general thing, I 
think if the farmer would break the 
ice he would find a warm reception and 
a keen feeling for his problems. 

“Getting better acquainted, I believe, 
would give each man a better view of 
the other’s position. As it now stands 
I only see my rural customers when they 
come to deposit some money or prob- 
ably ask for a loan. While it is true 


however, 


that I have a pretty good idea of every 
farmer in the locality, yet there 
certain intimate questions I must 


are 


ask 


youngsters,’’ which proves that these methods reach the older pecple in the community. 


upon deciding a loan, which are not at 
all pleasant for some men. 

“A lot of this would be eliminated jf 
we were better friends. If the farmer, 
when in town, will drop in a minute and 
talk over this business, even though he 
wants no financial help, it would give 
us that much more insight into his prob. 
lems, so that when he does come up for 
a loan, we will have more of a common 
ground to deal on. 

“Right now the custom is for a man to 
come in and ask for a loan. He doesn’t 
ask our opinion as to what we think of 
the proposition; he merely asks for 
money. And, if I should find it neces. 
to ask intimate questions, and 
probably tell him I don’t think so much 
of the idea, often he will become angry 
or peeved, and go away with tlhe feeling 
that I do not appreciate his position. 

“The truth of the matter is that he 
not understand mine, or that he 
has not put the case up to me in a clear 
way. A banker may be cold and formal, 
vet he is as human as anyone else. I 
am the eustodian of thousands of dollars 
of other peoples money. I can’t scatter 
it as I will; I have to be careful so 
that it will not be lost. 

“On the other hand it is my duty to 
loan money so as to make it pay interest, 
but only in places where the risk is 
good, and I have a reasonable assurance 
that it will be O.K. If the farmer would 
put himself in our position, or, just think 
of what he would do to a man 
loaned the money he had entrusted to 
him, without first making sure the in- 
vestment was safe. If we didn’t take 
the proper safeguards it would not be 
long before there would not be very 
many banks.” 


* * * * 


sary 


does 


who 


HIS sent me away thinking that the 
trouble lay on both sides—that if 
they would get together even if only in 
a friendly way, closer co-operation and 
harmony would be the mutual result 
and benefit. This man laid special stress 
upon how distasteful it was for farmers 
to give property statements, especially 
where they were landowners; but this 
was part of the banker's — business. 
Just how to get around the situation, it 
seemed to me, would be probably the 
secret of the whole thing. 
Shortly afterward, while over in Ohio, 
T iad oceasion to visit some farmers at 
Burton. Naturally, in talking over con- 
ditions, we touched upon finances, and 
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I asked about their bank. They spoke 
very favorably of the institution and 
its management, and immediately it gave 
me the idea that probably here was an 
instance where the banker and farmer 
I found just this 
verv thing. They, of course, said the 
feeling of friendliness just came natural 
—there was no ice to break or anything 
like that. 

In town I dropped around to the First 
National Bank, and met G. Beale Fox, 
president ot the institution. He proved to 
be a very friendly man, yet it was plain 
to see that he was a good business head. 
I told him of the talk I had with the 
Indiana banker, and asked how he had 
experienced no trouble in getting the 
confidence of the farmers in his district. 

“Well,” he said, “I guess we are more 
or less a great big family out this way, 
when it comes to business. I am a 
farmer myself, and naturally I know 
the farmers’ problems. I work with 
my customers as much as possible. 1 
know they must have money with which 
to carry on their business, just the same 
as any other manufacturer. In fact, 
I expect them to borrow, for they need 
it. 

“Not only that, but my customers will 
drop around to the bank when they are 
in town, and probably we will talk over 
some question in which both of us are 
interested. I get their views and they get 
mine. They don’t only come in when 
they want money. This situation has 
made us all friends, so that when a man 
does come in for a loan, I have no 
trouble at all in finding out the condition 
of his affairs, so that IT may make my 
decision. 

‘‘We have been using a property 
statement out here long before the 
Federal Reserve people put it into ef- 
fect. When it was first introduced we 
had a little trouble, but not much; 
and as soon as the men realized what 
it meant, and that their affairs were 
to be kept confidential, they did not 
hesitate. I realized, too, that a farmer, 
as a rule, borrows a little money every 
year, and, instead of destroying the 
Tecords when the loans were paid up, 
I kept them on file. The next time I 


were close friends. 


received an application from a man, 
I merely went to my file, brought out 
his statement, and asked him to give 


but it is not essential that 
to co-operate. 


THE FEEDER 
CLASS 


Is open to all breeds, 
cross breeds and grades 
with REGISTERED 
SIRES. These calves 
must be born between 
September Ist’ and De- 
cember31st, 1921. Must 
be entered with the 
Bank not later than 
March Ist, 1922, and 
must be sold at auction 
during the Fair. Ex- 
hibitors may purchase 
their own or other 
Calves. The premiums 
will be as follows: 


‘ 


Ist. Trip to the Inter- 
national Live Stock 
Show at Chicago, in 
December, 1922. 


2nd 3rd 4th Sth 
$10 


wv Delaware Co 


All All Calves Must Be Shown at the 


Delaware County Fair 


others 


$8 $6. $4 $2 


In this class the boy or girl must 
actually own the Calf, must care 
for it and keep records of gains 
made and feed consumed 





If you do not have the money t 
spare the Bank will pay for the 
Calf and have it insured, t 
your own note for amount 
chase price and insurance; n : 

the Calf is sold the amount ee 1 
owe the Bank will be taken « 
the selling price 


balance 





you will get the 


We will help you tind a Calf if you 
apply at the Bank at once. The 
sooner you get it the better. Calves 
properly fed and cared for from 
birt he best showing both 





mak 





ncial proposition and in the 


Get your Calf early 


1922 


MERCHANTS BANKS 
CALF CLUB in the Beef Breads are Anus 


. 
inty Boys and Girls 


over 8 and under 21 years old 





The Merchants National 
Bank 


The Merchants Trust 
& Savings Co. 


; MUNCIE, 
ce epartment of Agricult 





THE BREEDER 
CLASS 


Beef Breeds are 


In the Dairy Breeds are Guernseys, 
Holsteins and Jerseys. 


These Calves must be pure bred 
and eligible to registry in their re 
spective association; must be born 
between SEPTEMBER 1, 1921 and 
MARCH 1, 1922. Must be entered 
with the bank not later than 
APRIL Ist, 1922. 


The premiums for each 

breed in this class will 

be as follows: 
lst - 
gaa? e 
sa té«s- $6 


4th - $4 
All others $2 - 


. : iBeef Breed..$10 
¢ hampion jpairy Breed... $10 


EXTRA 


In these classes if the 
Calf is a son or daugh- 
ter of a Calf previously 
shown in our Calf Club 
the premium in each 
case Will be one-third 
more. 


$10 © 
$8 


This is the third year 
for the Boys and Girls 
Calf Club. {t has al- 
ready done much good; 
it will do more. Our 
aim is to drive every 
scrub calf out of Dela- 
ware County. A few 
years Club work will 

’ do it. 

INDIANA 

tral Extension Work Make your entry at the 

Bank as soon as pos- 

sible. 


The boy and girl seen in this club must have some part in the care of calves entered, 


me the information to bring it up to 
date. This did away with the ques- 
tion of going over the entire list again. 
It got so they would come in and give 
me the information every year even 
if they did not want money. 

“T think that once the farmer is shown 
the of this and 


necessity statement, 


knows his business will be confidential, 


he will answer all questions no matter 


how pertinent they would otherwise 
seem. Moreover, when they realize that 
these statements speed up action on 


their application, it helps just that much 





A stoup of you 





ngsters attending the ‘‘annual meeting’’ as members of the corn and calf clubs organized by a ba 


ey be the actual owners. 


Note the extent to which the bank offers 


more. The farmer is easy to. get 
acquainted with; he’s human like the 


rest of us, and if you share his confi- 
dence you find him a very good friend.” 


* © 4 
ypVER in Indiana again I ran onto 

another banker answered 
question in a different way. 


who my 
He showed 
me how this co-operation between the 
banker and their rural customers 
resulting in mutual benefit. 


was 


(Continued on page 82) 








nk in a farming community 
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Get Acquainted 
with Yourself 


F you are convinced that you are 
not in the position where you will be 
happy to remain and to strive for 

success, weigh the matter carefully as 
to whether or not a change is wise and 
really desirable. Take plenty of time 
for consideration, for everyone has 
dissatisfied and blue days. Make up 
your mind whether your attitude of 
mind is due to a torpid liver, the 
weather, conditions which you can 
control—or to circumstances beyond your control. Then, if you 
finally make up your mind to change—make your preparations, 
get thoroughly posted, watch for your opportunity, make the 


change when the time seems right, and go ahead determined to 
succeed! 


Changes in life occupations are not to be lightly made; neither is 
it desirable to be utterly resigned to the absolute necessity of remaining 
in one field of work continuously if there are good reasons why a change 
will present larger opportunities and greater promise. “A rolling stone 
gathers no moss’’; neither does “‘A setting hen get fat.” This brings us 
to the middle ground of expediency. Frequent changes are indications 
of a restless character and show a disposition to explore, to experiment, 
and to adventure. An unwillingness ever to attempt anything new dis- 
plays lack of initiative and timidity. 


Often, the new thing which it is wise to do is really in connection 
with what has already been started. Learn to cultivate intensively the 
field in which you now are. Making the most of it will give you the train- 
ing which you need, and will show whether or not you are really capable 
of bigger things. Sometimes we do not appreciate ““The Acres of Dia- 
monds’”’ at our own door or the fact that there may be an oil gusher in 
our very backyard. If we prove to ourselves that our talents and condi- 
tions warrant a change, it should be made unflinchingly but with care and 
earnestness of purpose to make the new venture prove the wisdom of our 
judgment. 


Therefore, learn to measure and to appreciate fully the con- 
ditions by which we are surrounded. Distant fields are likely 
to look green and to lure the adventurer. Home and the routine 
of today is a safe retreat for the timid soul. Success cannot be 
expected from idle speculation or from restless dissatisfaction. 
Cultivate the habit of arriving at true valuations and remember 
that sound ideas invariably are based upon sound ideals. Ideals 
must be bigger than we are, and to be worth-while they must 
have stood the test of time. Crystallize your ideals into definite 
word form,—then live up to those ideals wherever you are. 


—LESTER G. HERBERT 
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A“recent photograph of the Federal Reserve Board, showing the latest appointees. 


Left to right: 












Harvie & Ewing, Washington, D.C. 
Secretary Mellon, Gov. W. P. G. 


Harding, Vice-Gov. Edmund Platt, Charles S. Hamlin, Adolph C. Miller, Comptroller D. R. Crissinger, and J. R. Mitchell ' 


HOW THE RESERVE BANKS 
START THE NEW YEAR 


The most encouraging feature of the bus- 
iness situation is the fact that a positive 
foundation has been established for 19 


HE banking situation at the close 

of 1921 represented practically the 
reverse of the situation which prevailed 
12 months ago. At the beginning of the 
year note issues, deposits, and other ele- 
ments in the portfolios of Federal Re- 
serve banks were not far the 
peak of expansion. Member banks also 
had begun to experience the backward 
movement of credit resulting from the 
decrease of business during the pre- 
ceding year, but had not yet felt the 
results of this reaction in pronounced 
degree. 


below 


The close of the year found the port- 
folios of the Federal Reserve banks 
at the lowest point since 1918, the total 
bills held on December 28 amounting to 
$1,294,000,000, while note issues have 
shrunk during the year by about $900,- 
000,000, being approximately $2,400,- 
000,000. 

The relative stability of prices during 
the last half of 1921 appears to indicate 
that at least a temporary fixed ‘price 


level has been reached, with the greater 
certainty resulting from that condition 
in business. 

The most encouraging feature of the 
business situation at the opening of the 
new year is the fact that a positive 
foundation has apparently been estab- 
lished upon which to build banking and 
business development during 1922. The 
policies to be pursued during the year 
1922 should, therefore, be constructive 
in purpose rather than merely conserva- 
tive and will probably show the results 
of this constructive quality in the form 
of proper enlargement of banking ac- 
commodation, greater ease and liberality 
in the money market, and better pros- 
pects of business and economic devel- 
opment. The investment outlook already 


shows this tendency in more ready re- 


sponse to the needs of industry for 
larger supplies of capital, in lower in- 
terest charges, and in more active un- 
dertaking of new enterprises. 

A retrospect of the events of 1921 


99 
oe 


shows, however, that the progress of 
business recovery has been exceptionally 
uneven. In lines of industry 
which supply tke immediate needs of 


the general publie a very satisfactory 


those 


demand for goods has been experienced, 
and productive 
grown. 
ment 


activity has steadily 

Even the widespread unemploy- 
which has continued throughout 
the year (although some improvement 
has been noted of late months) has not 
eaused any considerable falling off in 
the volume of sales of necessities. Re 
serves of spending power in the form 
of savings have prevented the wide- 
spread privation that might have been 
expected to ensue. Hence, in those lines 
of business in which orders for immediate 
delivery could be placed and in which 
goods were adapted to immediate use, as 
for example, in the textile industries, 
activity as evidenced by consumption of 
raw materials and by machihery activity 
has steadily increased, with a slight 
97) 


(Continued on page 





MAKING YOUR LETTERS AND BOOKLETS 
PRODUCE PROFITABLE RETURNS 


J. HAMILTON PICKEN 
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COMPETING FOR YOUR SHARE 





HY should I advertise?” snapped 

a banker recently, when asked 
whether or not he advertised and what 
advertising had been found 
most successful. 


forms of 


Why should any banker advertise? 

Here is a very cogent reason as ex- 
pressed by Allen T. Smith, manager of 
the special service department of the 
Industrial Savings Bank in Flint, 
Michigan. 

“The banker in the small town,” _ 
Mr. Smith, “with no other bank in his 
immediate territory is likely to feel ‘that 
he is without competition, and therefore 
need not make the same effort for busi- 
ness that would be advisable in the city. 
That banker 
stitution is competing with 
wrist watehes, 


has competition—his in- 
victrolas, 
rings, auto- 
fountain pens, chocolates, ci- 
garettes and a thousand other articles. 
It is competing with these things for a 
share in the contents of the family purse. 


diamond 
mobiles, 


“The newspapers and magazines are 
full of appeals to 
appeals to appetite, 


spend money— 


comfort, pleasure 
and the like—appeals that are arranged 
with the greatest skill that advertising 
brains can supply, making the reader 
feel that life cannot be entirely complete 
without the articles mentioned. The 
banker stands directly opposed to the 
“spend all” idea. He is the financial 
stabilizer of the community. He urges 
the people to conserve. And what has 
the banker to offer that will offset the 
urge to spend? He has an indefinite 
something that a man ean’t ride in, eat, 
wear, or give to his best girl. 

“When you consider the appeals to 
spend as contrasted with the appeals to 
save, is it anv wonder that we have re- 
cently passed through an age of extrava- 
gance? Statistics tell us that in the 
United States, 98 people out of every 
1000 have savings accounts. I'll venture 
the opinion that if the talking machine 
manufacturer could show no better per- 
centage of machines placed, his sales 


department would come in for a com- 
plete reorganization. 


Sueh an industrial 


OF THE FAMILY PURSE 


depression as we are now passing through 
will teach a certain lesson, and will 
undoubtedly inerease savings  de- 
posits for a time. This lesson, however, 
will soon be forgotten unless bankers 





GOOD RULES TO FOLLOW 
IN LETTER WRITING 


N writing letters that will be 
easy to read there are two 
important factors to consider: 

First, the copy should be divided 
into simple paragraphs, separating 
the longer pacagraphs by short 
ones. 

Second, the copy should have one 
or two short “summarizing sen- 
tences or paragraphs which do not 
seek to add new ideas or informa- 
tion, but which merely summarize 
what has gone before and prepare 
for what is to follow. 

The effect of these on the reader's 
mind is largely comparable to that 
of the snap of a whip i In its power to 
quicken the flow of blood and give 
new tonus to the physical body. 
That is why we frequently hear 
the term “snappy copy” given by 
experts when referring to circular 
letters or advertising copy. 

Making your letters easy to read 
is important because all reading 
calls for effort, and it is wise to 
reduce that effort as much as pos- 

- sible. Every writer of advercising 
will find it worth while to famil- 
larize himself with the forms of 
expression used by the prospects 
to whom he writes. This may 
necessitate a good deal of inves- 
tigation among prospects, but the 
added snap and punch given the 
copy will more than compensate 
for the time and effort spent. 





make THRIFT ATTRACTIVE. We 
must not wait for outside forees to 
offset our business, but must increase 
that business by our own efforts if we 
are to make two depositors grow where 
one grew before’ 

The small country bank, of course, is 
not the only institution to which the fore 
going applies. What Mr. Smith says 
strikes home with equal force to metro- 
politan banks. 








Advertising is the banker's bid for a 
reasonable share in the family income— 
at least in so far as saving is concerned 
—and by advertising we 
thorough-going, 
paign. 


mean a 
earefully-planned cam- 


Under no conditions should a banker 
feel that an advertisement now and then 
in the newspaper is sufficient tribute to 
pay to the god of print. It is not. 
Display advertising needs the support ot 
a direct-by-mail campaign and the latter 
may be counted upon to pay its own way 
besides making the display advertising 
all the more effective. 


Form letters, and such enclosures as 
may go with them, concentrate and per- 
sonalize the advertising appeal to a 
degree not attainable in general forms 
of publicity. Form letters can be used 
to go after new business, both commer- 
cial and savings accounts; they may be 
used as agents to build good will; they 
are effective means to reawaken dormant 
savings accounts; they serve to acknowl- 
edge new accounts and welcome new- 
comers into the ‘family, to aequaint 
customers with other departments of 
banking service, and to send seasonal 
greetings. There is also the fertile field 
of director and stockholder cooperation 
which may be put into play and kepi 
working for the bank every day in the 
vear. 


Note the figures in a bank directory 
and observe the startling differences 
between banks. Here for example is an 
institution in a Southern Illinois town 
with deposits of over half a million. 
It has one competitor. In a hundred 
other towns nearby, as in other states, 
are banks with equally fertile fields and 
yet they show only a quarter or a half 
as great deposits. Why is this? 


The answer in most cases is intensive 
advertising. The assertion is ventured 
and based on good hard facts that every 
bank out of the approximate 31,000 in 
America could make a ten strike by 
appropriating a sufficiently large sum 
for a 1922 direct-by-mail campaign. 
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Properly managed, every dollar sent out 
will come back, bringing its tribute along 
with it as profit. 
** & # 
OW much should be appropriated 
for such purpose?—may be a ques- 
tion in some bankers’ minds. 


Costs naturally vary in different 
Jocalities. Here, however, is an ap- 


proximate figure taken from a rate card 
of one of Chieago’s letter service houses: 

For the first 1000 letters of 25 lines 
or less, $5.00; thirty line letters cost 
$5.50; and forty line letters cost $6.50. 
Additional thousands cost $2.50 each. 
These prices are for multigraphed letters. 
Addressing, folding, ete., will cost ap- 
proximately $7.50 per thousand (this 
could be done in the bank during slack 
hours), and postage varies from $10.00 
to $20.00 per thousand depending upon 
whether the postage be first class. 

Using first class postage, the cost of 
form letters for the average bank, 
stamped and ready to place in the mails, 
should not exceed $35.00 a thousand. 
In many eases this cost can be reduced 
to a lower figure. : 

By taking your list of prospects, 
therefore, and counting the number of 
times you desire to reach them during 
the year, the total appropriation neces- 
sary can be obtained readily. The total 
cost per thousand goes down as the list 
of names increase in size. 

A further question in the minds of 
some bankers may concern the frequency 
with which form letters should be sent 
out. 

The most general practice is once a 
month. Of course, seasonal letters must 
be considered. Where special campaigns 
arerun, as say a campain to awaken dor- 
mant savings accounts, more frequent 


mailings are sometimes used. One 


metropolitan bank which doubled the 
average balances recently in a_ six 


months’ campaign to dormant savings 
accounts, sent its letters out every two 


weeks. For good will contact with 
customers, once a month is often enough. 
ae 


AS to types of letters which are being 
~~ used in present day campaigns, the 
two specimens given below were used by 
the .First National Bank of Marine, 
Illinois. In the territory which they 
shared with a competing institution, only 
158 prospects remained who were not 
customers of their bank. How many 
other banks have so carefully cultivated 
their fields? It should be noted in 
reading the following letters, that direct- 
by-mail methods constitute the strong 
arm of this bank’s advertising plan: 
(Going After New Business) 


(date 
(Fill in.) (date) 


We are writing this letter to ask you to 
come a customer of this bank, because we 
would like to do business with you. We would 
‘ppreciate your deposits, or a part of them, and 
ut you should wish to make a loan at any time 
We would like to have you come in and borrow 
the money from us. 

Your business, large or small, is very much 
sired, and we would like to see you here at 

























The Original Letter 


savings account does not seem attractive. 


that on. : »pen C 
Department, making an initial deposit of 


begin making regular deposits. 
SUM, lettihg your 


remainder. 


planned. 


you. 


(Signed) 


The Revised Letter 


isn’t that thought attractive? 


in reserve? 


saving as impcrtant a8 regular eating. 
accounts, built up by little deposits that 


opportunity. 












instead of saving what they don’t spend 
tried that plan? 


account. 


attention. 


Signed) 






the bank at any time and tell us in what way 
we can be of service to you. 
We also want to say a word to you about our 


little monthly publication—"‘*THE FINANCIAL 
ADVISER.” Each month it has some valuable 
information that we are sure you will read. We 
hope that it is interesting to you, because we 
surely enjoy sending it, and will see that you get 
your copy every month. 

When you get it. do not forget that the FIRST 
NATIONAL BANK thinks of you as a_ good 
friend and hopes that some day you will be its 
depositor. Do not delay giving this your con- 
sideration, but come in sometim® soon, and let's 
talk it over 

Yours for getting together, 
THE FIRST NATIONAL BANK, 
BG assoc wed ame eee ass phate 
Cashier. 
(A Good Will Builder.) 
(date) 
(Fill in.) 

THE FIRST NATIONAL BANK is at your 
service. 

Now more so than ever. 

The total resources of this bank have now 
passed the $500,000.00 point—over HALF A 
MILLION DOLLARS. 2 

A big bank that appreciates your business— 
no matter how small or how large—and offers 
you “Safety and Service.” ‘ 

Many people of Marine and the surro:nding 
townships have watched our growth and have 
taken advantage of our friendly offers to serve 


ANALYZING YOUR LETTERS 
TO DORMANT ACCOUNTS 


There is no one, irrespective of his or her station in life, 
to whom the thought of a comfortable sum laid away in a 
That the idea seen at 
of saving has appealed to you is evidenced by the fact 
hoes ae eeete you opened an account in our Savings 


Some good reason has no doubt prevented you from A 
adding to the account, and the purpose of this letter is to 
express the hope that you will soon find it convenient to 


It has been demonstrated that the best plan of saving 
is to determine the amount you wish to save out of your 
income and then, first of all, DEPOSIT that particular 
usual expenditures come out of the - 
This is the budget idea in a nutshell. 


Successful saving is not so difficult when systematically ~~ 
The main thing is to ADHERE to the plan, and 
while at first it may seem a little hard, yet as time goes 
on, it will become easy and you will find yourself watching 
with pleasure the growth of your bank balance. 


In closirg, may we add that it would please us very much 
to have you become better acquainted with our institution, 
for with every transaction you will find friendly interest, 
courtesy and attention—coupled with a sincere desire on 
the part of our officers and employes to be cf service tc 


Yours very truly, 
Treasurer. 


Money laid away in the bank—and drawing interest— 
n't And doesn’t it give a sort the one to whom it is writter 
cf “independent” feeling to know that ycu have money 


Many of our customers tell us that they consider regular 
And over and over 
in our fifty years of experience we have seen savings 
were hardly the one in above letter which is 
missed, prove to be the friend in need or the door to 


You would be surprised to know how many of your fellow- 
savers follow the plan of spending what they don’t save save. This may be 
Have you ever 


Successful saving means simply systematic saving. The 
main thing is to plan what is best and then STICK to that 
plan. As time goes on you will be surprised to find your- 
self watching with pleasure the growth of your bank 


It would please us very much to be of greater service to 
you. The little booklet (circular) enclosed is for your 


Very truly yours, be 
Treasurer. 


Analysis 


Try to talk this paragraph te 
a customer and its defects are 
once. Sentences too 
long. Filling places should be 
avoided on account of difficulty 
of matching. 


thirty-six word se» tence! 
a Note how ideas are handled in 
rewritten letter. 


Forty-one words this time! 
This tells HOW to save Why 
not tell WHY to save? 





Forty-three words! Writer 
suggests that it is hard to sare. 
This is negative. 


Fifty-two words! I~ would 
let the customer be judge of the 
kind of service received from the 
bank. 


See revision below. 


Analysis’ 
Pins this paragraph down t 


Suggests value of saving. 


Pulls in the habits of other 
savers for a human interest idea. 
Compare this paragraph with 


written from the bank's, not the 
customer's, point of view. 

Tells the customer HOW to’ 
a neu 


thought to the dormant saver 


Same idea as in original lette: 
with shorter sentences and nega- 
tive ideas left out. 


Simple, friendly, close Ir 
all letters of this type some well 
written booklet or circular should 
enclosed. It should drive 
home some big general reason 
for saving, like own your ow? 
home, etc 








them as bankers. . 

We make this offer to be FOUR bankers 
we would be very glad to have YOU as a 
customer. 

Sometimes, especially at the busy season, it 
is more convenient to send your deposits to us 
by mail than to come in person. 

To Do So Is Safe. 

We enclose a little booklet of simple instruc- 
tions on ‘“‘How To Deposit By Mail.” We will 
be glad to have you read it. 

Come in when you can—any time—feel free 
to use our service and our conveniences. This 
bank is a public institution and is here to serve 
everybody. 

We appreciate your friendship, 
THE FIRST NATIONAL BANK, 
Me Bowes aerators 
Cashier. 


These two letters are good. They 
speak openly and frankly as man to 
man. What they say could be used 
almost word for word in personal c¢on- 
versation. This is a test of good letter. 
Unquestionably the high standing of the 
First National Bank of Marine is due 

(Continued on page 76) 

























































JHEN Vulcan forged the check of 


Jove— 
Well, I may as well start at the 
beginning. It never would have hap- 


pened if Juno hadn’t wanted a new 
head-band. Even then, if Jove had only 
remembered her birthday in time— 

One would think, as she had been born 
so many thousand years before, that 
she would have dropped the birthday 
habit long ago—but it only seemed to 
erow stronger with the centuries. Any- 
how, she had been nagging Jove to get 
her a new head-band for several weeks— 
and Jove was shy of cash and ecouldn’t 
seem to negotiate the deal. For Sappho’s 
Millinery Emporium had learned by sad 
experience never to put much trust in 
the gods, and Sappho was doing a 
strictly cash business. 

So, when Jove started downtown 
bright and early on the morning of his 
wife’s birthday without even wishing her 
many happy returns of the day, he was 
in wrong—as he realized upon the sud- 
den recollection of birthday, head-band- 
and Juno’s disposition in general. 

“May my lightning strike me dead!” 
he exclaimed. If I don’t get home before 
night with a head-band, my name will 
be Pluto!” 

Whereupon he dropped in to consult 
his friend Croesus of the Olympie Na- 
tional. Croesus, you know, had been 
elected president of the Olympic Na- 
tional right after his death, and he and 
Jove were quite chummy. Jove’s income 
was large, for he held title to almost 
all the downtown real estate in Olympus 
—but he never could maintain a decent 
balanee, and no bank president before 
Croesus had ever been able to keep 
him from overdrawing his account along 
toward the end of the month. But 
Croesus had a way with the old boy—and 
besides, Jove knew everybady in Olym- 
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an Forged, 
O fi) 


pus so well that Croesus found him a 
profitable acquaintance. Croesus could 
always learn from Jove about just 
when so-and-so’s loan ought to be ealled, 
or why this fellow had skipped town 
or that one seemed unusually flush with 


cash. And like all bankers, Croesus 
knew some surprisingly interesting 
things about folks, and Jove himself 


liked to pick up a bit of gossip. 

Anyhow, Jove stopped in to see Croe- 
sus, and just as one friend to another, 
he told him about the head-band and 
the birthday. 

“You see, Croesus,” he said, “I’ve 
simply got to have a thousand till the 
first of the month. That’s only seven 
days. Can’t you fix me up?” 

“Look here, Juby—” Croesus always 
called him “Juby”— “Look here, Juby, 
where’s all your money going, anyhow?” 

Jove twiddled his fingers, and said 
something about the high cost of living, 
but Croesus went right to the point. 

“T notice Venus is making unusually 
large deposits,” he said. “Now what’s 
the dope?” 

Jove blushed, for all his years. 

“Well, Croesus,” he admitted, “You 
see Venus in some way has got next to 
that affair I had+ with Io— You re- 
member, you wormed that story out of 
me, the time I got my last loan. Venus 
threatened to.tell Juno unless I came 


across with hush money. So—” 


“By the balance of Midas!” 


exclaimed. 
To yet?” 


For all his worries, Jove grinned, 


Croesus 
“Doesn’t Juno know about 


“You and Venus are the only ones in 
Olympus who know,” he said, “and of 
course I am trusting you to keep it dark. 
Otherwise, I woudn’t have told you.” 

“Well,” Croesus warned, “You’d 
better tell Juno right now and get it 
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over with. She'll find it out sooner or 
later.” 

“Not today!” protested Jove. 
the love of the Graces, not today!” 

Croesus was a married man himself, 
and I suppose he understood. 

“What security have you this time, 
Juby?” he asked. 

“How’s ten shares of Delphi Oracle?” 
asked Jove. 

Croesus considered. 

“Of course that’s highly speculative,” 
he began. “You never can tell when 
the people are going to get wise and then 
the whole thing will go up in smoke. 
But of course, with the market where it 
is now, ten shares will more than cover 
the amount you want. By the way, 
where did you get it?” 


“For 


“T got it from Apollo himself, just 
a couple of days ago.” 

“How in all the kingdom of Pluto did 
you manage to do that?” exclaimed 
Croesus. 

“Well, it was this way,’ Jove ex- 
plained. “Evidently Apollo wanted to 
get some cash without anybody knowing 
about it and as he had just helped me 
out in a certain little matter—he in- 
troduced me to the neatest little girl in 
all Attica—he figured that I’d return 
the favor and get him some money on 
the Q. T. He wanted a loan but I told 
him I couldn’t do it. Well, he wanted 
the money so badly he finally offered 
to sell me ten shares of Delphi Oracle 
at a hundred and fifty—that’s fifty 
points under the present market price— 
provided I would let him buy it back on 
the fifth of next month at two hundred 
and ten! That meant a profit of sixty 
on each share, and I took him up. I 
simply couldn’t bear to see it go by. I 
borrowed the money from Vulean on one 
of my wife’s necklaces—though she 
doesn’t know it yet.” 
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“What 
mented Croesus. 

“T wonder why he didn’t come to you 
for the loan?” asked Jove. 

“That's simple. He’s a heavy bor- 
yower here and he didn’t want us to know 
he needed help.” 

“Where is he now? What did he want 
the money for, anyhow?” 

“You can search me,’ replied Jove. 
“All I know is, I need a thousand and 
T need it today.” 

“Well,” resumed 


a queer proposition!” com- 


Croesus,“of course 
you can borrow a thousand on _ this 
Delphi Oracle. But I’ve got a better 
proposition than that. I'll give you two 
thousand spot eash for this stock if you'll 
sell it to me under the same kind of an 
arrangement that Apollo made with you, 
with this differencee—I pay you two 
hundred a share for it, and you buy it 
back on the second of the month at a 
hundred and fifty. That gives you three 
days of grace before Apollo will want it. 
You clean up sixty per share from him 
and fifty per share from me, and besides 
setting a head-band you ean get your 
wife’s necklace. What do you say?” 

“Sounds fine,’ Jove admitted, after 
a moment's reflection. “But what do you 
want the stock for?” 

“T think it’s a very fine day,” answered 
Croesus. “Yes or no?” 

“There’s a Trojan horse in it some- 
where, but I'll take the chance.” 

“Good!” exclaimed Croesus. 

The moment that Jove was safely out- 
side the bank with his money, Croesus 
called his seeretary. ; 

“Tell Euclid to bring the files on 
Delphi Oracle.” 

Euclid was the head of the credit 
department, and a good one, too—for 
he could think cireles around the would- 
be borrowers who brought in padded 
financial statements. 

“Delphi Oracle?” Euclid questioned, 
as he sat down beside Croesus. “They’re 
doing a good business, customary twelve 
per cent dividend declared this year—” 

“Of course!” snapped Croesus. 
“What I want to know is, how much of 
the stock does Apollo still own ?” 

“Same as before,” Euclid returned. 
“Fifty-one per cent. You remember 
early this year he needed cash to flnance 
his new Oracle company in Southern 
Sparta, so he listed Delphi Oracle on the 
stock exchange and sold forty-nine per 
cent of it.” 

“Correct,” affirmed Croesus. “And 
furthermore he deposited two-thirds of 
his remaining fifty-one per cent here at 
the same time as collateral for a rather 
sizeable loan, the proceeds of which also 
went into his new Oracle company. 
How is that new venture coming on?” 

“Just beginning to do _ business,” 
Euclid reported, after consulting his 
files. “Promises to be a second Delphi, 
but a heavy advertising campaign and 
initial operating expenses have taken 
all receipts to date.” 


“Hmmm “That’s 
all, Euclid.” Neither Euclid nor Jove 
knew that, ever since Delphi Oracle 
stock had been listed, Croesus had been 
picking it up on the market, bit by bit, 
until by the time of this deal with Jove 
he held the whole forty-nine per cent 
which had been offered to the public, 
though of course under various assumed 
names. For some time he had _ been 
sitting back waiting for a chance to 
squeeze. And now it was offered to 
him on a silver platter. 

The annual meeting of the Dephi 
Oracle Company was to be held on the 
first of the month. Apollo had not at- 
tended a meeting in years, the board of 
directors was a dummy board, and 
Apollo’s president and other officers 
had always been elected as a matter of 
course. So, whether or not Apollo 
were present, Croesus, possessing forty- 
nine per cent of the stock, would control. 
Without the ten shares which Apollo 
had temporarily sold to Jove and Jove 
to Croesus, Apollo’s holdings would be 
in a minority. 


mused Croesus. 


It would not be necessary 
for Croesus to produce the additional 
ten shares—he would not even have to 
let on that he knew anything about 
them. So, he would control the meeting 
and could elect his own president and 
dummy directors. Apollo could not 
get his ten shares back until after the 
first of the month—the day set for the 
annual meeting—for he, Croesus, would 
not give them back to Jove until the 
second. Then would be in 
control of the Delphi Oracle company 
until Apollo could manage to get an- 
other stockholders’ meeting called— 
which under the circumstances would be 
almost impossible, at least in the near 
future. Croesus figured that Apollo 
would prefer to buy him off by giving 
him a fat interest in the new Oracle 
company in southern Sparta—for what 
he could do to the Delphi company while 
in control, would be enough to seare 


Apollo out of ten vears’ profits. 
* * & 


Croesus 


NE morning a few days before Juno’s 

birthday, Apollo, returning from one 
of his temples in Crete, happened to 
look down from his sun chariot into the 
Labyrinth and beheld a couple of fellows 
with what appeared to be wings on 
their backs. The thing intrigued him, 
and turning his chariot over to the 
driver, Apollo dropped down to observe 
this phenomenon at close range. 

It was the sculptor Daedalos, you no 
doubt remember, and his son Iearos. 
They were prisinors in the Labyrinth, 
and Daedalos had contrived this method 
of escape. He proposed to fly to Sicily, 
and he was instructing his son Iearos in 
the art of flying. 

It seemed to Apollo that there ought 
to be money in the thing. 

He thought of Hereules who was al- 
ways interested in a sporting proposi- 


tion. Of course Hereules was quite 


respectable these days. He ran a gym- 
nasium for the portly people of Olym- 
pus. Indeed, the best families of the 
gods patronized his establishment regu- 
larly, to the speedy reduction of their 
purses and the gradual reduction of 
their girths. But show Hercules a new 
stunt in the way of athletics, or a game 
with a betting chance, and he was just 
as much on the job as in the days of 
his professional career. 

Apollo hurried to Olympus. 

With all his money tied up in his new 
@racle company in southern Sparta, and 
his line of credit at the bank exhausted, 
he went to Jove to raise the fifteen- 
hundred on his ten shares of Delphi 
Oracle. Thus fortified with cash, he 
drove hurriedly to the gymnasium, and 
interrupted Hercules right in the middle 
of Venus’ hour of reducing exercises to 
tell him about his remarkable discovery. 

“What—flying?” Hercules exclaimed. 

“T don’t believe a word of it.” 

Whereupon Hercules leaped into 
Apollo’s chariot, to see the thing for 
himself. But when he watched Iearos 
and Daedalos soaring ambitiously about 
the courtvard, he changed his tune. 

“By the heel of Achilles, they'll do it? 
They'll make it! Just look at them!” 

Now this 
waiting for. 

He had observed that Icaros seemed 
obsessed by the idea of flying high into 
the sky while his father was constantly 
cautioning him to stay near to the 
ground, ‘ 

“Bet vou fifteen hundred the boy won’t 
stay up half an hour,” Apollo ventured. 


“The boy! Hercules exclaimed. “Why 


he’s got twice the pep of the old man. 
Look at the way he wheels and soars!” 
“Nevertheless, here’s fifteen hundred | 


was what Apollo was 


‘says he ean’t.” 


“Tone!” eried Hercules. “But- look 
here—1 can’t sit around here waiting for 
them to try it—I’ve got to get back to 
business.” 

“That’s all right,” Apollo agreed. “I 
guess Diogenes isn’t booked for the near 
future. We'll get him to hang around 
here till the flight comes off, and hold 
stakes.” 

Diogenes was the professional stake- 
holder of Olympus. He had fallen into 
a lucrative business immediately upon 
his death, for up to that time there had 
been no one in Olympus who could be 
trusted. At any rate, possibly because 
it had proved quite profitable, Diogenes 
had remained incorruptible, and he was 
in constant demand at all races and 
athletic events, especially the Olympic 
games, which the gods followed with ex- 
treme interest and bet on outrageously. 

Apollo himself had no intention of 
returning to Olympus. He sent for 
Diogenes, and then secreted himself in 
the Labyrinth, waiting for the affair to 
come off. 


(Continued on page 86) 
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HOW INSURANCE IS ENHANCING 








POSITION OF BORROWERS 


Emergency protection to tide over the risk of 
death during the period of business recuperation 





W have been through a great crisis. 
This has left the general 
eredit fabric of the country intaet, but 
there are few active business men who 
have not measure hurt 
by it, and there are very many able 
business men whose net 


CYIsis 


been in some 
worth has been 
very substantially reduced by it. There 
are large numbers of business men, tem- 
porarily whose business 
affairs will be straightened out and who 
will regain lost ground readily enough 
if they live. If should die 
today, however, their executors might 
easily have difficulty in liquidating their 


handicapped, 


these men 


affairs in sueh a way as to realize ade- 
quately upon them, and the heirs would 
undoubtedly be in much worse position 
than would have been anticipated two 
or three vears ago. Emergeney insur- 
tide the risk 
of death during the period of receuper 


ance, theretore, to over 


ation, has unusual significance. 


From the standpoint of the creditor, 
including the banker, the standing of 
such a man may easily be very greatly 
enhanced by additional insurance. The 
bank confidence in 
him and may have perfect confidence in 
the future of his business if he lives, 
even though the worth has been reduced 
and even though the ratio of eurrent 
assets to current liabilities has been 
reduced, but the bank may well laek 
confidence in the future of the business 
if its guiding spirit should die. 


may have perfect 


Of course, [ do not mean by this that 
the taking out of a life insurance policy 
will restore the eredit of a bankrupt 
or that it will 
credit to anybody. 


necessarily give new 
But I do mean that 
credit men will be disposed at the pres- 
ent time to attach an even greater im- 
portance to life 
ordinarily the case. 


insuranee than = is 


We are getting back increasingly to a 
recognition of the basic importance of 
the personal element in eredit and to 
the basic importance of confidential and 
frank relations between banks and their 
borrowing customers. There are, of 
course, many impersonal loans based on 
collateral of undoubted goodness, ade- 
quately margined. This is particularly 
true of call loans made on the stock 
exchange. Even there the personal 
element enters in a measure. But the 
great bulk of the loans made by Ameri- 
ean banks are loans made under lines of 





has unusual significance at the present time 


By BENJAMIN M. ANDERSON 


Economist of the Chasz National Bank, New York 


Lines 
of credit are based upon information re- 
garding the depositor and his business. 

There has 


credit to their own depositors. 


been an extraordinary 
growth, under the influence of the newer 
generation of credit men, of the prae- 
tice of basing credits upon financial 
statements. Busines men submit their 
“figures” to their banker or note broker. 
They give detailed statements of assets 
and liabilities with  sub-classification 
showing current assets and eurrent. lia- 
bilities, subdivided 


into “inventory,” 
“eash,” “accounts 


receivable,” and the 
like. They submit income accounts show- 
ing operations through a period of time 
whieh serve to explain the changes in 
their periodical statements of capital 
accounts. There is a growing recogni- 
tion, too, upon the part of credit men 
of the importance of information run- 
ning, not in terms of dollars, but in 
technological terms, information regard- 
ing the mechanical processes of the in- 
dustry and information regarding its 
terms of tons, pounds, 
vards, and the like—figures which make 
it possible to avoid the confusion which 
rapid price changes involve. 

Statistical 
dispensable. 


resourees in 


credit information is in- 
It has an exactness which 
general statements cannot have, and it 
leads to safer practices upon the part 
ot business men, since it leads them to 
study their own business and their own 
hookkeeping more 
otherwise might. 


closely than they 
There has been, too, 
a growth of the practice of submitting 
“budgets”—anticipatgry figures which 
forecast the income Ba outgo for peri- 
ods in the future, and these budgets are 
frequently followed up by monthly in- 
formation which shows how closely the 
budget is being adhered to. In_ the 
making of these budgets the banker’s 
aid is sometimes involved. The banker’s 
experience in dealing with many differ- 
ent kinds of business often puts him 
in a position to advise very effectively 
the man who is familiar with only one 
kind of business. 

“With the growth, however, of the 
practice of basing credits upon these 
rather definite figures, there has un- 
doubtedly come, especially in the larger 
cities, some loss to the older, more 
personal basis of credit making. The 
banker’s’ judgment of the character, 
ability, and responsibility of the would- 
be borrower has always been important, 






was important before the crisis, and is 
more important today than it was three 
years ago. Even with the changes which 
the crisis has brought, however, there 
still remains too much impersonality 
in the study of the eredit problem; 
and even with the growth of confidential 
relations between bankers and business 
men which the has compelled, 
there are not yet close enough relations 
in these matters. The man 
who submits an accurate statement in 
figures too often feels that he has done 
his whole duty. He may withhold from 
his banker relevant facts peculiar to 
his business which the banker ought to 
have, and knowledge of which on the 
part of the banker might be of very 
great use to the borrower. 
man should not 


Crisis 


business 


The business 
for the banker to 
He should volunteer the 


wait 

ask questions. 

information. 
The 


lations 


closest possible confidential re- 
important from various 
angles. In the first place, it is the 
banker’s right to have them. To a 
degree that business men realize, 
the banker is a true partner in a busi- 
ness. It frequently happens that at 
some time during the year the bank is 
contributing as much eapital to the 
business as the stockholders are. The 
banker, responsible to his depositors for 
the proper use of their funds, has thus 
a right to know all the relevant facts 
affecting the business of the borrower. 
He has a partner’s right. 


are 


few 


In the second place, however, the pool- 
ing of ideas and information of the 
banker and the man brings 
about a result which neither of them 
could aeconiplish alone. The business 
man is intimately familiar with his own 
business, steeped in its details. The 
banker, on the other hand, has a broad 
contact with every kind of business. He 
cannot know the details of all businesses, 
but the general principles of business he 
learns as few business men learn them. 
New diffieulties arising in the cotton 
textile trade may be old and familiar 
difficulties in the woolen trade. The 
specialist in cottons may not know how 
to deal with them. The banker, familiar 
with woolens, as well as with cottons, 
may know from the experience of the 
woolen trade precisely how to deal with 
them, or the banker may have found 
similar problems arising in lumber 


business 


(Continued on page 48) 
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Make Your Community 
Regular Savers 


i man, woman and child should be taught the 


benefits of a savings account. Banks everywhere are striving to 


retain and to extend the large volume of savings built up in the last 


few years. eee 
The development of savings accounts on 
eee a broad and substantial basis constitutes a 





















= =) real problem in almost every bank. 
: ie d 
| Ei What are you doing to increase the sav- 
E TOPOINT SERVICE Mer t j , 
poets ei ings business now on your books and to add 





AUTOMATIC RECEIVING TELLER new savers? 





y The experience of scores of bankers who 

are using the Automatic Receiving Tellers 

suggests a profitable idea for all banks. -- 
in schools, factories and offices, the Auto- 

matic Receiving Teller is reaching out for 

new savers and stimulating the practice of- 

regular deposits. 
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The Automatic Receiving Teller is dem- 
onstrating every day in many communities its 
superior value as a constructive force in the 
development of savings because it makes sav- 
ings a pleasure and sustains continuous 
interest in making regular deposits. 







mh AUTOMATIC RECEIVING TELLER ‘ 


New Accounts at 
aE: YouR e nur a Minimum Cost 
rn dane er ue 


ne Day in and day out the Automatic Re- 

Si rer ie fe: | am ; es . 
Ree ee |e ceiving Teller is gathering in the pennies, 
a ea ee EO | d di f the school children and 
slang Sasecrrerguae Ro : nickels and dimes of the school children anc 
el at a es the factory and office workers. It is creating 


substantial bank customers for the future. 


You will be interested in the remarkable 
results which many banks are obtaining in 
getting new savings accounts with the Auto- 
matic Receiving Teller. Simply drop us a 
postal and we shall shall be glad to give you 
a new and helpful light on the upbuilding of 
your savings department. 
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ARE THE SAFETY DEPOSIT BOXES 






BULGING WITH MONEY ? 


Washington banker makes some interesting 
observations in presenting the objection of 


= hearings were held some time 

ago betore the Congressional Com 
mittee on the post office and post roads 
of the House of Representatives on the 
postal savings system, much information 
of interest to bankers was brought out. 

The position of the banks was ably 
presented by Henry H. MeKee, presi- 
dent of the National Capitol Bank of 
Washington and his analysis of the in- 
terest rate especially in relation to postal 
savings should appeal to all bankers. 

Mr. McKee was subjected to a lengthy 
examination by members of the Congres- 
sional committee as the appended official 
report shows: 


Mr. MeKee: It seems that the pur- 


pose of this bill is to extend the 
facilities of the Postal Savings System 
by inereasing the rate of interest 
that is to be paid on deposits, to 


permit accounts to be opened in joint 
names, payable to the survivor, and in 
the names of trustees, and to raise the 
limit that one person may deposit from 
$2,500 to $3,000. 


The purpose of this amendment, as it 
has been stated, is to draw from hiding 
money that is being held by individuals 
who are afraid of private banks. I wish 
to address myself first to that proposi- 
tion. Is there any very large amount of 
money in hiding held by people who are 
afraid of the existing banking facilities ? 

The gentlemen who prepared the reso- 
lution which has represent 
every phase of banking in the United 
States; some of them are large bankers, 
others are small bankers, some of them 
are from New York, others from Texas, 
and others from the Middle West and the 
Northwest the South. They 
fairly familiar with conditions in their 


been read 


and 


own sections and they assert positively 
that large amount of 
money that is being held in hiding by 
individuals because they are afraid it will 
not banks. I 
If vou will consult the 
report of the Comptroller of the Treas- 
ury for the vear ending June 30, 1920, 


there is no very 


be secure in believe that 


is true myself. 


a year ago and more, vou will find that 
the circulation at that time 
was about $7,700,000,000. In round 
figures $3,000,000,000 of that were held 
by banks of all kinds and the Federal 
banks, and there about 
$4,000,000,000 in eireulation among the 
people throughout the country. Now, 
have stated that there 
was anywhere from one billion to two 
and a half billion dollars of that money 
being held by people because they are 


money in 


Reserve was 


several persons 


are 





afraid of banks; that they do not want 
to put it in the national banks, state 
banks, trust companies, or savings banks, 
and that if the Postal Savings System 
were enlarged those persons would be 
encouraged to deposit in such banks. 

I do not believe, as I have stated, that 
there is any very large amount of that 
kind of money, although there probably 
is and must be a considerable amount of 
money that is being held by people out- 
side of banks, because by the very nature 
of their business they are afraid to put 
it in banks. It is impossible to get sta- 
tisties or data on that proposition, but 
one or two little stories that have come 
to my personal attention will serve as 
straws that indicate the direction the 
wind is blowing. 

The other day they arrested in Wash- 
ington a man engaged in the sale of 
illicit liquor, and when they searched 
him they found he had $50,000 in actual 
money on his person. That man would 
never go near a bank. A short time be- 
fore that they raided a bootlegger’s place 
out in the suburbs and they found in 
a bureau drawer in his house a large 
amount of greenbacks that had simply 
been stuffed into the drawer until its 
capacity was exhausted; it was full. 
That man would not go near a bank, and 
I have heard of other cases of that kind 
where people engaged in that traffic 
are holding their money because they 
are‘afraid to go near a bank and make 
a record of what they are doing in their 
business. 

I heard also the other day of a man 
who was engaged in a business transac- 
tion. I do not know his name, and it 
was not given to me, but the man who 
told me is very reliable, and he stated 
that he sold some personal property and 
Instead of go- 
ing to a bank and making a deposit, he 
rented a sate deposit box and hid his 
money he: did not intend to 
pay an income tax on the profit he made. 
It is my opinion that the safe* deposit 
boxes of this eountry are full of money 
of that kind. There is another thing, 
the intangible tax laws of certain states 


got $27,000 in money. 


because 


are so stringent that many people will 
not deposit their money in banks. A 
banker in Cincinnati told me that there 
is no less than fifty millions of dollars 
outside the State of Ohio 
in order to eseape the intangible tax 
that is imposed by that State. So that 
while there is, undoubtedly, a very large 
amount of money that is in hiding, it is 
possessed and owned by people who 


transferred 





the bankers on the postal savings bank bill 


could not be induced to put it in 
bank. 


any 
They believe their interest re- 
quires them to keep their money so they 
can use it whenever they desire and also 
to avoid making a record of their trans- 
actions. I do not believe there is any 
very great amount of money in hiding 
that can be brought into the postal sav- 
ings system if the bill is enacted. 

The objection of the bankers to the 
bill is, that it shows a tendeney to put 
the Government of the United States in 
competition with existing banking in- 
stitutions. If the rate is raised from 2 
to 3 per cent, in certain sections of the 
country where the prevailing rate is 2 
per cent and 214 per cent, it will cer- 
tainly make those banks tend to raise 
their rates, and when you have a general 
raising of rates throughout the country 
upon the savings of the people that are 
in existing banks, it means that that 
inereased rate is passed along in the 
interest rate that is charged to borrow- 
ers, and the man who desires to buy 
a home or a farm and has to get capital 
credit from a bank of that kind will 
necessarily have the additional amount 
added to the interest he has to pay. 

The question of permitting deposits 
to be made in the name of one or two 
persons is one that requires a great deal 
of patient thought for the reason that 


legal complications aré very apt to 
arise. Some States have passed laws 


that protect a bank in the payment of 
money deposited in joint accounts to the 
survivor, but other States have not, and 
it is perfectly possible in those States 
where the bank is not protected for the 
bank that acknowledges that kind of an 
aecount to unconsciously and unwillingls 
help a man to defraud his creditors. 
Suppose a man comes into my bank and 
puts in $3,000 in his name and in the 
name of his wife jointly, with the right 
for either one of them to withdraw it 
and the right for the survivor to get 
the money in case the death of the other. 
The man dies and it is discovered that 
he is insolvent; that he owes $3,000 or 
more to his creditors. 

The wife comes in and she takes the 
The creditors have de- 
frauded, and it is an inducement tor 
people either willingly or 
to defraud their creditors. Judge Paton, 
counsel of the American Bankers .\ss0- 
ciation, is better qualified to speak on 
the question of joint and several ae- 
counts, because he has had a great deal 
of experience in eases involving that 
feature of it; and also on the question 


money. been 


unwillingly 
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MEETING YOUR 
COMMUNITY’S NEEDS 


. ‘HE great responsibility facing the American banker today 
is the education of men, women and‘ children to the 
importance and the meaning of a good banking connection. 


The William Elliott Graves service is helping scores of 
banks in every section of the country to meet this need. It is 
winning new customers and holding old customers in every 
department of the bank. 


Do you appreciate sound and progressive methods in your 
new business program and would you like the co-operation of 
an organization that will look after your interests with 
accuracy and fidelity? 


It is our purpose—and we are succeeding in it—to handle 
the case of each individual bank with proper respect to 
departmental requirements as well as local needs. 


Ask us to show you how we can help you advance the 
interests of your bank and your community. 


WILLIAM ELLIOTT GRAVES 


221 Ellsworth Ave. 
GRAND RAPIDS, MICH. 
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of accounts in the names of trustees. 
There is just one thought I have in eon- 
nection with permitting a man to open 
an account in the name of a trustee. 
A man with half a dozen children, if he 
had a large amount of money he wishes 
to deposit, might open an account in the 
name of each one of his children and then 
open an account as trustee for each one. 
I do not know whether the regulations 
could be so framed as to prevent that 
wr not. 

Under the existing law, there is a 
provision that gives the President of the 
United States power in his discretion to 
invest all of the 95 cent of the 
deposits that are required to be de- 
posited in banks in Liberty bonds. That 
Was a War measure, and there does not 
seem to be any necessity for that at this 
time, because it that power should be 
exercised to any considerable extent— 
and it has been exercised to some extent 
in the past—it will withdraw deposits 
from the location in which they originate 
and put them into other securities. 


per 


Now, a deposit that originates in one 
section of the country should be used 
in that section of the country for the 
benefit of the people in the building of 
houses and the acquiring of real prop- 
erty and the conduct of local business, 
and it is our recommendation that the 
committee give serious consideration to 
that matter. I do not think the presi- 
dent of the United States would abuse 
the power, but he might be ill-advised at 
a critical time, and the result would be 
the withdrawal of deposits from a sec- 
tion where they were needed, to be locked 
up in long-time Government credit. 

Now, as to the extension of the limit 
from $2,500 to $3,000, I will eall your 
attention to the fact that this is the third 
or fourth time that the act has been 
amended so as to raise the limit that an 
individual might deposit in a_ postal 
savings bank, and every one of those 
amendments has brought the postal sav- 
ings system closer and closer in com- 
petition with the existing banking facil- 
ities, and therefore we are opposed to 
raising the limit any more. . 

I want to tell you _ briefly 
the banks in this country are do- 
ing to stimulate thrift. Last vear when 
I was president of the National Bank 
Division of the American Bankers Asso- 
ciation, I caused a series of questions to 
be sent to every one of our members. 
There are 8,000 banks in the national 
system, and we have as members in our 
division 7,000 banks. 


what 


Mr. Ramsever: By the national sys- 
tem you mean the national banking sys- 
tem ? 

Mr. 
system. 

Mr. Hardy: Do you mean there are 
only 8,000 national banks? 

Mr. McKee: There are 8,000 national 
banks in the United States, and there 
are 22,000 State chartered banks. Of 


McKee: The national banking 
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the 7,000 national banks that belong to 
our division and of which we asked 
these questions, 60 per cent replied, or 
over 4,200. Three thousand one hun- 
dred of those banks replied that they 
have savings departments. The savings 
departments in national banks began to 
be organized about 12 -vears ago. Fif- 
teen or 16 vears ago when I thought of 
establishing one in a national bank the 
Comptroller of the Curreney said he had 
not clearly decided in his mind that a 
national bank could, under the law, have 
a savings department, and we estab- 
lished a separate bank; but since that 
time national banks all over the United 
States have opened savings departments, 
and through advertisements, personal 
solicitation, and in various other ways 
they have gathered into their possession 
a very large amount of savings deposits. 
The last report of the Comptroller of 
the Currency, or the one he will make, 
showing the condition of the banks at 
the end of June 30, 1921, will show that 
the savings deposits in national banks 
amounts to over three billions of dollars, 
and two and a half billion dollars of 
that amount were held by banks outside 
of reserve cities; that is, what we term 
country banks, the little banks in the 
country districts and in the small vil- 
lages and in the small cities. 

We asked several questions. We 
asked, first, whether the bank operated 
a savings department, the rate of in- 
terest which it pays on deposits, whether 
they permit joint accounts, with the 
right to the survivor, and various meth- 
ods of advertising. The information we 
got as the result of that questionnaire 
is very interesting, and by analogy we 
c¢an reason and find out how much prob- 
ably all of the banks, ineluding the 
State chartered institutions and the sav- 
ings banks of this country are ho!ding 
as deposits. These 3,100 banks reported 
that they held in round figures $1,900,- 
000,000 of savings deposits. The total 
savings deposits in all of these banks is 
over $3,000,000,000. They were $3,600,- 
000,000 June 30, 1921. 

Mr. Hardy: All national banks? 

Mr. MeKee: Yes, sir. 

Mr. Hardy: 
banks ? 

Mr. MeKee: No. 

The average deposit per person in the 
national banks was $377 and the number 
of depositors in round figures 5,000,000. 
That is only-a part of the national banks 
that carry savings deposits. If the others 
that did not report to us have savings 
deposits in the same ratio, it means that 
in the national banks of this country, 
and they are only about one-fourth of 
the total number of banks, there are 
10,000,000 separate savings depositors 
with $3,600,000,000 of savings deposits. 
These banks are appealing to the people 
in their cities and towns and districts 
innumerous ways to‘teach them the bene- 
fits of thrift, to teach them what it 


You do not mean savings 


means to save their money. We found 
that of those banks that advertise 2,395 
reported that they advertise in news. 
papers, 898 used newspapers alone, 
1,427 newspapers in conjunction with 
various other means, 900 used letters, 
490 used novelties, 433 statements, 449 
folders, 400. used personal solicitation 
and moving pictures. 

Remembering that this is only a small 
part of the banks of the country that 
carry savings deposits, we must realize 
that all of the banks must have nothing 
short of $20,000,000,000. I would not 
sav that much. I will have to do a little 
figuring. The total deposits in national 
banks at the close of business June 30, 
1921—that is, individual deposits—were 
about $12,000,000,000. Twenty-five per 
of that or $3,000,000,000 were in 
savings deposits. The 22,000 State 
banks that reported showed that they 
held about $20,000,000,000 of deposits 
of different kinds, and if the same ratio 
prevails among these banks that prevails 
among the national banks there is no 
reason why those banks should have less 
than $5,000,000,000 or $6,000,000,000 of 
savings, making the total amount of sav- 
ings held by the national and_ State 
banks, including the mutual savings 
banks of this country, nearly if not quite 
$10,000,000,000. : 


Every one of 


cent 


those banks is doing 
something that the United States Gov- 
ernment can not do. By personal soli¢- 
tation, through the newspapers, through 
letters, and various other ways, they 
are teaching the wage earners and people 
of all classes that have money the bene- 
fits of thrift, and they are doing a tre 
mendous work in that way. When we 
realize that that work among the national 
banks and among some of the State 
chartered banks started only about 10 
or 12 years ago we must realize that we 
are simply at the beginning of this 
tremendous eampaign among the banks 
of the United States to encourage thrift 


When a man deposits in a bank he 
deposits both money and eredit. That 
is, he deposits what we term Treasury 
notes, Federal Reserve notes, national- 
bank notes, silver coin, and so on, and 
cheeks; but the checks, the credit instrv- 
ments, are 19 times in volume the 
amount of the actual money. In other 
words, in all the transactions that are 
sarried on from day to day in the 
country, $1 of actual money is used and 
$19 of what are known as eredit instru 
ments are used. When a man hoards 
what we term money, he does not hoard 
credit; he does not keep a check, he 
does not keep a bill of exchange, but 
he keeps the actual money, the silver of, 
perhaps, the gold or Treasury certifi 
cates, United States notes, and instr 
ments of that kind. Therefore, we must 
look to find out how much actual money 
there is being hoarded by people who 
are afraid of the banks, and it is my 

(Continued -on page 88) 
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The only 
positively 
safe 
checks— 
are Insured checks 


GIVE your depositors this visible evi- 
dence of positive protection against loss 
through fraudulent alteration of checks. 


And because you give such positive protection, 
you will enjoy powerful publicity—both as a 
result of our tremendous national advertis- 
ing campaign constantly appearing in lead- 
ing publications and your local identification 
with this campaign by means of advertising 
aids we furnish you. 


Instead of your checks being “a dead 
expense” as heretofore, with only static 
advertising value, they NOW become an 
investment, a dynamic advertising force, 
actually assisting you TO PRODUCE MORE 
BUSINESS. They pay dividends on the 
money you put into them. 


Banks using Super-Safety Insured Checks 
enjoy these added values of positive 
protection and powerful publicity with- 

out extra cost. 


LOOK FOR THE EAGLE DESIGN 


$1,000.00 of check insurance ON EVERY CHECK YOU SIGN 


against fraudulent alterations, Protected by individual bonds of 
issued without charge The American Guaranty Company. 
covers each user against loss. These checks are the safest youcan use 


The Bankers Supply Company 


The Largest Manufacturers of Bank Checks in the World 


NEW YORK CHICAGO DENVER 
ATLANTA DES MOINES SAN FRANCISCO 
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HOW MUCH ARE YOU SPENDING 
FOR NEW BUSINESS? 


Showing how banks in various parts of 
the country determine the size of the 
expenditure that is devoted to advertising 










ORTY large banks in various parts 
of the country and a number of 
fnancial editors were questioned some- 
time ago in an effort to learn what 
methods are employed by banks engaged 
in regular advertising, to determine 
their appropriations. A number of the 
individuals addressed were men who 
have been prominent in discussions of 
this question at advertising conventions 
and through the columns of the financial 
press. 

The replies show that bank adver- 
tisng is still so new that there are no 
standard methods of determining appro- 
priations: indeed, there appears to be 
no method that might even be considered 
prevalent. 

While most of the replies suggest 
some method based upon percentages, 
it is interesting and significant that in 
not one case apparently does the bank 
making the suggestion employ it. In- 
variably they state that they have found 
from experience, that no arbitrary per- 
centage rule.can be applied and that 
their own appropriations are determined 
on the basis of the field it is desired to 
reach, the cost of the media they wish 
to use to reach it and, frequently, the 
amounts expended for advertising by 
competitors. 

Three methods for determining ap- 
propriations on a percentage basis are 
suggested : 

1. A pecentage of capital and surplus. 

2. A percentage of deposits. 

3. A percentage of gross profits. 

Discussions of each of these suggested 
methods follow. 

1, A Percentage of Capital and Surplus 

The figure commonly suggested is one 
per cent of capital and surplus. It 
happens that none of these particular 
banks employs this arbitrary rule, 
though most of them say that it is 
frequently used. There is obviously no 
logical relationship between capital and 
surplus and the advertising appropria- 
tion, for the capital and surplus of 
bank, are a fixed quantity. It is in- 
teresting to note, however, that in many 
instances a bank’s appropriation does 
average about one per cent of its capital 
and surplus, although it was not deter- 
mined on that basis. 

The president of a New York bank 
Wrote : 


“There are banks which appropriate 


By BRUCE BARTON 


President of Barton, Dustine & Osborn, New York 





one per cent their capital and surplus 
for the purpose of publicity‘and others 
that appropriate one per cent of their 
deposits, but there is no hard and fast 
rule, and I’know of institutions whieh 
have spent as high as ten per cent of 
their capital and surplus in a single year 
on particular campaigns.” 


T= appropriations of industrial 
concerns are usually based upon 
a certain percentage of the volume 
of sales. Effort has been made by 
banks to apply a similar percentage 
rule, but without success. 


The conditions are vastly differ- 
ent. A bank's commodity for sale 
is service and the total sales of a 
bank—-new deposits, bond sales, 
trust accounts, etc.— are not analo- 
gous to the total sales of shoes, 
clothing, automobiles or other mer- 
chandise. Moreover, a bank will 
frequently find i it sound business to 
advertise service for which there is 
no immediate return with the idea 
of bhyilding up goodwill and develop- 
ing relationships with individuals 
or firms which later may lead to 
remunerative business. 


The accompanying article pre- 
sents the results of an investigation 
made as to the methods employed 
by banks in determining and 
budgeting their annual advertising 
appropriations. In presenting the 
views and practices ofa number of 
representative institutions in every 
section of the country, it should 
prove helpful and interesting to 
bankers generally. 





Another New York bank reported: 

“We do not have much sympathy 
with the plan (one per cent of capital 
and surplus) because it is so obvious 
that a bank’s advertising program is defi- 
nitely related to what a bank wants to 
accomplish in the future, not to a certain 
sum of working capital*that was fixed 
in the past. By gauging what it wishes 
to accomplish—the amount of actual 
new business it wishes to stimulate— 
the ordinary bank can, we think, quite 
successfully arrive at its advertising 
appropriation.” 

From the head of a third New York 
‘bank: 


“The use of a certain percentage of 
capital and surplus as a basis for deter- 
mining the size of an advertising ap- 
propriation is a method which we feel 












has little merit because it is purely ar- 
bitrary. Our experience has been that 
a number of representative institutions 
have similiar attitude. We use good- 
will advertising on a national scale. 
Unlike .the commodity manufacturer, 
who may fix his advertising expenses 
as a certain proportion of selling costs, 
our problem is to ascertain what amount 
will be sufficient to keep our name before 
the publie to the extent which we con- 
sider desirable.” 

Says the editor of a well-known finan- 
cial magazine: 

“Tt is difficult to fix an arbitrary per- 
centage based upon capital and surplus. 
The decision is one which ‘every institu- 
tion must make for itself according to 
their faith in advertising, their own 
peculiar local problems as well as the 
character of accounts and business they 
want to develop especially. It is also 
a question which depends upon the qual- 
ifications of the advertising manager 
or agency employed. Some advertising 
managers can have an appropriation of 
ten per cent of capital and surplus and 
yet fail to produce the same relative 
amount of business as a man who has 
only one per cent.” 

2. A Percentage of Deposits 

One-tenth of one per cent of deposits 
is the percentage suggested by cor: 
respondents. 

The vice-president of a large New 
Orleans bank, considered one of the 
best informed and experienced men in 
bank advertising, had this to say: 


“If I were asked to establish a rule 
for determining the amount a bank 
should spend on its advertising, such a 
rule would look something like this: 

“a. For banks with $10,000,000 or 
more deposits, one tenth of one per 
cent of deposits. 

“bh. For banks with from $1,000,- 

000 to $10,000,000 deposits one fifth 

of one per cent to one half of one per 
cent of deposits. 

“e. For banks with less than 
$1,000,000 deposits, from one half of 
one per cent to one per cent of de- 
posits.” 

The following was contributed by a 
Kansas City banker: 

“T think an arbitrary amount or per- 
centage is only good as a ‘place to start 
from’ if that is needed, as problems of 
various banks vary greatly, in the way 
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of competition, community, class of 
people served, service to be rendered, 
ete. If an arbitrary figure is taken, I 
recommend one-tenth of one per cent of 
deposits, as the appropriation then 
grows with the bank and presumably 
with the profits and department growth.” 


3. A Percentage of Gross Profits or 
Dividends 

Several of the largest banks suggested 
this as the most sensible method, though 
presumably none employs it. 

With reference to this method, a 
Chicago banker reported: 

“My experience has been that a 
better rule (than one per cent of capital 


and surplus) is five per cent of what - 


banks eall gross profits. However, if this 
bank were to base its advertising ap- 
propriation on the latter, the appropria- 
tion would be altogether too large. That 
is more frequently the case with large 
banks than with small ones, however. 
Not infrequently, three per cent of 
gross profits is a good basis but there 
will always be variations according to 
competitive conditions and also because 
of the variation in the amount of 
business done on the same capital by 
different banks. In many a case the 
decision must be arbitrary.” 

The publicity manager of another 
Chicago bank was the only one who 
definitely advoeated a percentage of 
gross profits. He said: 

“Tt is my opinion that the appropria- 
tion should be based upon gross profits, 
and not on eapital and surplus, or de- 
posits. Take from your wheat bin suffi- 
cient seed to plant your next crop, as it 
were. The farmer decides first of all 
how many acres he desires to plant, 
which is his field of operation in this 
ease, and then takes from his bin a 
required amount to cover the territory. 
Tf a bank is making pretty good profits 
it ought to be willing to appropriate in 
the same proportion to its advertising 
budget.” 


Summary 

In general, then, all of these banks 
agreed that no percentage rule will 
apply to all banks alike, though each of 
the three suggestions referred to may be 
useful as a guide. 

As a Boston trust company puts it: 

“Advertising bears no relation what- 
ever to deposits, capital or surplus. It 
all depends on the objective and the 
sincere desire of the officials to reach it. 
A bank must determine first what its 
objectives are to be in the line of adver- 
tising and carefully estimate what it 
will cost to reach those objectives. It 
is obvious that a bank in the process of 
development has to spend more than a 


long established institution which is 
better known.” 
ss *£ ® 


UR questionnaire then covered the 
division in percentages of bank ad- 





vertising appropriations over the fol- 
lowing items: 

Salaries 

Newspaper advertising 

National advertising 

Street car cards, billboards and signs 
Booklets 

Direct mail promotion 

Window displays 

The results in each case are shown 
below in more detail. 


Salaries 


The replies showed that there is a 
difference of opinion as to whether sal- 
aries should be included in the advertis- 
ing appropriation. 

A large Chicago bank and an extensive 
advertiser reported: 

“In regard to the division of the ap- 
propriation, that also must be arbitrary. 
In our own institution we do not charge 
the salaries of the people in the adver- 
tising department up to advertising at 
all. Advertising is a division of work 
of the new business department and the 
advertising employes have other duties.” 

Apparently the tendency among larger 
banks is to consider the advertising 
appropriation for strictly advertising 
purposes only and to charge salaries to 
the new business department, while the 
smaller banks include salaries as a part 
of their advertising expense. 

Where salaries are included, the per- 


centage suggested runs. from fifteen to. 


twenty per cent. 


Newspaper Advertising 

These banks were almost unanimous 
in fixing fifty per cent as the percentage 
of appropriation which should be de- 
voted to newspaper advertising. 

The trust company division of the 
American Bankers’ Association says in 
this connection : 

“Tt is true that newspaper advertising 
is followed more consistently by a larger 
number of institutions than any other 
form, although the direct mail approach 
comes ‘in for quite a good share of at- 
tention.” 


The president of a St. Louis bank 
wrote us: 


“T favor considerable elasticity as to 
the amount to be spent in different 
media. I may say though that I think 
newspaper advertising, if a bank be 
seeking business primarily in its own 
city, should receive at least fifty per cent 
of the appropriation.” 


National Advertising 

The answers under this heading varied, 
of course, depending upon whether the 
particular bank is engaged in a national 
business. When this was the case, the 
percentage suggested averages from 
twenty to thirty per cent of the adver- 
tising appropriation. 

These correspondents generally agree 
that’ a bank doing business nationally 
should advertise its service in national 
magazines. 


Street Car Cards, Billboards and Signs 

These media have come into use so re- 
cently that it is difficult to come to any 
general conclusion as to the percentage 
of appropriation that may profitably be 
devoted to them. One large bank and 
trust company suggested ten per cent, 
but this bank apparently has developed 
these forms of advertising to a larger 
degree than most banks. 

It was generally suggested however 
that street car cards, billboards and 
signs are excellent and increasingly 
popular forms of advertising for banks 
with large savings and safe deposit 
departments. 

In the case of a large trust company, 
with a large savings department, with 
localized branches in various parts of 
the city, and with the trolley cars as 
the chief means of transportation over 
a city of large area, the use of these 
media would seem to be especially de- 
sirable. 

Booklets and Direct Mail Promotion 

This form of advertising is popular 
with all our correspondents. 

A New York bank reported that 
seventy-five per cent of its appro- 
priation goes into direct mail publicity 
—regular publications, occasional publi- 
cations, booklets, folders, ete. 

This percentage, however, is unusually 
high and the average percentage re- 
ported is twenty per cent. It is evident 
that there is a distinct tendency among 
banks to eut down on booklets, ete. and 
devote the bulk of the appropriation to 
newspaper advertising, using printed 
matter to “follow up” the newspaper 
advertising. 

A New York trust company reported 
that direct mail promotion by letters is 
not charged against the advertising 
appropriation. This bank is a_ heavy 
user of letters to customers and pros- 
pect in its new business efforts. 

Extensive letter-promotion is another 
new and increasingly popular form of 
new business effort. 

Window Displays 

Banks generally reported little effort 
in this direction but suggested that it is 
excellent for savings, trust and _ safe 
deposit campaigns. 

A Sample Budget 

The vice-president of New Orleans 
bank already referred to offers the fol- 
lowing as a good division of an adver- 
tising appropriation : 


Newspaper advertising 50% 
Street car cards, billboards and 
signs 10% 
Booklets 10% 
Direct mail promotion 10% 
Window displays 2_% 
General, including national 
advertising 1714 % 


“Of course this could not be applied 
to every bank, for conditions vary,” he 
said. “For instance, a bank, like our 
own whose domestic business is almost 
(Continued on page 80) 
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sc | and Use It; That is 
The Real Test 


create oth canna | The Daily Dime Saver has 

ne proven and re-proven itself 
the most simple, practical 
and resultful NEW account- 


getter and OLD account- 
Do not remove the dimes. it the 


Daity Dire Sane nlf when filed, Patented developer ever devised. 
March 26, 1918, October 15th, 1918. 


The Moreland Advertising Company, 
Chicago, Patevtees 
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112 West Adams Street 
CHICAGO 


Reduced Size Folded 
Actual size folded 334x6% inches 


Why not take the /ead- 
in the Thrift movement 
of your community by 
distributing Daily Dime 
Savers broadly. 
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The growth of your bank 
depends upon the num- 
ber of people doing busi- 
ness with you. 
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Prices, including your 
advertisement on_ the 
front cover, as follows: 


1,000... $50.00 

2,500... $48.00 per 1,000 

5,000. ..$46.00 ‘* 1,000 
10,000... $45.00 “‘ 1,000 
25,000... $44.00 ‘* 1,000 
50,000... $43.00 ‘* 1,000 
100,000... $42.00 ‘* 1,000 
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Terms: Thirty days net F. O. B. 
aah ja ee ee Chicago. Deliveries at present are 
educi ec - a 
Actual open size 644x636 inches. Fits regular commercial envVelope. being made on a thirty day schedule. 


The Reuben H. Donnelley Corporation 


Sales Promotion Campaigns 
Business and Residence Telephone Lists 
Trade and Professional Lists 
Individualized Form Letters 
Complete Mailing Service 


652 South State Street Chicago, Illinois 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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AMERICA’S OLD COINS 


A department devoted to a phase of Americana, 

revealing interesting bits of history of American 

coinage from the earliest days of the Republic 
By THEODORE J. VENN 


Member of the American Numismatic Association 


EARLY CALIFORNIA $10 
PIECES 


GOLD 


The early mining days of California 
were responsible for quite a number 
of private issues of $10 gold coins, as 
well as several United States Assay of- 
the same denomination. 
The majority of all these coins are now 
numbered among the great numismatic 
rarities 


tice pieces ot 


and they are eagerly sought 


hy advanced collectors. 

not bear 
date but they probably were among the 
first The that of J. S. 
Ormsby, a rather crude looking coin 
initials J. S. O. in the 
“10 Dolls.” 
among the 
Deal- 
ers offer as high as $250 for the coin. 
It is a rare occasion when one of them 
comes into the market. The other un- 
dated issue is that of the Miners’ Bank 
of San not in the 
same class with the Ormsby piece, but 
sufficiently rare to cause dealers to seek 
it at $50. 


Two of the issues do any 


eoins. first is 
bearing the 
the 


reverse. 


and 
This is 


eenter of obverse 
on the 


rarest of the private $10 issues. 


Francisco. This is 


There ave five issues bearing the date 
1849. Rarest of these is the Templeton 
Reid coin, on which dealers’ offers run 
as high. as $500. The two others are 
those of the Cincinnati Mining and 
Trading Company and the Pacifie Com- 
pany, the latter having a Liberty cap 
surrounded by rays with stars between 
them on the obverse of the coin. Both 
of these pieces also are very rare, bids 
of dealers running up to $250 for either 
of the coins provided they are in choice 
condition. Two coins also were struck by, 
Moffat & Company, one inscribed “10 
Dols.,” the other “10 D.” Neither of 
these is very scarce, dealers’ offers run- 
ning up to $15. In 1850 there were two 
issues, that of Dubosq & Company, the 
obverse of which bears a feminine head 
on the coronet of which the firm name 
is inseribed, and the piece struck by 
Baldwin & Company, which has a 
mounted vaquero on the face of the coin. 
The Dubosq issue is the rarer of the two, 
dealers’ bids running as high as $250, 
while up to $100 is offered for the 
Baldwin piece. 

The year 1851 witnessed but one is- 
sue—that of Baldwin & Company—but 
on the obverse of this coin a feminine 
head inseribed with the firm name has 
taken the place of the mounted cowboy 
of the 1850 piece. Dealers deem this 
Baldwin coin more valuable than the 


1850 issue, offering as high as $200 for 
a choice specimen. 

In 1852 there were four issues, one 
Augustus Humbert, Moffat & 
Company, Wass, Molitor & Company, 
the United States Assay office. 
These pieces are only what is considered 


each by 
ana 


scarce, and dealers’ figures on them range 
from $15 to $25 each, the Assay office 
coin being considered the more common. 
1853, two 
struck by the United States Assay office, 
one inscribed “884 thons.,” the other “900 
thous.,” and the third by Wass, Molitor 
& Company. 


Three issues appeared in 


These coins are about on 
a par with those issued in the previous 
Dealers’ offers for them 


vears. range 


from $15 to $20. 

In 1854 and 1855 there also were $10 
Wass, Molitor & Company. 
For these from #12 to $15 each is of- 
fered by dealers. 


UNITED STATES DIMES 


Silver 10-cent pieces always have been 
much favored by collectors, especially 


issues by 


bv beginners, probably because so many 
of them ean still be picked up out of 
active cireulation. Dimes were first 
struck in 1796, and their issue has been 
continuous with the exception of the 
years 1799, 1806, 1808, 1810, 1812, 
1813, 1815 to 1819, and 1826. 

In the earlier dates there is a good- 
sized premium on all coins struck up to 
and including the year 1811, provided 
they are in acceptable condition. Rarest 
of the dates is that of 1804, for which 
an Eastern dealer offers $25 if the coin 
is in fine condition; the one in the sale 
of the Manning collection, catalogued 
as very good only, brought $20.25. For 
the 1797, 1800, 1801, and 1802, $5 each 
is offered, provided they are in fine 
condition; for the 1798 and 1803, $3.50 
each, while the 1796 is listed at $2.50, 
the 1805 at $1, thé 1807 at $1.50, the 
1809 at $2, and the 1811 at 75 cents. 
For the 1822, $2.50 is offered, and for 
the rest of the series down to 1829 from 
15 to 30 cents each—all for coins in 
fine condition. It should be remem- 
bered that these are the dealers’ latest 
buying and not selling prices, but they 
are here given because in most instances 
they range from 50 to 150 per cent 
higher than those in the average buying 
catalogue sent out. It is an indication 
that the dealers are becoming pressed 
for the rarer coins under the increasing 
demand. 

In the later division of dimes 75 cents 


is offered for the Liberty seated coin of 
1846, while small premiums also are 
paid for the 10-cent pieces of 1879, 
1880 and 1881, provided they are in 
uncireulated or proof condition. 

There is, of course, always a small 
premium on proof coins of any date 
and in the dime series those of 1858 to 
1881 are growing scarce, especially those 
from 1858 to 1867 and many in the 
‘70s. There has recently been an jin- 
creasing demand for all the old bust 
type dimes coined prior to 1838, when 
they are in the finer states of preserva- 
tion 


UNITED STATES $5 GOLD PIECES 

United States half eagles always have 
made a strong appeal to collectors of 
American gold coins, probably because 
so many great rarities are to be found 
in the series. First struck in 1795, 
coinage of the $5 pieces has been con- 
tinuous from that time on, except in 
the years 1801, 1816, 1817, and since 
the suspension of coinage of this de- 
nomination following our entrance into 
the war. 

There is a good premium on all $5 
gold pieces coined prior to 1834. The 
coin of 1834 with “E Pluribus Unum” 
over the eagle also commands a large 
premium, while the variety without this 
motto is very common and worth face 
value only. The latest dealers’ buying 
catalogue lists but one of these coins 
under $10, the 1807 with head facing 
to the left, the others all being quoted at 
$12.50 and over for the more common 
dates in this early division. The figures 
for the are $75 for the 
1795 with large eagle as against $25 
for the small eagle variety; $25 for the 
1796; $65 for the 1797; $17.50 for the 
large or small date 1798, and $500 for 
the same date of the small eagle variety; 
$1,000 for the 1815; $350 for the 1819; 
$45 for the 1821; $1,500 for the 1822; 
$45 for the 1823; $75 for the 1824; 
$65 each for the 1825 and 1826; $100 
for the 1827; $150 for the 1828; $325 
for the 1829; $45 each for the 1830, 
1931 and 1832, and $30 for the 1833. 
For the 1834 with the motto over the 
eagle, $65 is offered. 

In this connection, a few results on 
early half eagles taken from the Gehr- 
ing sale last August may prove inter- 
esting: 

Half eagle of 1795, large eagle, very 
fine, $250; 1797, barely fine, $425; 1796, 
very fine, $85; 1820, two varieties, $150 
and $155; 1821, fine, $300; 1823, un- 
circulated, $100; 1825 over ’21, very 
fine, $200; 1830, 1831 and 1834, $100 
to $120 each. The 1834 was the one 
with motto. In making comparisons it 
must be borne in mind, however, that 
the dealers’ offers are on coins only fine, 
whereas many of the Gehring coins were 
in higher states of preservation. 

In the division from 1834 on there 
are fair sized premiums on the Phila- 
delphia (no mint mark) coins of 1875, 
1876, 1877, and 1887, as well as on many 


rarer coins 





~ st —_~<. 


of the braneh mint coins struck from 
1838 to 1861, especially the Dahlonega 
and Charlotte issues—which bear the 
letters D or C. The San Francisco $5 
piece of 1854 also is searee, as is the 
New Orleans coin of 1841. These bear 
the letters S and O respectively. 

It may not be amiss again to mention 
that there are premiums on all gold 
coins which are in proof condition. 

FRACTIONAL CURRENCY 

Many collectors of coins also are in- 
terested in the fractional currency, or 
“shin plasters,’ as they generally were 
called, which the United States govern- 
ment issued during the Civil war owing 
to the prevailing scarcity of minor coins. 
They were issued in 3, 5, 10, 15, 25, and 
50 cent denominations. It is surprising 
how many people are unaware that these 
are just as good today as they ever 
were and redeemable through the gov- 
ernment at any time. 

There is a premium on any of these 
small bills provided they are in new and 
erisp condition. They exist in many 
varieties of the same denomination, some 
of which are quite scarce and others 
common. The bills which are crumpled 
and have seen much circulation are 
worth their face value only unless they 
should happen to be of rare varieties. 
There are two of the denominations, 
however, on which no mistake can be 
made. These are the 3 cent and 15 
eent denominations. For the former, 
dealers always are ready to pay 35 cents 
each and for the latter 50 cents, pro- 
vided the bills are new and erisp. 


CALIFORNIA PRIVATE ISSUES 

Private issues of $5 gold pieces also 
were well represented during Califor- 
nia’s early mining days, and, as in the 
ease of the larger denominations, a 
number of great rarities will be found 
among them. 

One of these issues—that of J. S. 
Ormsby, which is inseribed J. S. O.— 
does not bear a date, but is probably 
among the first.of the $5 coins struck. 
It is very rare, seldom offered, and 
dealers bid as much as $500 for the 
piece in fine condition. 

In the coinage of 1849 there are five 
representatives, three of which are ex- 
tremely rare, the other two merely 
searee. For the Massachusetts & Cali- 
fornia Company piece, dealers offer up 
to $500, while their bids range up to 
$250 each for the Cincinnati Mining & 
Trading Company and the Pacifie Com- 
pany coins. Next come the Norris, 
Grege & Norris issue, which is rated up 
to $20, and the Moffat & Company mint- 
age for which dealers’ quotations do not 
exceed $7.50 each. 

The year 1850 saw the production of 
three private issues, that of Dubosq & 
Company being the rarest. For this 
piece dealers’ offers run as high as $500. 
The Baldwin & Company issue is ap- 
Praised by them at $35, while they hold 
- Moffat pieces as worth only $7.50 
each, 
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IT PAYS TO ADVERTISE 
CO-OPERATIVELY 


When individual subscribers to a campaign become the owners 
of and can be identified by a mark which is made the key to 


the advertisement. 


When full page advertisements, the acknowledged strongest 
pulling space, through such a mark become your ads at a cost 
of one one-thousandth part of the entire appropriation. 


When the campaign [behind the mark has continuity and the 
public is kept informed of its merit throughout the entire year 


and year after year. 


When a multiplicity of identification marks are merged into one 
simple strong mark and the appropriations placed back of the 
many are concentrated on one easily remembered and identified. 


When the identification mark stands for a high standard of 
Service and brings together progressive institutions of character 
and worth committed to high ideals. 


For particulars in co-operative 
advertising: write Banking Division 


SERVICISED ASSOCIATED ADVERTISERS 


First National Bank Building — — Chicago, Illinois 


Everything in Advertising. 





Two very rare issues made their ap- 
pearance in 1851—those of Shults & 
Company and Dunbar & Company. The 
former is the more valuable, dealers’ 
bids running up to $200 for a fine 
specimen, while the Dunbar piece is 
held to be worth $100. 

In 1852 there was but one issue and 
that was the last of the series of pri- 
vately struck $5 California gold pieces. 
This was the coinage of Wass, Molitor 
& Company, for which dealers offer 
up to $25 for coins in very fine condi- 
tion. 

In giving values for many of the 
extremely rare private issues, it is in 
many instanees necessary to take the 
highest figures offered by dealers. While 
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eens 


these frequently do not represent the 
real values, they are at times the best 
data obtainable. Many great rarities 
are seldom offered at public sales and 
figures set a number of years ago are 
now out of date and in many instances 
valueless because of increase in prices 
due to the large number of new col- 
lectors who have entered the field. It 
will take competitive bidding and the 
prices realized at future sales to deter- 
mine more approximately what the 
present-day values of some of the great 
rarities really are. 

There is said to have been a private 
issue of California $2.50 and $1 gold 
pieces in 1849 by the Pacific Company, 


(Continued on page 66) 
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MAKING ADVERTISING 
A REAL INVESTMENT 
FOR BANKS 


(Continued from page 21) 


checked must have been in red. Bond 
advertising appears where the probabil- 
ity of prospects is remote, and fidu- 
clary advertising to people whose sole 
idea of a trust is a malignant force in 
Wall Street designed to erush competi- 
tion and wring more or less hard-earned 
dollars from “the people.” Survey 
means a real investigation of the field 
that advertising is purposed to cultivate. 
It may have the nature of research, or 
the facts may be in one’s own institution 
and need only be applied to advertising. 
Possibly the advertising may be to 
customers part of whose business is with 
the bank, but who may be educated in 
the further use of banking facilities. 
The development of present business, as 
well as its retention, is by no means the 
least of advertising’s possibilities. The 
field may be entirely local; it may be 
national in extent. The real test is a 
definite knowledge of its extent before 
advertising is attempted. 

There is another phase of this prin- 
ciple: The analysis of one’s own ser- 
vice. This corresponds to the product 
which is marketed through commercial 
advertising. It takes into consideration 
what the particular bank has to offer; 
how it is prepared to care for addi- 
tional business; how it handles new 
customers; what facilities it offers that 
other banks do not have; how it meets 
competition. A writer of advertise- 
ments has tersely put a thought that 
every man responsible for advertising 
may profitably write on his desk pad as 
a motto, “Though your product and that 
of your competitor are as like as two 
peas, yet there is a way to make your 
goods stand out from all the rest like 
one white pea in a pod.” To determine 
upon one or more points of difference 
is an essential part of analysis. There 
are a number of floating white soaps, 
but “It floats” characterizes one. 

Your Advertising Plans 

Having determined upon policy, with 
the survey of both bank and field in 
hand, the development of plans is next 
in logical sequence. Plans and operation 
are closely allied, but as one of the three 
principles, the plan is a general outline. 
It deals with method of approach—the 
selection of the right sort of medium 
rather than the specific medium. It 
involves the making of a budget, the 
distribution of the appropriation, the 
organization of the work as a depart- 
ment of the bank or the assignment of 
it to one individual. Either as a matter 
of policy or plan, authority and respon- 
sibility are definitely placed. All ad- 
vertising emanates from a single source 
and orders as well as the refusal of 
them by that source, are final. This 
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doesn’t mean that all the advertising 
brains of the bank are confined within 
the bulging cranium of one individual, 
but it does means that so far as the 
wide, wide world is concerned, said 
world must gain contact if at all through 
that individual. Strict adherence to this 
rule will not only eliminate considerable 
waste, but will also increase efficiency 
of advertising. 


Preparation of Copy 

After plans comes copy. It is of 
infinite variety. I have seen almost 
everything from battleships to tomb- 
stones, from fire-engines to forests, 
used as the basis of bank copy; and 
the bank building, like the poor, we have 
always with us. Every bank has one. 

The bank has, when its plans have 
been properly developed, something to 
advertise, and this is the task of the 
copy. No one ean lay down a general 
rule for the production of good copy. 
It must have three attributes—its duty 
is to attract, to convince and to persuade. 
It must appeal to one or more of the 
impelling motives of human nature. 
They are, according to Professor Arthur 
Edward Phillips: self preservation, 
property, power, reputation, affection, 
sentiments, tastes. I have never read a 
good advertisement that if analyzed, 
did not appeal to at least one of these 
motives. Bank advertising may appeal 
to them all, though I should seareely 
advise attempting it in a single adver- 
tisement. It is easier to write a long 
advertisement than a short one; but 
much harder to get it read. As a 
general rule the shorter an advertise- 
ment is, the better, provided its pur- 
pose is accomplished. Illustrations at- 
tract; but beware of the illustration 
that attracts only to itself and distracts 
from the argument, which is to convince 
and persuade the reader that what you 
want him to do is the one thing he has 
long been waiting to do. 


Any one who ean write a good letter 
can write an equally good advertisement, 
if he knows his subject and will work 
long enough at it. Just how long I 
am not prepared to say; but beware of 
the clever idea. Test it out when it is 
cold. Brilliance cannot compete with 
common-sense. Above all, avoid humor 
in bank advertisin¢—anything that con- 
cerns a man’s money is no joke to him. 
There are two other things that may 
well be avoided—superlatives and ex- 
aggeration. Experience adds to the list, 
but the negative is the poorest sort of 
theme on which to build an advertise- 
ment. Rainy days will come; so will 
death, but there is little appeal in asking 
a prospect to save for the umbrella and 
casket that are sure to be of use. 


Copy is the outward expression of 
plans, survey and policy. Upon it rests 
the éntire burden of success or failure. 
Regardless of how well and carefully 
all preliminary work is done, without 


. largely 


good copy there are no results, or at 
best, an inadequate return upon the in- 
vestment. A writer of advertisements 
may well use as much care as a poet in 
his choice of words; his reward is likely 
to be greater. It is desirable to avoid 
“fine writing.” The simple straight- 
forward style of the newspaper is more 
likely to attain its end than matter 
which requires a careful reading to be 
understood. 

A good advertisement deserves a good 
heading. It is second only to an illustra- 
tion in attracting attention, and a long 
way ahead of the picture in power to 
carry the reader into the text. In the 
last ten or fifteen years I have seen 
many illustrated bank advertisements, 
but a few which really illustrated either 
the subject matter or the bank’s service. 
The artist finds great diffieulty in pictur- 
ing the intangible and I believe it a 
safe rule to discard art work, at least in 
newspaper advertising, that might with 
equal propriety advertise a lumber yard 
or a flour mill. 

Obviously the bank’s point of contaet 
with the public lies in its services—the 
facilities that it offers to further the 
business of the community in whieh it 
exists. It is equally obvious that the 
thing which a bank can advertise, and 
does if it advertises at all, is service; 
for a bank has service alone to offer. 

In the final analysis, and this is true 
of merchandise as well, only those may 
hope to be permanently successful who 
render value in such degree that a profit, 
or at least satisfaction, accure to the 
buyer. The epigram, “A good salesman 
is one who sells goods that don’t come 
back to eustomers who do,” has been 
quoted as_ illustrating _ the 
highest type of salesmanship; but is 
not the real thought one of superior 
merchandise and _ organization? In 
banking, “service” is all that the word 
implies in merchandising, but organiza- 
tion, strength reputation, prestige, 
goodwill, have as great, yes, even greater 
value than to the merchant or manu- 
facturer. They are the very life blood 
of banking. 

So first, let us as bankers advertise ser- 
vice, not merely the word, but definite and 
conerete facts briefly expressed and 
easily understood. “A general banking 
business transacted” or “complete bank- 
ing service” are a trifle too vague and 
much too uninteresting to woo new busi- 
ness that isn’t in line waiting, like a 
crowd of college men at a foot-ball game, 
for an opportunity to get inside. 


Men are willing to, and do, pay more 
for service than for goods; but the 
service must be adequate. It is compat- 
atively easy to present the service of 4 
bank in an attractive way though 4 
series of advertisements. Every banker 
knows what his bank has to offer, but, 
he too frequently takes it for granted 
that the public has the same information. 
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Every Department 


in this bank is organized and 
maintained to give our cus- 
tomers that help and con- 
structive advice which is nat- 
ural to expect from a solid 
banking connection. 


We invite you to call and 
become acquainted. 


Capital and Surplus, $7,000,000 


Monroe Street near La Salle 


CENTRAL TRUST COMPANY 


Strength and safety are an excellent 
basis of copy, expressed both in figures 
and by stability of organization. 
ticularly where savings deposits are 
sought the element of safety may be 
featured. Among people who have suf- 
fered from fraud, and with the foreign- 
born, an assurance of safety is the 
strongest single motive. <A certainty 
that their money will be safe means 
more than interest. There would be a 
distinct gain if Americans could be edu- 
eated up to the same point. An older 
bank may use growth as an example of 
strength, especially if the growth has 
been consistent over a period of years. 
Ip this connection it is well to remember 
that the standard is set by the thing 
compared and, even though apparently 
advantageous, it is rarely that compar- 
ison with other banks proves of per- 
manent value. 

Personnel of management is the most 
important factor in successful banking. 
Men rather than money make a bank. 
Unless those to whom its destiny is en- 
trusted are endowed with more than 
average ability and judgment, the bank 
will not long be in a position to adver- 
tise at all; a receiver will do the ad- 
Vertising. Yet the directorate and 


official staff are most difficult to advertise ° 


to the advantage of the bank. Rarely 
is @ banker so keen for the spotlight as 
the actor, and perhaps it is as well so. 
Mere mention of names and business 


Par- ° 


of Illinois 
125 West Monroe Street, Chicago 


connection may prove advantageous, 
and in some instances both officers and 
directors have been featured in adver- 
tising and publicity. 

Loeation, courtesy, mechanical equip- 
ment and a number of other features 
that are individual to specific banks may 
be advertised with profit. This covers 
in generalities what to advertise. 

Direct and General Advertising 

There are two broad divisions of ad- 
vertising: direct and general. The first 
starts with the personal, runs through 
letters, circulars, booklets, trade or mar- 
ket bulletins, house-organs, record books, 
souvenirs, novelties, calendars, blotters; 
in fact any advertising designed to in- 
fluence the individual recipient. I am 
going to slide over these briefly. The 
first two, personal solicitation and let- 
ters—which possibly may be considered 
a sales force rather than one of adver- 
tising—produce more .direct, traceable 
returns than any other form of pub- 
licity. To the others must be applied 
the test of policy. My own judgment is 
that distribution of articles of more or 
less merit are ill-advised. Once started 
they are both hard to control and hard 
to stop. There was a time when news- 
papers and magazines bought circulation 
with premiums, when each suit of clothes 
purchased assured the “gift” of a hat 
or pair of suspenders. In those same 
days in some places a free-lunch was 
served with every drink. Publishers 





found that the circulation thus gained 
drifted after new premiums. The 
clothier sells his goods on their merits 
and the drink dispenser has gone out 
of business or bought a grip. As a 
matter of ethics the pretense of giving 
something for nothing is hardly open 
to discussion. I feel that there is still 
less to be said in its favor as bank ad- 
vertising. I do not mean to carry the 
idea that advertising matter which adds 
utility to its appeal is to be rejected. I 
have used and still use both calendars and 
blotters—though the -former are con- 
fined to the celluloid card variety—but 
I am opposed to giving a prospect a 
fountain pen, an automobile or a steam 
yacht in exchange for his business. It 
does not appear to me to be good adver- 
tising, good business or good banking. 
However, Mark Twain’s remark that 
“Tt’s a difference of opinion that makes 
horse races” makes one hesitant to set 
standards, especially moral standards, 
for another’s advertising. 

General publicity covers newspapers, 
magazines, bulletins of paint and paper, 
window display, factory posters, signs, 
moving pictures and lantern slides; also 
the pestiferous program which, in the 
guise of charity or good-will, will mulct 
every advertising appropriation of dol- 
lars which might have otherwise been 
productive. 


(Continued on page 78) 
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SIMPLE POINTERS 


ON 


HITTING THE BULL'S-EYE 


By RALPH P. ANDERSON 





oe is less than fifty miles 
from Anothertown. Both are sim- 
ilarly situated, in that they are small 
towns in an agricultural district, and 
each boasts a few small factories. 

Five vears ago, the towns were equal 
in so far as population and wealth 
were concerned. But now—and thereby 
hangs a tale. 

Each town had a First National Bank. 
In both Onetown and Anothertown, the 
officers of the First National Bank were 
the leaders. In business, in polities, 
and in society, they were the dominat- 
ing factors. 

Each bank, five years ago, had de- 
posits of a million dollars, but there 
\he difference ceased. The officers of 
the Onetown bank took their work as a 
matter of solemn duty and did not want 
to meddle in any civie affairs. “Let 
well enough alone,” said they. When a 
lively newcomer came to the bank with 
any plan to boost or improve Onetown, 
any officer of the bank could convince 
him in five minutes that Onetown had 
reached the zenith of its growth, and 
that boosting was a waste of time. 
Naturally, it did not take long for that 
spirit to become essentially a part of 
Onetown. The town became known as 
“a dead one.” 

On the other hand, the officers of the 
First National Bank of Anothertown 
were boosters. They did not wait for 
enthusiastic newcomers to present plans 
for improvement. They originated and 
promoted the plans themselves. The 
head of the bank became the first presi- 
dent of the local chamber of commerce; 
the assistant eashier, who had charge of 


the bank’s advertising, promoted a plan 


to advertise Anothertown throughout 
the state. You could not be in Another- 
town more than a few hours without be- 
coming a bhooster—the spirit was in the 
air. 

Of course, Anothertown grew. One- 
town didn’t. The other day I was 
comparing the deposits of the two banks, 
onee equal. The statement of the First 
National Bank of Onetown showed de- 
posits of a million, even as it had five 
years before. The deposits of the First 
National Bank of Anothertown were 
slightly in excess of three millions. 

Moral: As your town grows, your 
bank grows. It pays to boost. 

eee @ 


OHNSON, teller of the First National 
Bank, didn’t have time to show 
Martin, the ambitious young book- 
keeper, the intricacies of “tellering.” 


Martin learned this after several at- 
tempts to get Johnson to prepare him 
for his next step—the teller’s cage. 
Johnson simply didn’t like to bother. 

Mavbe Johnson would have decided to 
“bother” after all, if he had been present 
at a certain meeting of the bank’s di- 
rectors. 

“We're agreed,” the president said, 
“that we need a new assistant cashier. 
The question is, who should we get?” 


“How about Johnson?” suggested 
Director Smith. “He’s a_ courteous 


and efficient teller and I imagine he’d 
make good.” 

The eashier shook his head slowly. 
“I’m thinking of the efficieney of the 
bank. You see, gentlemen, there’s no 
one trained to step into Johnson’s place. 
Fact is, I onee heard young Martin ask 
Johnson to show him something about 
a teller’s work, and Johnson verv erossly 
told him that he didn’t have time to 
bother.” 

“Tf that’s the case,’ the president 
agreed, “he'll never do. The work we 
have in mind for our new assistant eash- 
ier requires a man eapable of training 
our entire foree. He must be interested 
in helping his co-workers.” 

Moral: If vou expect to step up into 
the position ahead, train the man under 
vou to step into yours. 

* * * * 


RADY and Powell, both young fel- 
lows of twenty, were bookkeepers 
at the First National Bank. 

Brady was ambitious. He wanted to 
get with a big bank in a larger city. 
“No chance here in this little one-horse 
town! Nothing to work for!” To tell 
the truth, Brady spent more effort in 
trying to land a city job than he did on 
his books. So, it’s not strange that he 
made mistakes frequently. 

Powell, too, was ambitious. But— 
foolish young man that he was, accord- 
ing to Brady—he thought the little First 
National Bank provided opportunities 
galore. When he wasn’t concentrating 
on figures at the bank, he was telling 
some friend about why he should use 
First National service, or he was at 
home studying big volumes on banking. 
The First National meant a great deal 
to him, his interest in its affairs never 
lagged. 

When an officer from a bank in a 
nearby big city visited the First Na- 
tional, Brady took the opportunity to 
tactfully suggest that if the big bank 
had any opening, why, he—Brady— 
would consider a change. But perhaps 





BANKERS MONTHLY for FEBRUARY, 1922 


the big banker wasn’t paying quite as 
mueh attention as he should have. He 
was too busy watching Powell tactfully 
quieting an old lady who had made a 
mistake in her checking account, and 
had blamed it upon the bank. In facet, 
the banker was interested to such an 
extent when he saw Powell not only 
appease the woman’s anger but sell her 
on renting a safe deposit box, that he 
didn’t: hear the last part ot Brady's 
talk. 

The banker made his own investiga- 
tion and, a short time later, surprised 
Powell by asking him to accept a posi- 
tion in the new business department of 
the Big City National Bank. Powell 
was so absorbed in First National affairs 
that it took no little salesmanship on 
the part of the big banker to convince 
him that the opportunities were greater 
in Big City. 

That was six years ago. Did vou no- 
tice in the paper the other dav that 
Powell was recently elected a vice-presi- 
dent of the Big City National Bank? 

And Brady? Yes, he’s still a book- 
keeper at the First National. By the 
way, if you ever learn of an opening 
in a big bank, let Brady know. He's 
very anxious to leave. The field is too 
limited where he is now, you know. 

= * * = 
6eTIYX HE State Savings Bank.” I re- 
marked to an officer of the Local 
Savings Bank, “seems to be going after 
business with a lot of aggressiveness. I 
suppose you’re going after new business 
pretty strong yourself?” 
“Oh no!” the officer answered indig- 


nantly. “I should say not! We believe 
in good, old-fashioned, conservative 
banking. If a man wants to do business 


with us, we are glad to give consideration 
to accepting his account, but we do not 
go out like insurance solicitors and try 
to get business. 

“You see the results in our deposits. 
Why, our deposits are almost double 
those of the State Savings.” 

“But,” I reminded him, ‘remember 
that you’ve been in business four times 
as long as the State Savings. And 
their deposits showed 10 per cent in- 
crease last year, while vours went down 
almost 8 per cent.” 

Let’s see—I didn’t realize that that 
was so long ago. Yes, it was in 1916. 

I was much interested in noting in a 
banking magazine the other day that 
the State Savings Bank has absorbed 
the Loeal Savings Bank. 

~ * * * 


T’S often interesting to contrast the 

policies of two different banks in 
the same town. 

For instance, let’s take the American 
National Bank and the United States 
National Bank. 

For aggressively getting new business, 
I have never seen a bank that could 
equal the American National. With 
employes’ contests, with a complete 
central file on all prospects, with a 
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Management 


That Assures Success 





Mr. Heyser is Vice-President and Secretary, Mr. 
Shafenberg is Vice-President and F. Snider is 
Treasurer of the Frederick Investment Company 


NE of the most important factors in the 40 years of 

steady growth and suceess of the Frederick Investment 

Company and its subsidiaries has been its wonderful or- 
ganization and management. 


The future growth and prosperity of this successful 
Institution is assured by the fact that it is still under the 
same original management—under the direction of execu- 
tives of the highest type, all of whom are thoroughly trained 
and familiar with every phase of the business. 


Without a single exception, the executives of Frederick 
Investment Company and its: subsidiary companies are 
financially interested and have been identified with the 
business ranging from 15 years to 40 years. 


FREDERICK INVESTMENT CO. 


635-37 Smithfield Street 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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well-organized advertising and new 
business department, it’s always on the 
job in getting new accounts. 

You notice that I said it had a central 
file“on all prospects.” It didn’t have 
any relating to its present customers. 
That would be a waste of time which 
should be spent in getting new business! 

On the other hand, the United States 
National, while it doesn’t neglect the 
securing of new business, concentrates 
its efforts mainly on inereasing the 
balances of present depositors and in 
selling them on using the services of 
all departments of the bank. Its central 
file, while containing but few prospect 
cards, has complete data on each present 
eustomer, from his rating to his hobby. 

The United States National considers 
each account an individual problem. 
Its staff is always on the lookout for any 
chance to boost the interests—and the 
deposits—of a customer. When an ac- 
count shows sudden decreases, the serv- 
ice department determines the cause. 
If the bank’s representative learns that 
the depositor has been sinking his 
money in some speculation, he is given 
the benefit of the bank’s information 
relative to the proposition, and, perhaps, 
with the bank’s aid he saves at 
part of his money. 

A closed account is not taken as a 
matter of course. The bank determines 
the cause and, in many eases, is able to 
reopen a closed account almost imme- 
diately. 

These banks were established at about 
the same time. The American National 
now has 20,000 depositors. The United 
States National has 18,000 depositors. 

Does this indicate that American Na- 
tional methods of concentrating on new 
business are superior to the other bank’s 
policy of developing present business? 
Yes, but— 

Compare their deposits: 

American National Bank. . .$10,000,000 
United States Nat. Bank... 12,000,000 

Moral: It pays to seek new business 
energetically, but don’t overlook present 
customers. 


least 
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EING always interested in such 

things, I asked a rather wealthy 
lady why she maintained her checking 
account with a certain bank. 

“Why,” she said, reaching into her 
purse and pulling out her checkbook, 
“it?s because they give such awfully 
cute leather checkbooks, with my name 
imprinted in gold. I’m really proud 
of the little book.” 

And when I asked a young man, he 
replied that he liked the bank because 
it furnished checks printed on firm, 
crisp paper. “I could hardly write on 
the checks the other bank gave me— 
they were like seratch paper.” 

Moral: Wateh your checks and your 
checkbooks. Not all people select a 
bank because it is old, well-managed, 
ete. 

* * * * 
HE prosperous-looking man walked 
up to the eashier’s desk. It was 
Monday, and the cashier was very busy. 

“T would like,” the neweomer started, 
“to have ten thousand dollars—” 

“What!” broke in the cashier. “But 
you’re not known here, my dear sir. 
You will have to explain the purpose 
for which you want to use the money. 
You'll have to give us time to look you 
up, and then we’ll consider it.” 

“You don’t understand,” the 
comer started to explain. 

As I said, the cashier was busy. He 
must get rid of this man. “Yes, yes, 
I know, your standing is doubtless good 
and all that. But you must allow us 
time. Now, if you will leave your name 
and then return on Thursday, we will—” 

“Oh, never mind,” the neweomer said, 
as he started to leave the eashier’s desk. 
“Don’t put yourself to all that trouble. 
I merely started to say that I would 
like to have this ten thousand dollars 
cash deposited. But’ now, I’d rather 
go to the bank across the street.” 

No wonder the cashier’s stenographer 


new- 


almost threw water in his face. She 
thought he had fainted. 
7 * * * 
MITH is a successful bank adver- 


tising manager. 


(GREGERSON BROTHERS 


CERTIFIED PUBLIC ACCOUNTANTS. 
INCOME TAX CONSULTANTS 


We specialize on Income Tax work for Banks and Trust Companies 


OMAHA NATIONAL BANK BLDG., OMAHA, NEBRASKA 
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Brown is not. 

Why? 

Smith writes “ads” that please the 
bank’s directors and officers. He fol- 
lows obediently every suggestion made 
by any one of them. He doesn’t like 
some of those ideas, but he believes that 
he is winning their favor by doing so. 

Brown writes “ads” that appeal to 
the public. When a director or officer 
makes a suggestion, it doesn’t mean 
that Brown is going to use it. If it’s 
good, he does. If it’s not, he proves 
that fact to the executive, and they’re 
both happy. 

Moral: Don’t write ads to please 
someone in the bank. Write them to 
interest and “sell” the public. 


Organize New Bank 

The charter of the City National Bank 
of Evansville, Indiana, will expire 
March 7, 1922, and the National City 
Bank, with a capital of $500,000 and a 
surplus of $50,000, is being organized 
to sueceed the old institution on March 
8th, with the same officers and directors 
as at present. The City National Bank 
now has a eapital of $350,000, surplus 
of $350,000 and an undivided profit ae- 
count of $175,000. 

In 1902 the City National Bank sue- 
ceeded the First National Bank of 
Evansville, which had run through two 
charters, the business originally being 
established as the Canal Bank in 1848. 
Since 1914 the bank has occupied its 
present building which is ranked among 
the finest individual bank buildings in 
cities of 85,000 to 100,000 population 
in the United States. 

It is expected that the old City Na- 
tional Bank stock will be liquidated at 
$300 for each $100 invested, after hav- 
ing paid dividends ranging from 6 per 
cent to 10 per cent during its charter. 


Bids will be taken about March 1st on 
a $75,000 building to be constructed for 
the First National Bank, Ambler, Penn- 
syvania. It will be two stories high 
with basement and will oceupy ground 
50 x 90 feet. 
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JOHN G. LONSDALE 
PRESIDENT, NATIONAL BANK OF COMMERCE, ST. LOUIS 
PRESIDENT, NATIONAL BANK SECTION OF THE AMERICAN BANKERS ASSOCIATICN 
The complete audit of the commercial borrower’s statement by depend- 
able certified public accountants is a form of business insurance that should 
be encouraged in all lines of industrial and mercantile activity. There has 
been a marked tendency during the past few years on the part of business 
men to recognize the value of the complete audit, because they realize that 
an examination of their records by disinterested and capable certified public 
accountants eliminates guess work and serves to establish the essential facts 
of business as they really are. I commend the complete certified public 


American business and the safeguarding of credit. 


Published in the interest of better Business 


sy ERNST & ERNST 
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T is encouraging that seventy per 
cent of our correspondents describe 
the general situation as ‘fair,’ ” 
special report on business conditions, is- 
sued on January 23 by the Liberty 
Central Trust Company in St. Louis. 

“Questionnaires were sent to banks in 


says a 


southern Illinois, Missouri, Arkansas, 
Oklahoma and Texas, and the report 
voices the composite opinion of some 
200 authorites whose daily duties require 
close knowledge otf the facets. 

“In considering the data as compiled, 
we should bear in mind the distinction 
between fundamental business barom- 
eters, and local conditions,’ says the 
report. “We firmly believe that the 
worst of the depression is over. Farm- 
ers, on the other hand, having in many 
eases sold their crops at a loss, may 
properly be excused if they sometimes 
regard the future with doubt, and accept 
nothing as true until it be proven in 
concrete form.” 

Considering the above, the high per- 
centage of “fair” replies is in reality a 
favorable indication, without attempting 
to discount the fact that the situation 
admits of improvement. 

“A substantial proportion of the re- 
ports state that conditions are better 
than they were six months ago. This 
is particularly true of the South, wher- 
ever even a fair crop of cotton was 
harvested. The unexpected rise in price 
spells the reason. 

“The 1921 harvest enabled a good 
many farmers to liquidate, but compar- 
atively few succeeded in making any 
money. About a sixth of the reports 
received, coming mainly from Texas, 
Oklahoma and Arkansas, indicate that 
as a rule the farmers did better than 
to break even. 

“Cotton was a more successful crop, 
from a financial standpoint, than corn 
or wheat. Sixty per cent of the replies 
state that cotton paid some profit, and 
about fifteen per cent additional assert 
that the producer broke even. Corn 
made a better record than wheat, due 
to the fact that it often made money 
when fed to stock. Rice seems to have 
paid expenses at least, and in some 
eases was profitable. 

“The principal industries,” says the 
report, “are usually in no better than 
‘fair’ condition. This applies to coal 
mining, lumbering, lumber manufactures, 
lead and zine, building, and live stock. 
In each ease a few reports say ‘good,’ 
with the remainder divided quite evenly 


between ‘fair’ and ‘poor. In this re- 


spect, the situation is reasonably uni- 


“FAIR” THE MAJOR NOTE 
IN RECENT SURVEY 


form over the territory. 
however, is better in 


Coal mining, 
Missouri than in 
the more important producing sections. 

“Due to higher prices the petroleum 
industry is a bright spot in the general 
situation, ranging from ‘fair’ to ‘good’ 
which through the months of depression 
has brought needed revenue to many 
farmers, is prineipally in fair shape or 
better. 

“Although retail buying is seldom 
active it is mostly ‘fair,’ and in a con- 
siderable number of instances it is as 
good or better than at this time last 
vear.” 

With regard to obstacles blocking a 
complete return to prosperity, the re- 
port says: “Opinion runs strongly to 
three factors. Present freight rates 
come first; price maladjustment is a 
close second, and the labor situation, 
high wages especially, is third. Ex- 
pression on these subjects clearly shows 
that they are often thought of together, 
the underlying idea being that low farm 
prices are causing depression and that 
contributing faetors are high freights 
and wages. Other obstacles mentioned 
are poor crops, lack of domestic mar- 
kets, high taxes, tight money, and lack 
of faith. 

“We can be encouraged by the senti- 
ment which preponderates regarding the 
future. Of the reports a substantial ma- 
jority view 1922 with confidence. The 
psychological element today is very im- 
portant, and it is gratifving to note this 
existence of good morale in the face of 
difficulties.” 


HOW INSURANCE iSyENHAN- 
CING POSITION OF 
BORROWERS 


(Continued from page 32) 


or hardware, the solution of which in 
those fields may be available for the 
manufacturer of cottons. 

In the third place, the systematic prac- 
tice on the part of a business man, con- 
tinued through years, of telling his 
banker always. the whole truth about 
his business builds for him in _ the 
banker’s mind a confidence which may 
easily be one of his greatest assets in 
time of trouble. There have been many 
cases in the past year and a half when 
business men, temporarily embarrassed, 
with their “current ratios” low, have 
met ready sympathy and full protection 
from their bankers beeause the banker 
was satisfied that the whole story was 
before him. Aecepting the statement 
of the ease as made by the eustomer as 
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constituting a full and true st: 
the banker could see that the 


itement, 


HUSiNess 
would work out if only time and pro- 


He had no 


tection were given. 


hesitaney 
in extending the necessary protection, 
There have undoubtedly been other 


cases where upon the same pri facie 
set of facts the banker hesitated to ex. 
tend the desired protection because he 
could not be sure on the basis of his past 
experience with the would-be borrower 
that the whole story had been told, 
Among the most fundamental assets 
of American business today are char. 
acter, and business knowledge, and good 
will. In the present situation many 
business men must recognize that with 
net worth depleted, their character, and 
business knowledge, and good will must 
constitute a relatively more important 
element in their credit than in the past. 
Realizing upon this asset, however, 
means that they must make their re- 
lations with their creditors more inti- 
mate, more confidential, and 
absolutely candid than before. 


more 


LIBERTY CENTRAL ELECTS 
TWO NEW OFFICERS 


W. A. Gordon and Edwin L. Slocum 
have been elected assistant vice 
presidents of the Liberty Central Trust 
Company in St. Louis. 

Mr. Gordon recently came to the 
Liberty Central from the American 
Stove Company of Cleveland. He has 
been an active worker in the Cleveland 
Association of Credit Men, serving two 
years on its board of trustees. Last 
year he was instructor of the class in 
credits maintained by the Cleveland Y. 
M. C. A. Although not born in St. 
Louis, he has spent most of his life in 
that city. 

Mr. Slocum, who received his early 
training in banking while connected with 
Hallgarten and Company in New York, 
has been connected with the Liberty 
Central for about two and_ one-half 
years. During that time he was in the 
new business department. He is 4 
graduate of Yale University. 


A. J. Backes, eashier of the First 
State Bank, Easby, North Dakota, has 
resigned on account of the health of his 
wife. 


The Security Bank of Chicago, has 


elected F. W. Mathison and John L. 
Brichette assistant cashiers. 

J. M. Sorenson, cashier of the Fre- 
mont, Nebraska, State Bank. has been 


made a member of the board. 


Charles E. MeKeen was re-elected 
president of the Indiana State Bank, 
Terre Haute, Indiana, at its annual 
meeting. Robert G. Gillum was chosen 
vice-president and John L Thompson, 
cashier. 
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Helping Your Borrowers 
on Tax Problems 


E tas Federal Tax requirements are again confront- 
ing business. During the next few months the advice 
of the banker will be ‘sought constantly by customers 
wishing assistance in making out their tax- returns 
correctly. 


Our tax department is prepared to furnish helpful 
service on every phase of the tax law, both to the 
banker and his customer. 


Many changes have been made in the Federal Tax 
laws. It is therefore important for both the banker 
and the business man to understand the ‘character of 
recent amendments and revisions. 


Our tax department is familiar with all the recent 
changes in the tax laws. You will find this department 
distinctly helpful in simplifying the problems of the 
federal tax. 


How You Can Strengthen 
Business in 1922 


A periodical and complete 
audit of the commercial borrow- 
ers’ records by a certified public 
accountant will reveal the exact 
condition of business and thus 
fortify the bankers’ judgment 
in extending credit. 


Perhaps you have many bor- 
rowers who will find the service 
of the certified public account- 
ant a constructive factor at 


this time. Our experience with 
all lines of business proves 
that the banker usually finds 
it an easy matter to determine 
definitely the credit risk of 
the borrower whose adminjs- 
trative force is organized 
properly. 

We shall be glad to have a 
representative call and tell you 
about Wolf service. 


~ WoLrk AND Company 


Accountants 


(FORMERLY BAKER, VAWTER & WOLF) 


NEW YORK PHILADELPHIA INDIANAPOLIS MILWAUKEE TULSA CHICAGO 
KANSAS CITY DES MOINES OKLAHOMA CITY MUSKOGEE FORT WORTH 
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Strength 


The trite adage concerning the chain and its 
weakest link fails of application to the Lloyd- 
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F. L. Webster has retired as cashier 
of the First National Bank, Van Wert, 
Ohio. He is succeeded by James M. 
Collette. 


John Perrott has assumed his duties 
as the new cashier of the First National 
Bank of Lodi, California. 


The directors of the Netherlands 
Chamber of Commerce, New York; have 
elected William C. Redfield, former 
Secretary of Commerce, its president. 


The presidency of the First National 
Bank, Riverbank, California, has 
changed hands, F. A. Raney being 


elected to fill the vacancy caused by the 
resignation of C. E. Hedding. 


Oklahoma City 


=! 


APPRAISERS \e) ENGINEERS 


Thomas Company because a perfected system 
of careful training results in continuous main- 
tenance of exceptional ability in all departments. 


Witness widespread recognition of our scru- 
pulous and accurate services, extended to some 
8000 properties, mainly industrial. 


All is not, however, creditable to“link strength.” 
Inter-department co-operation, co-ordinating 
strong sense of the importance of individual 
tasks, is the linking-up which effects this service 
of well-known Strength and Character. 


“ 


A Lloyd-Thomas Certificate of Valuation, signed 
by an officer of the Company, stands for scientific 
accuracy. The final totals on all our appraisals are 
protected by a check-writer. Without Exception, 
Lloyd-Thomas appraisals represent only facts. 


The |loyd-Thomas Co. 


RECOGNIZED AUTHORITIES ON PHYSICAL VALUES 
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Areh W. Anderson has been elected 
a junior vice-president of the First Na- 
tional Bank of Los Angeles. 





The Citizens State Bank of Fair- 
mount, Indiana, has changed hands. 
The new officers of the bank are Joseph 
Marsiono of Indianapolis, president; 
Joseph Loeb of New York, chairman of 
the board of directors, and W. D. Gar- 
ritson of Chicago, cashier. 


J. S. Lovering has been elected vice- 
president of Hanover National Bank, 
New York. 


The Girard Trust Company, Phila- 
delphia, Pennsylvania, will erect a new 
addition to its present building. 
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URGES AMENDMENT OF 
BANKING LAWS 


The practice of some banks in pyra. 
miding credits, by a process of redis. 
counting their own paper with other 
banks, and thereby endangering their 
safety and the interests of their de. 
positors, was scored by Comptroller of 
the Currency D. R. Crissinger, in his 
annual report to Congress. 

Congress was asked by the Comp. 
troller to amend the banking laws and 
impose drastic limitations on banks, that 
fewer failures from this cause will re. 
sult, and that greater banking safety 
will be insured. Mr. Crissinger said 
that if Congress had restricted the re- 
discounting privileges of banks, the 
country would not have witnessed thirty- 
four bank failures last year. 

While the Comptroller finds the bank- 
ing situation sound, and the banks show- 
ing the best records in the nation’s his- 
tory, he strongly recommends additional 
safeguards, as a means of reaching the 
so-called non-conservative banking ¢le- 
ment. 

Total resources of all reporting banks 
in the United States other than Federal 
Reserve Banks were $49,671,390,000 on 
June 30, 1921, compared with $53,079, 
108,000 on the corresponding date of 
1920. Total deposits of the banks were 
$38,658,799,000 and loans and discounts 
aggregated $28,932,011,000, as against 
$31,256,147,000 a year _ previous— 
Illinois Bankers Association. 


A HOLE IN THE TITLE 
(Continued from page 23) 


sonal property has been exhausted % 
that the debts cannot be paid except by 
selling or mortgagipg the real estate. 
This petition contains practically none 
of those allegations of fact, and they we 
jurisdictional. In fact he alleges here 
affirmatively that the value of the per- 
sonai property was over two thousatl 
dollars, and then without a word w 
show what became of it, he alleges that 
the debts exceed seven thousand dollars 
but. doesn’t name a single creditor, or 
state what the debts are. Neither does 
he describe the land. He simply says, 
‘all the real estate belonging to the 
decedent.’ All this means that the court 
had no jurisdiction over the subject 
matter, namely, the sale of the real 
estate. / 

“Nor did it have jurisdiction over the 
parties interested in the estate. After 4 
proper petition is filed notice must be 
given for a certain length of time 1 
the manner provided by statute. This 
was not done. Therefore, there was 10 
jurisdiction over the parties. And, as if 
that were not enough, the children who 
were minors at that time—evidently 
there were two—were not represented by 
guardian, and otherwise no valid order 
ean be made uzainst them.” 
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“But, Judge,” interrupted Charles, 
“doesn’t the court look into these things? 
Does a judge sign an order withcut 
making sue that all these things bave 
peen done and done according to law?” 

“Yes, unfortunately, that has very 
often been the case. The judge would 
depend entirely on the lawyer to keep 
the record straight; and if he failed to 
do it properly, the court left it to him to 
find it out and to straighten out his own 
muddle as best he could. In fact the 
judges have had entirely too much on 
their hands to serutinize every paper 
that came before them and to look into 
the jurisdictional facts. They had to 
rely on the attorneys and assume that 
the latter did things properly. Of late 
years we have been doing things dif- 
ferently; but that was unquestionably 
the custom not so very long ago. And 
even when this happened, six years ago, 
a judge here would have gone carefully 
into any papers prepared by old Judge 
Kanton. But these proceedings took 
place in Stevens County, because that’s 
where the Bishops lived when Mrs. 
Bishop died, and the judge there proba- 
bly did not know the old man as well 
as we do and simply proceeded in the 
usual way. 

“To come back to your case, the court 
had no jurisdiction over the heirs or 
over the proceedings by which the 
administrator, Mason Bishop, attempted 
to make the sale. It isn’t necessary to 
point out in how many ways the law was 
not complied with in the later proceed- 
ings. What.I have already pointed out 
was enough to make the sale voidable. 

“This suit against you as your father’s 
only heir has been brought by the son 
as his father’s successor as administrator 
for the purpose of recovering the land 
and to obtain a judgment against you 
for the rental value of the land since 
you folks have been in possession of it. 
As Judge Holman writes in this letter 
which you brought, your only defense 
seems to be offset, against the demand 
for a money judgment, the amount you 
paid out for taxes and permanent 
improvements. The land appears to be 
absolutely lost.” 

“Do I understand,” indignantly in- 
quired Charles, “that after my father 
paid twelve thousand dollars for that 
land, which was all it was worth at the 
time, and after we’ve broken it and 
turned it from nothing but cattle range 
into productive wheat land so that it’s 
worth almost three times what it was 
then, the law will take it away from me 
without even returning what my father 
paid for it? And then they even ask 
for judgment for the crops we raised! 
Do you call that justice?” 

“I know it is not just, Charles,” 
gently and kindly said Judge Billy, 
“but to save my life I don’t see anything 
else to it. Judge Holman writes here 
that he has studied and worried over the 
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When A.Man Is Sick! 


He wants advice on his own condition FIRST. 


When a concern is sick, it does the same thing, if 


As a bank, knowledge of your own or your cus- 
tomer’s condition should come FIRST. 


Until you know that, you are unable to safely 
outline your future action—no matter what the 
circumstances surrounding you. 


Actual conditions are revealed by our intensive 


Our audit will show just “how you stand,” will 
render a basis on which you may safely proceed. 


assessments should be expected. At the same . 
time it will advise of your opportunities under 


Have your audit work done and your tax returns 
compiled by a firm recognized for its knowledge 


ARCHIBALD HARRIS AND COMPANY 
Certified Public Accountants 


515 Marquette Building 
Chicago, Ill. 
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ease ever since it was started and that 
he cannot find a single favorable author- 
ity or think of a possible theory of 
defense. So he writes that he does not 
have the tiniest shred,of hope; and, 
unjust as it is, I ean’t see any either.” 
“Of course it hit me hard, Judge,” 
said Charles as he got up and walked 
over to the window. “At first I simply 
could not believe that such a thing was 
possible; and I went back to town 
almost every day to see whether Holman 
hadn’t found a way out. I know I made 


‘a nuisance of myself, but I was half 


erazy. I even took the papers to a big 
firm in Spokane and got their opinion, 
but they agreed with Holman. So fi- 
nally I became reconciled to the idea. 
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Still my hope rose again when Judge 
Holman sent me to you because, well, 
Judge you know about clutching at a 
straw! It isn’t so much for myself that 
I mind as for—” and he nodded across 
the street, where a bare-headed young 
woman was just stepping out of the 
office of the Lincoln Title -Guarantee 
Company’s office, 

“T didn’t know—” 

“Yes, Judge Billy, we were to be 
married in June, only about six weeks 
from now. But, of course, I can’t ask 
her to go on. It would be different if 
she were alone in the world, but you 
know that she considers her first duty 
to be to her mother. How could I 
provide properly for an invalid, without 
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KEEP GOING 


Establishing a business is only part of the job—it 


must be kept going. That means leadership. 


Feb- 


ruary is dedicated by Americans to the leadership 
of Washington and Lincoln, the one our country’s 
founder and the other her defender against foes who 


threatened her very life. 


Today we are called on for the highest type of bus- 


iness leadership. 


Our men and our money must 


respond with 100°7 service. 


The progressive Wisconsin district is mobilized for 


a great year. 


Business contacts with its industries 
will prove mutually profitable. 


These can best be 


established through the First Wisconsin. 


FIRST WISCONSIN 
NATIONAL BANK 


Milwaukee 
FORWARD 1922 


At a meeting of the directors of the 
New Martinsville Bank, New Martins- 
ville, West Virginia, George M. Wood 
was elected assistant cashier. 


Fred L. Denby has been chosen active 
head of the newly organized Security 
National Bank Savings & Trust Com- 
pany, St. Louis, Missouri. 


The First Federal Foreign Banking 
Corporation, New York, has appointed 
A. J. Moutrie to be vice-president and 
E. G. Blackford to be cashier. 


Richard B. Sheridan, vice-president of 
American International Corporation, 


New York, recently resigned. 





The Irving National Bank, New York, 
recently announced that G. Lee resigned 
as vice-chairman to accept the active 
chairmanship of the committee of Fa- 
mous Players-Lasky Corporation. He 
will continue as a director. 


Walter Cravens has resigned as presi- 
dent of the Security Savings and Loan 
Association, Salina, Kansas. 





John J. Hewitt has resigned from 
the presidency of the Citizens Bank, 
Shelbyville, Missouri. 


Stockholders of the Central Trust 
Company, Chicago, recently elected 
Edward N. Hurley a director. 
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even a roof over my own head? Judge 
Billy, I haven’t told her yet, but T’ve 
got to do it today.” 

Judge Billy got up and impulsively 
put his arm around the young man, 
Together they watched her trim figure 
swinging down the street, while the 
sunlight glinted playfully in her auburn 
hair. 

“Son,” the Judge said finally, “T’ye 
known that little girl ever since she was 
a baby. I knew her mother when she 
was the age that Lucile is now, and her 
father was one of my _ best friends, 
Why, once when I was in terrible need 
of money and he learned of it, he came 
while I was out of my office and without 
a word left a check for two hundred 
and fifty dollars on my desk. Lucile 
herself worked in the court house a 
great deal while I was up there as judge, 
and every one adored her. I can’t bear 
to take the joy out of her heart and the 
spring out of that walk. Don’t say any- 
thing to her today. I just feel in spite 
of what I have been saying, in spite of 
Judge Holman’s letter, in spite of all 
the apparent hopelessness of the case, 
that this monstrous wrong cannot pre- 
vail. Go home and give me a week to 
think it over. I’m going to live and sleep 
with vour case until I find some way of 
convineing the court that the law is not 
law when it is not justice. Come back 
a week from today.” 

Judge Billy was usually too impatient 
and restless to dig long into the books, 
but for the next three or four days he 
was so industrious that he came near 
earning a new reputation for diligence. 
From morning till night and again after 
dinner, he literally lived with the Land- 
reth case as he had said he would. 
Gradually, as his search went on without 
a glimmer of hope, without a single 
inkling of a possible defense, he became 
absent-minded and so nervous that at 
last on Saturday evening at the dinner 
table his wife, usually patient and for- 
bearing, said to him:- 

“Billy, I can’t imagine what’s come 
over you the last few days. You don't 
talk, you sit around in a brown study, 
and when anyone says anything to you, 
you woof and snap like a cross dog. 
Are you worried about your business?” 

“No, mother.” he answered, “it isn’t 
that. Business is all right. In faet it’s 
wonderful how my old friends and clients 
are coming to me with their business. 
But I’m worried to death over that 
Landreth case about which I told you. 
IT haven’t thought about anything else 
for so long that I dream about it, and I 
can’t see a single, solitary chance of 
saving the boy’s land.” 

“What you need,” she said, “is to 
forget it for awhile. So, to-night we're 
going calling and to-morrow morning 
you are going to church with me.” 

“I guess that will make me forget it 
all right, to listen to one of Parson 
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Brooks’ sermons,” ruefully commented 


Judge Billy; “but if those are orders, 
T'll go. ” 

The next morning the judge created 
a mild sensation among those seated 
near him in chureh and frightfully 
embarrassed his poor little wife when, 
during the reading of the scripture, he 
suddenly gave his thigh a slap with his 
hand that could be heared by half the 
congregation. Then, apparently ‘realiz- 
ing what a commotion he had created, 
like a boy at school caught passing a 
note to his little enamorata, he colored 
up to the roots of his silver hair. 

As soon as they were safely outside, 
his wife demanded, “What in the world 
were you up to in church?” 

“Do you remember what the preacher 
was reading?” he asked. 

“The morning lesson, of course,” she 
answered curtly, “I’m not very likely to 
forget it.” 

“Don’t look so seandalized,” good- 
humoredly begged Judge Billy; “I’m 
not a bit ashamed now that I have re- 
vovered from the first shock. The fact 
is that I believe that seripture lesson 
is one | won't forget, either, for it’s 
given me the first kev to the solution 
yf the Landreth ease. It struck me that 
if what he was reading was a sound 
principle of divine law, it ought to be 
sound in human law; and T believe Tl 
be able to prove that it is.” 

“T don't understand what vou are 
talking about,’ his wife exelaimed, still 
not quite mollified. 

“Well, I'm surprised,” teasingly said 
the Judge. “I thought vou paid atten- 
tion to what the preacher said and did. 
But if vou didn’t, of course, I'll have 
to tell vou. There is a part of the 
Bible called the Ten Commandments; 
and that’s what he was reading. Now 
a part of that runs something like this— 
‘visiting the sins of the fathers upon the 
children even unto the third and fourth 
generation.” I dare say you have heard 
it before. The application is as plain 


as the little nose on your face. The | 


iniquity of Landreth’s father is being 
visited on him. Why then should not 
the inquity of the old man Bishop be 
visited on his son? Friend wife, I begin 
to see a light.” 

When young Landreth appeared in 
Judge Billy’s office a few days later he 
was met with an assuring, confident 
smile. 

“Charley,” said the Judge, “we're 
saved on one condition. We must delay 
this ease until fall. Then we ean lick 
Marvin out of his boots. I’m not going 
to explain anything else to you, for 
this is my secret. I will say, though, 
that you ought to go to church once in 
a while. A man can learn a lot there. 


You go on now and plan your wedding 


for June so that I can use that as an 
excuse to get the case postponed at the 
June term of court. If we get over 
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Buffalo, the big 
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is this big bank 
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SED STATEMENT 
At the close of business December 31, 1921 


ASSETS 


Loans and Discounts... . 


U. S. Bonds and Certificates. ...... ete scans 
Other Bonds and Investments............ 


Banking House .. . 


Customers’ Liability; Letters of Credit, etc. zn 
Cash, due from Banks and U.S. Treasurer. 


Interest earned 


oie) 0:6 sie «o/s « Qe pect 
6,527,550.47 
2,954,116.20 
1,500,000.00 
7,263 ,269.20 
.. 35,004 ,364.81 

194,383.94 


$152,824 ,642.94 


LIABILITIES 


Capital Stock 
UII ee ees ow acco 
Undivided Profits ......... 


Reserves; Taxes, etc,....... 


Unearned Trterest .. ... |... cc cece ce 


Circulation ... 


Letters of Credit and Acceptances 


Deposits, viz:— 
Individuals 
eee 
United States 


Seeking New Business on Our Record 


THE 


GHEMICAL 


NATIONAL 


$93 975,778.90 
27, 134,888.05 
1,911,300.00 


$4,500,000.00 
13,500,000.00 
2,245,999.01 


340,040.58 
20,586 ,039.59 
621,343.97 
360,816.50 
8 ,234,475.93 


123 021,966.95 
$152,824 642.94 





BANK 


OF NEW YORK. 
Founded 1824 


BROADWAY AND CHAMBERS, FACING CITY HALL 


Francis L. Hine has resigned as pres 
ident of the First National Bank of 
New York. Jackson E. Reynolds, a 
former vice-president, was named pres- 
ident. 


The McCausland, Iowa, Savings Bank 
at its annual meeting elected T. A. Sheri- 
dan, president; Henry Moeller, vice- 
president and R. H. Wunder, Cashier. 


The capitalization of the First Na- 
tional Bank of Madison, Wisconsin, has 
been increased from $300,000 to $800,- 
000. 





An increase from. $400,000 to $500,- 
000 in the capital stock of the Grand 
Rapids Savings Bank, Grand Rapids, 
Michigan, is being planned. 


Joe Sumovich of Elba, Nebraska, is 
the new cashier of the Farmers State 
Bank of Silver Creek, Nebraska, to fill 
the vacancy caused by the resignation of 
J. A. Torezon. 


M. S. Pond, Cashier of the Somerset 
Bank, Somerset, Ohio, has disposed of 
his interests and resigned. T. H. Moore, 
assistant cashier, succeeds him. 
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that snag, we'll have smooth sailing 
after that.” 

A few weeks later when the docket 
was called, the case of Bishop vs. Land. 
reth came up for setting; and Judge 
Billy told the court that he and his 
client were exceedingly anxious to have 
the case disposed of so that the cloud 
placed on the title by the pending 
litigation could be removed, but that his 
client had recently been engaged in other 
court business and wished to make 
permanent the lien of an attachment 
that had been filed long before, by 
leading to the altar the court house 
favorite, the auburn-haired Lucile. 
Therefore, he begged the court and 
counsel to grant them the month of June 
for a honeymoon free from the cares 
of such mundane things as_ lawsuits, 


Marvin, having just learned that old 
man Bishop was over in Idaho and 
positively refused to return before fall, 
was secretly delighted to have the case 
go over; but he pretended to consent to 
the delay very reluctantly and purely as 
a favor to Judge Williams and his client. 

So the summer sped by. 


In September the trial of the case of 
Bishop vs. Landreth had progressed so 
far that Mr. Marvin had ealled the 
eounty clerk of Stevens County to the 
witness stand to identify the files in the 
Bishop estate, when Judge Billy arose 
and interposed: 

“Your Honor, at this time the defen- 
dant objects to the introduction of any 
evidence in this cause in support of the 
plaintiff’s alleged cause of action on the 
grounds, first, that the complaint does 
not state a cause of action; second, 
that the plaintiff has no legal capacity 
to sue; and, third, that this court has 
no jurisdiction over the subject matter 
of the action. 

“These matters, if the Court please, 
were all presented on a demurrer filed 
by Judge Holman and argued before 
Judge Henderson, who sat here for me 
just a few days before Your Honor sue- 
ceeded me on that bench. Exceptions 
were duly taken, and the objection I am 
now making comes properly at this 
time.” 

The presiding judge said, “I have read 
the pleadings and examined all the files 
and am ready to hear your objections, 
Judge Williams. But I must say frankly 
that I cannot imagine any defense to this 
action.” 

“There isn’t any,” confidently asserted 
Marvin, 

“That’s all you know 
promptly retorted Judge Billy. 
turning to the Court he continued: 


about _ it, 


Then 


“There are just two very simple 
points involved: first, that a second 
administrator cannot attack the acts of 
his predecessor to the detriment of 8 
third party; and, second, that the at- 
tempted attack on the probate proceed- 
ings cannot be made here for the reason 
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that it is a collateral attack. The first 
point alone, of course, disposes of this 


ease. 
“The plaintiff’s father as administra- 


tor could not under any conceivable 
circumstances attack this sale unless at 
the very least he proceeded promptly and 
tendered back the purchase price. I do 
not concede that he could have attacked 
the sale at all; but if he could, surely 
it would be conceded that he would be 
estopped from impugning his own acts 
without making the defendant whole 
again. Now then, this plaintiff, as his 
father’s successor in the administrator- 
ship, cannot do what his predecessor 
could not have done. 

“J heard a preacher read from the 
Good Book not long ago that ‘the iniquity 
of the fathers is visited on _ the 
children even unto the third and 
fourth generations. In this ease 
the defendant suffers for his father’s 
carelessness in buying such a defective 
title; but on the other hand, the plain- 
tiff also must suffer for the iniquity of 
his father who sold the property, got 
the full consideration, and, according 
to the records there in the hands of the 
witness, squandered the money. Yes, I 
know that that is not in the record. But 
the point is that the plaintiff cannot do 
what his father could not have done. 
He must suffer like the defendant, for 
his father’s sin. He cannot maintain 
this action to undo his predecessor’s act 
even though that act was wholly irreg- 
ular and void.’ 

Judge Billy then read at length from 
the decisions of the courts and from 
other authorities. When he finished, the 
Judge turned to Mr. Marvin and asked, 
“What do you have to say, Mr. Marvin? 
That certainly seems to be a very well 
settled point that Judge Williams has 
raised, that a second administrator can- 
not maintain an action to set aside the 
acts of his predecessor to the detriment 
of third parties. I admit it is a surprise 
to me, but that’s one of the interesting 
things about the legal profession— 
there’s always something to learn.” 

Marvin got up slowly, clearly at his 
wit’s end for once. 

“Your Honor,” he finally said, “we 
were not expecting any such contention 
here to-day because at the time the 
demurrer was argued Judge Holman 
practically admitted that he could not 
conceive of any possible defense to the 
action. Judge Williams’ contention came 
to me as an absolute surprise, just as 
it did Your Honor, and I respectfully 
ask for an adjournment until this after- 
noon that I may present the authorities, 
which I am certain show that there is 
nothing to the argument that has been 
made by counsel.” 


A recess was taken until two o’clock 


and at that hour Mr. Marvin, crestfallen, 
appeared without a single authority. He 
arose and tried to argue to the Court 
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It is sometimes hard to per- 
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that the authorities read by Judge Billy 
did not apply. He harangued for fifteen 
minutes, while the Judge became more 
and more restless. At length he causti- 
eally asked, “Mr. Marvin, do you expect 
me to go contrary to those authorities 
on your bare word, simply because you 
happen to be on the other side?” 

“No, of course not,” protested Marvin. 

“Let me ask Judge Williams some- 
thing,” continued the Court. “Conceding 
that the plaintiff cannot maintain this 
action, surely you do not contend that 
the proceedings under which the sale was 
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made cannot be attacked at all, when 
according to the complaint, practically 


every jurisdictional requirement was 
omitted.” 
“No, Your Honor, the proceedings 


could have been nullified long ago by a 
direct attack brought by the heirs in the 
Superior Court of Stevens County,” 
answered Judge Billy. 

“Then,” further continued the Judge, 
“if this action is dismissed, is there 
anything to prevent the heirs from 
making such an attack and setting aside 
the sale now?” 















































































































The First National Bank of Visalia, 
California and the Producers Savings 
Bank, in Tulare Gounty in that State 
have become closely affiliated with the 
First National Bank of Los Angeles and 
the Angeles Trust & Savings Bank, of 
whieh Henry M. Robinson is president. 









































The transaction does not entail an 
outright purchase, but the stockholders 
of both the First National Bank of 
Visalia and the Producers Savings Bank, 
































by an exchange of shares, become co- 














partners in the entire business of these 
Los Angeles banks. The fact that the 
Los Angeles institutions have already 
made affiliations in Fresno places at the 
disposal of producers throughout the 
southern San Joaquin Valley, not only 
additional financial backing, but also 



























































a unified system for financing of crop 











movements. 
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The 81 Bank in America’s Leading Freight Center 


Established 1869 | MadisonandDearborn Streets, Chicago 


The directors of the Northwestern 
Trust & Savings Bank, Milwaukee Ave- 
nue and Division Street and the Second 
Northwestern State Bank, Milwaukee 
and Central Park avenues, in Chicago 
several weeks ago declared a bonus of 
ten per cent of their annual salaries to 
all employes. These banks recently in- 
stituted an employes’ capital stock pur- 
chase plan whereby employes may pur- 
chase stock of the bank on the install- 
ment plan. Over ninety per cent of the 
employes have availed themselves of 
this plan and have become stockholders 
of the institution. 


The Twenty-fifth Street and Central 
Avenue branch of the Hellman Com- 
mercial Trust and Savings Bank, Los 
Angeles, California, was opened a short 
time ago. H. Michel has been appointed 
manager of this branch. 
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“T presume, your Honor, that I might 
be excused from pointing out to My. 
Marvin what he can do to make more 
trouble for my client,” answered Judge 
Billy, “but I am in a liberal mood to. 
day. So I don’t mind saving that a 
one of the Bishop heirs is still a minor, 
that one at least could still attack the 
proceedings. It would make no dif. 
ference, however in so far as we are 
concerned.” 

“Why wouldn’t it?” interrupted Mar. 
vin, thinking he saw a straw at which 
to clutch. “If this case is dismissed, 
we'll simply turn around and bring one 
in the name of the heirs. Then where 
will you be? You might as well fight 
it out here and now. The result will 
be exactly the same. We'll substitute 
the heirs as parties in place of the 
administrator. I move now to be allowed 
to do that.” 

“T hardly think that would be regular, 
even if we knew that you had any 
authority to speak for the heirs” 
smoothly objected Judge Billy, “but at 
any rate we don’t care how many attacks 
the Bishop family may make. For all 
we care, the probate proceedings may be 
declared null and void. We own the 
land and ean defend it any time and 
any place, in any action that you ean 
bring up. On the tenth of August it 
was seven years since Mr. Bishop, 
senior, executed the deed to the defen- 
dant’s father. The Landreths moved on 
the land at once and have been in pos 
session ever since and have regularly 
paid the taxes. However defective the 
proceedings back of the administrator's 
deed may have been, the deed itself 
was perfectly good color of title, and 
the defendant is, therefore, the owner 
of the land under the seven year pre: 
scription statute against the whole world, 
the Bishops, even the minor included.” 

“Your Honor I insist that my motion 
be granted.” 


Marvin began to sputter and argue 
and protest. 

The Court listened for a moment and 
then said, “Mr. Marvin, there is no use 
arguing any further. As a strict matter 
of law you seem to have had a perfectly 
good cause of action when this ease was 
started ten months ago, although it 1s 
mighty poor law that gave it to you. 
‘ pparently, however, it is not only the 
iniquity of the fathers that is visited 
on the children, but the iniquity o 
their attorneys also. 

“The objection to the introduction of 
evidence is sustained on the grounds 
stated by counsel for the defendant, 
and the case is dismissed.” 

Bids have been taken on a_ branch 
office building for the First Trust and 
Deposit Company in Syracuse, Ne* 
York. The structure will be of stone, 
hollow tile and brick construction with 
stone exterior trimming. 
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Starts Dayton Foundation Fund 

It was announced recently that John 
H. Patterson, with other owners of the 
National Cash Register Company in 
Dayton, Ohio, started the Dayton Foun- 
dation fund on January 1. 

The principal of the accumulated 
fund is to be held as one common trust 
fund, and the income used for the benefit 
of the community in such manner and 
for such purposes as .the future may 
prove to be most desirable. 

The fund will be maintained by the 
union of gifts from charitable, public- 
spirited citizens. The money will be 
deposited with Dayton banks and trust 
companies acting as trustees and the 
income from the gifts will be applied 
as directed by a distribution committee, 
which will always consist of five mem- 
bers. The charter under which the 
Foundation Fund will funetion is per- 
petual. 

The first contributors were John H. 
Patterson, who. gave $137,500; Mrs. H. 
G. Carnell, $93,750; and Robert Pat- 
terson, $18,750. Mr. Patterson is the 
founder and chairman of the board of 
directors of the National Cash Register 
Company. Mrs. Carnell is a sister-in- 
law of John H. Patterson, and Robert 
Patterson is his nephew. 














































The Foundation plan is not an ex- 
perimental one. It originated in the 
mind of Judge Frederick H. Goff, who 
in 1914 established the Cleveland, Ohio, 
Foundation, and since that time, similar 
foundations have been established in 
nearly forty large centers covering all 
parts of the United States. 












W. D. Armstrong was recentiy elected 
president of the Citizens National 
Bank, Brownwood, Texas, and W. R. 
Serimgeour was elected vice-president. 
Ernest G. Albright was re-elected see- 
retary-manager. 
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Alexander F. Crichton has been 


elected president of the Unioa National 
Bank, Wilmington, Deleware. 











Announcement was recently made of 
the resignation of C. T. Jaffray, presi- 
dent of the First National Bank, Min- 
heapolis, as a member of the advisory 
council of the Federal Reserve Board 
of Minneapolis. 


























A. Ernest Margerison las resigned 
a& president of the Oxford Bank of 
Frankford, Philadelphia, and Bernard 
E. Effing, cashier since the bank’s or- 
ganization, has been elected to succeed 
him. W. E. Zander, assistant cashier, 
has been advanced to eashier. Mr. 


uargerison remains as chairman of the 
ard. 


Ground has been broken for a bank 
and apartment building for the First 
National Bank of Vaitehene ?e, Penn- 


Sylvania. It will be two stories high 
When completed. 
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(Aicago Becomes the Center of the 

Meat I racking I ndustry—I S62 

7 HE cattle industry had always flourished in the 
ft 


‘ontier West, and many of the towns along the 
Mississippi, notably St. Louis, became active centers. 
By 1862, however, it was seen clearly that Chicago, 
with its rapidly concentrating transportation facilities 
—railroads and shipping- —was the logical center. The 
great business of meat packing became the most im- 
portant of Chicago’s industries. And today, from her 


strategic position, Chicago’s meat products go into 
every corner of the globe. 





* 





* * 






Founded in 1799, when industry was a matter of 
straggling domestic manufacture, the Bank of the 
Manhattan Company has play ed an active part in the 
economic dev elopment of the country. Today, it 
numbers among its customers all over the country, 
vast organizations supplying the markets of the w orld. 
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Capital $5,000,000 Surplus and Undivided Profits, $16,985,084.27 
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SAFEGUARDING YOUR VAULTS 
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DETECTION IN 


STOPPING BANDIT ATTACKS 


““How to prevent” is a question vastly more 
important to bankers than the detection of 
criminals after the attack has been made 


T was noon, on the 29th of Decem- 

ber, 1921! The two young women 
employed as clerks in the First National 
Bank at Pearl River, New York, put on 
their hats and coats, and went out to 
lunch. It was also lunch hour for the 
president of the bank and when, a few 
minutes later, the cashier went home to 
“eat”—there were but two men left in 
charge of the bank. These two men 
were quite able to take care of any 
business that might, ordinarily, arise 
between twelve and one o'clock, for 
Pearl River is a small town of about 
three thousand,—one of those commu- 
-nities where the whole town “eats 
dinner” in the middle of the day and 
the main street is deserted, some of 
the shops closing for that portion of 
the day. 


About twelve thirty a well dressed 
man was seen to walk down the main 
street of Pearl River, and go into the 
bank. Then, crashing through the still- 
ness came shots, cries, panic! In less 
than five minutes after the well dressed 
stranger had entered the bank he had 


fledi—and the two clerks in the bank 
dead, a 


were railroad man who had 























The Alarm 
That Leads 
Them All 


The Safety Burglar Alarm 
is safeguarding hundreds of 
banks and giving genuine 
satisfaction. 


Real protection at minimum 
costs. 


Send for Catalog 


Safety Burglar Alarm Co., Inc. 
16 Fulton St., W. GRAND RAPIDS, MICH. 


M. R. LOMBARD 
Great Northern Hotel, Chicago 
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By JOHN W. GREY 


come to their aid was wounded—and 
a trail of blood led from the bank to 





REVENTION! Conditions in 
the criminal world are getting to 
be so that prevention must become 
a working motto for the detective 
——. police forces, and for the 
anks themselves. e business 
of detecting a crime after it is com- 
mitted is not half so valuable as 
the business of preventing a crime. 
Suppose that a bank is robbed of 
fifty thousand dollars. The detec- 
tives who are summoned on the 
case get busy, and spend weeks, 
possibly months, in following one 
clue or another. It may be that 
they finally get track of the men 
who committed the robbery. The 
men are tried, and sentenced, and 
it 1s remotely possible that the bank 
gets back a portion of its money. 
Most banks, of course, are protect- 
ed by insurance, but can any 
banker honestly say that the safe 
return of every cent taken, and the 
jailing of the guilty criminals can in 
any way make up for the great 
inconvenience to which the bank is 
put because of a holdup or burglary? 


When a prominent banker was 
recently asked if he would rather 
spend five hundred dollars for pre- 
vention or detection, he looked up, 
and unhesitatingly answered, “Say, 
Id rather spend a thousand dollars 
to prevent a holdup, than five 
hundred to discover who took the 
money after it was gone. 


Every banker in the country 
will agree with his attitude. The 
question of “how -to prevent’ is 
one that is worthy of a great deal 


of thought. 





the sidewalk and to an automobile in 
which the holdup men had made their 
escape. 













This is the third of a series of 
articles on the conflict between the 
bank burglar and the banks. This 
article discusses the urgent need 
for preventive measures as the first 
step in crime reduction. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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Just exactly what happened in the 
First National Bank at Pearl Rive 
that noon may never be told. Clues 
were left, but they may not lead to 
the capture of the murderers. <A derby 
hat was found, also a bunch of keys, a 
pair of eyeglasses, a German Army 
pistol which had jammed after one shot 
and had been thrown away, also a re. 
volver of American make. There were 
finger prints and a rear window in the 
bank was opened. But, even though 
the chase after the holdup men was 
started ten minutes after the murder, 
a week later found the detective forces 
of the country still looking for the men 
guilty of the crime of Pearl River. 

The hat and keys are probably the 
best clues to the identity of the men 
who carried out the holdup and, in¢- 
dentally, they preach one of the greatest 
lessons of the vast importance of pre- 
vention versus detection. 

On November 4th,—so bank officials 
of the First National Bank of Pearl 
River report—a man came into the 
bank and wished to hire a safe deposit 
box. This man was described as a tall, 
heavily-built, well-dressed man, 32 to 
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37 years old. He was about five feet 
nine inches tall. He was of dark com- 
plexion and wore a black derby hat and 
a light gray raincoat. 

One of the slain bank clerks took 
this man’s order, and the stranger gave 
the name of a prominent resident of 
Pearl River as a reference which was 
accepted without investigation. He 
received a box and key and was taken 
into the back room, where holders of 
safe deposit boxes are allowed to ex- 
amine their contents in privacy. 

On the afternoon of December 28th, 
the same man returned to the bank for 
the first time since November 4th. One 
of the women clerks waited on him. He 
presented his key and said that he 
wanted his safe deposit box. The 
woman said, “Your’re a stranger to me, 
you'll have to wait.” 

“Then she turned to the assistant 
eashier, who was killed; 

‘Do you know him?” she asked. 

“Well, his face looks familiar,” said 
the assistant cashier who had noticed 
the stranger on the day of his first 
visit. “I guess it’s all right.” 

The woman clerk then gave the key 
to the stranger and he went into the 
back room. After spending some time 
there he returned the key and went out. 

This “stranger of the safe deposit 
box” is now believed to have partici- 
pated in the holdup. At least a man 
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answering his general description was 
noticed on the main street of Pearl 
River about twelve thirty and was seen 
to go into the bank. The black derby 
hat was like the hat worn by the stran- 
ger who had rented the safe deposit 
box. The box itself was found on a 
table in the back room with a key in 
it and four other keys attached to the 
connecting keyring. In the box were 
two iron hinges and a few envelopes. 

Such evidence makes it seem positive 
that the holdup was premeditated,— 
deliberately planned for the hour of the 
day when both the bank and the main 
street were usually deserted. The time 
of the robbery was a careful stroke of 
business, but the criminals were more 
efficient than to merely plan the robbery 
during the noon hour. Directly across 
from the bank is the Pearl River post 
office, and the desk of the head clerk is 
placed in such a position that he can 
look across-the street and see all that 
is going on in the bank. But the clerk 
was not at his desk at twelve thirty on 
December 29th,—he was talking to a 
stranger, a man who called him to the 
stamp window and held his attention 
for two or three minutes regarding a 
trivial matter. This man eseaped in the 
excitement following the shooting. 

Still further proof of the efficiency 
of the criminal comes from the fact 
that Thursday, December 29th, was pay- 


59 


ee, nn enn enn nn ne nae Terao nna 


day for the four hundred employes of 
the Dexter Folder Company. As it 
happened, the payroll of $8,137.28 was 
collected unusually early in the day by 
two armed messengers. 

Even though the payroll was missing, 
the money loss of the bank would, of 
course, have been great if it had not 
been for the fight displayed by the two 
bank employes who gave their lives 
in the battle. 

All of this knowledge was, of course, 
gathered by the detectives who were 
immediately summoned. They detected 
a gréat many valuable clues, and care- 
fully pieced, bit by bit, the stories of 
the bank employes and those persons 
about the main street at the time, until 
it seems certain that they must sooner 
or later arrest the men who took part in 
the crime. 

That’s detection! 

How much better prevention would 
have been ! 

Suppose, for instance, when that 
stranger came into the little, rather out 
of the way town, and asked for a safe 
deposit box, the bank authorities had 
really looked him up. He gave as his 


_ reference the name of a prominent man. 


Investigation, after the .crime, showed 
-that the prominent man knew nothing 
of the stranger. If he had been asked 
in November, he would have reported 
this fact to the bank authorities. Then, 
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HEN in 45 minutes the acetylene torch can eat its way through 

a modern manganese steel door and open a bank safe or vault, 

as the illustration herewith shows, some other means of protection 
against yeggmen is vitally necessary. 
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And surely that protection is 
best on which insurance com- 
panies are willing to give the 
largest premium discount. 


For this reason every banker 
should clearly understand just 
what the Anakin Alarm and 
Locking System does—by 
sounding an alarm and relock- 
ing the vault door in case of 


The cost of insurance on installing the 
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—a larger discount than allowed by insur- 
ance companies on any other protection. 
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have made a further in- 
and would have discovered 
a great deal that was suspicious,—for 
instance that the stranger had given 
a fraudulent name, and address. With 
this information they could have been 
waiting for the man’s return, and when 
he came back the afternoon before the 
robbery he would have been taken into 
custody and questioned at length. If 
he was, as some reports seem to believe, 
a hardened criminal lately released from 
jail, he could have been apprehended. 
At any rate, a very little prevention 
might easily have forestalled the crime 
at Pearl Rivera holdup which, while 
it did not cause any money loss to the 
bank, took the lives of two employes. 


could 
vestigation 


they 


The question of “how to prevent” is 
one that is worthy of a great deal of 
thought. As has been pointed out in a 
previous article, the “new” crook is a 
man of rare efficiency. He works with 
a sureness that discloses how carefully 
he studies the “lay” of the bank weeks 
before he attempts a “holdup.” That is 
one of the reasons why the bank officials 
and employes should be instructed in 
the art of keeping their eyes and ears 
open. 

Go back to the tragedy at Pearl 
River, New York. When the bank of- 
ficials and employes were questioned 
after the crime for any clues that might 
lead to the arrest of the holdup man, 
they remembered immediately — the 
strange man who had rented the safe 
deposit box. The lesson is this—when 
any strange i 
about a bank, it ought to be the business 
of one or more individuals to find out 
why that person is there. 
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business with a bank never spend much 
time looking about. <A stranger, who 
might be in quest of information or 
even change of a big bill, will go 
directly to one of the teller’s cages, 
transact business, and get out. A man 
or woman who comes into a bank rather 
aimlessly, looks around, and then goes 
out, should be treated as an object of 
suspicion. Investigate all references. 
If an individual has aroused 
suspicion makes a second appearance 
about the bank, it would be well for the 
president of the institution to eall up 
his detective agency, and have them 
investigate the “visitor.” 


who 


An important point in prevention is 
that as long as there is a prevaleney of 
crime it will be well not to have the 
bank run along the line of clock work. 
Crooks make a study of the routine of 
a bank, the Inneh hours, ete. Referring 
onee again to the Pearl Riyer holdup, 
the man knew that on December 29th 
the payroll of the Dexter Folder 
Company was made up at the bank! 
As far as the routine is concerned, 
don’t allow the bank to be short handed 
at the same time day after dav! If a 
holdup man finds two people on duty 
one day—and four the next at the same 
hour—he will be puzzled and not sure 
of himself. 


Then, too, the course of silence should 
be drilled into the minds of the voung 
people about the bank. It is all right to 
say that a bank emplovs only young 
people of 
suppose 


However, 
investigated and 
know that your assistant paying teller 
is a lad from a good home and one who 
goes to church every Sunday. It is 


character. 
have 


200d 
you 


impossible to say that any young man is 
not susceptible to the wiles of an attrac- 
tive woman, especially when that young 
woman is a elever crook, trained in the 
underworld, and not at all scrupulous 
about the methods she will use to obtain 
information regarding the business of 
the bank. In the same way it is possible 
for the crook to gain the confidence of 
one of the stenographers although, of 
course, the men are naturally more 
susceptible. You cannot absolutely reg- 
ulate the lives of the bank employes, but 
you can by constant conversation and 
example, instill in, them the necessity 
of never telling anything they know of 
the business of the bank, and. it is 
possible to teach every employe to be 
suspicious of strangers or of anyone 
they have not known for a_ lengthy 
period. When a stranger starts asking 
questions, train the bank employes to 
make a careful note of the individual and 
his questions—and hand in a report. This 
‘an in turn be given to a detective 
ageney which, by looking up the “ques- 
tioner,” might easily “prevent” a rob- 
bery.. 


This is one angle of the prevention 


by mentioning 


There are other angles as vitally im. 
portant. 

Suppose, for instance, that every 
bank in the country were provided with 
bullet proof glass. That is one of the 
new great inventions, and has proved 
to be so successful that the United States 
government has put this glass into the 
new big mail trucks. When officially 
tested out under the supervision of the 
United States Army, this glass really 
stopped bullets fired from a big calibre 
revolver. 

The arrangement of vour bank is of 
vast importance, and it is always wise 
to place the paying and receiving cages 
in such a position that they ean be seen 
form the street. This will help in ease 
of a holdup, or an attempted burglary 
at night. Of course, it is rather late in 
the day to suggest that a bank should 
never be dark. 

The question of arming the bank 
employes is one that is debatable. The 
men at Pearl River were killed defend- 
ing the bank’s money. It would have 
been better for the holdup men to have 
taken a few thousands of dollars than 
to have had two men die. Life is far 
more precious than money. There is a 
saving in the underworld that “a good 
thief never However, — the 
underworld has changed, and the gang- 


shoots.” 


ster who is now a holdup man is apt 
to shoct, and recklessly. As a whole, 
however, the professional holdup man 
or bank burglar knows that’ if he kills 
a man he jeopardizes his chance of 
escape. It would better to in- 
struet the employes of the bank in 
methods of prevention that come before 
the holdup, than in the art of using a 
gun which may lead to a pistol battle, 
wounding, or death. 


seem 


Another important phase of the hold- 
up game against which the banking in- 
stitutions of the country must find a 
method of protection is the wavlaying 
and robbing of bank messengers. The 
newspapers of the country have carried 
the stories of a hundred or more rob- 
beries of bank messengers in the past 
few months, and in each case the men 
held up were carrying a large payroll 
from the bank to the office of a manv- 
facturer. 

All too often the messengers were not 
really protected. Take the case of the 
two boys from a Brooklyn bank who 
were held up on December 15th. They 
were carrying a payroll of nearly twenty 
thousand dollars. On a fairly busy 
street, in the middle of the day, they 
were attacked by four men. The mes 
sengers were both armed, but the attack 
was so overpowering, so quick, that the 
messengers were unable to draw 
their guns. The guns then, were abs0- 
lutely no protection! 


even 


If banks are going to send nearly 
twenty thousand dollars through the 
streets, it would seem worth while tor 
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them to adequately guard such a sum. 
Beside the two men carrying the payroll 
there should be two other armed guards, 
—one walking about a hundred feet 
in front of the messengers, the other 
walking about the same distance back 
of the messengers. In ease of attack 
these two men could run in, and really 
cover the holdup men with their guns, 
not only preventing the robbery, but 
also preventing an escape. 

The Post Office Department was 
foreed to call on the marines to help 
guard the mail trucks and today each of 
the big trucks has an armed marine on 
the seat beside the driver. The Post 
Office suffered greatly from holdups— 
and it was only recently announced that 
on July 18th, 1921, $1,477,000 worth of 
cancelled government bonds were taken 
from the General Post Office in New 
York Citv. When the eancellation 
marks had been earefully eradicated, 
the bonds were put back in circulation. 
The Post Office officials have found a 
method of protection and so must the 
banks. 

However, even a squad of armed 
messengers does not always seem to 
hinder the actions of the crooks. The 
banker must look further for really 
adequate protection. 

Take the case of the Maywood holdup! 
Maywood is a suburb of Chieago. Three 
blocks away from the Maywood State 
Bank is one of the factories of the 
American Can Company. On the 5th 
and 20th of each month the cashier of 
the Can Company makes up the payroll, 
and sends it over to the bank. On 
January 5th, this amounted to $12,000. 
When the payroll had been completed, 
the president of the bank called up the 
chief of police of Maywood. <A few 
minutes later the chief, driving his own 
small car, stopped in front of the bank. 
The president of the bank and an armed 
bank messenger carried out two bags con- 
taining the $12,000 and climbed into the 
back seat. The chief started his engine, 
and drove towards the office of the 
company. Half a block away, he heard 
a big car coming back of him, and 
turned out to let it pass. This car was 
afterwards identified as a mud _ spat- 
tered, delapidated car that had been 
standing near the bank, and which had 
carried no license plates. As the big 
car drew opposite the smaller one driven 
by the Maywood chief of police, the 
men in the big ear suddenly started to 
fire shots into the small car eontaining 
the payroll. 

The chief stopped his car, and reached 
for his revolver. Shots from two revol- 
vers and a sawed off shot gun poured 
into the little car. The president of 
the Maywood State Bank was hit four 


times, and instantly killed. The armed: 


bank messenger was wounded, and put 
out of the fight. Two bandits jumped 
from their car. One of them pressed a 
gun against the chief of police, who had 
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Outwitting the 
Bank: Robbers 


Shes appalling increase in bank burglaries 
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makes it imperative ‘for every banker 
to consider seriously the protection of his 
vaults, not only to safeguard valuables, but. 


community. 


Wherever Simplex night protection is installed, 
it is positive insurance against any forced opening. 


) | 

also to maintain the confidence of the | 
| 

| 


Simplex Door Protection is constantly on guard 
against jarring, pounding or dynamiting, as well as 
against opening during the night. The lining on the 
vault interior cannot be penetrated, does not become 
detached and will outlast your building in point of 


service. 


Simplex Daylight Protection is additional insur- | 
ance against holdups and does not endanger the lives | 


of employes. It is safe, ‘‘foolproof,’’ and free from 
the danger of false alarms. 


The Simplex System in YOUR bank means 
complete day and night protection ! 


Write us for full information 


Simplex Alarm Company 


Milwaukee, Wisconsin 








heen badly burnt by a shot that grazed 
his faee, while the other reached into 
the back of the ear, where there was one 
dead and one wounded man, and took 
the money bags. Then both men jumped 
into the big car and escaped. 

Such is is the story of the Maywood 
holdup as it was sent to the papers of 
the country on the afternoon of January 
fifth! And it would seem that a chief 
of police, an armed guard, a_ bank 
president, and an automobile would be 
enough protection for a payroll. 

However, as long as the payroll has 
become a matter of tempting bait to the 
criminal, there is but one safe method 
of protection—and that is to have the 
large manufacturing companies pay the 
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salaries of their employes in checks! 
This will mean a little moré work and a 
slight ineconvenience—but it will elimi 
nate a great deal of crime! 
Protection! This must be the keynote 
of the banks and the big industries of 
the country! The police must quicken 
their pace! Today the police are about 
ninety-five per cent detective, and five 
per cent protective! This is not al- 
together a matter of criticism, for they 
have had to absolutely reorganize their 
methods of obtaining information re 
garding the actions of the underworld! 
Before prohibition the detective forces 
knew where the crooks of each eity 
gathered, and these dives were carefully 
watched. Now they have been wiped 
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out of existence, and the crook is cireu- 
lating in the more respectable portions 
of town. It is almost impossible for 
the police, with their present methods of 
“checking up” individuals, to constantly 
follow the movements of the members 
of the underworld. 

The battle between the banks and the 
underworld was never more acute than it 
is at the present moment. The situation is 
verging on a reign of terror. If the 
banks are to win the battle they must 
institute a program of protection! 


Sketches are being prepared for a 
$100,000 building for the Ephrata, 
Pennsylvania, National Bank. It will 
be one story high. 


A NEW SCHEME TO RIFLE 
DEPOSIT BOXES 

A new method is being used in some 
safe deposit vaults to rifle the boxes of 
the holders. The scheme, dependent upon 
the negligence of attendants, is as fol- 
lows: 

A sneak thief rents a box in a safe 
deposit vault. He enters the room of 
the vault, and where no eustodian ac- 


companies the box holders to the boxes, 
he watches an individual open his box. 
Then when the box holder enters the 
booth, he slips up to the safe deposit 
box and extracts the duplicate key, 
which is usually on the box holder’s 
key ring. After the box holder replaces 
in the box the articles he was looking at, 
the crook goes out with him, but re- 
turns a few minutes later, telling the 
custodian that he forgot the most im- 
portant thing he came after. He enters 
the vault and rifles the box of the man 
whose key he stole. 

An operation of this kind can be 
entirely eliminated by the custodian of 
the bank going to the boxes with the 
renters, and opening them for the hold- 
ers.—Ill. Bankers Assn. Protective Bul- 
letin. 

Combating Crime in Iowa 

The vigilance committee of the Mar- 
shall County, Iowa, Bankers Association 
recently held a meeting in Marshall- 
town, at which more than two hundred 
vigilantes and bankers were present. 
Speakers, all of whom are identified 
with law enforcement in Iowa, urged 
upon those present to take proper meas- 


TESTS THAT DETERMINE 


INSURANCE 








DISCOUNTS 


Photo by International 


These illustrations show experts at work in the casualty department of the Underwriters’ 
Laboratory. yo the ability of various appliances submitted to withstand these tests, the under- 
e 


writers place their rating and insurance. 


As shown in the lower picture, the engineer readily arrives at a conclusion as to whether or 
not this alarm may be silenced by heat or may be burned open and silenced without sufficient 
expansion to sound the alarm before the person opening the vault is enabled to get to the alarm 
and put it out of business. It will be noted that several trials have been made on the metal with 


a torch and that none have burned through. 





BANKERS MONTHLY for FEBRUARY, 192 





ures that would combat the increasing 
criminal operations that are now sweep. 
ing the State of Iowa and other parts 
of the country. 

In twenty-seven months there have 
been 119 bank robberies in Iowa, in. 
cluding sixty-five successful night burg. 
laries. In addition, there were forty- 
one unsuccessful attempts to rob banks 
at night. Up to July 1, 1921, there 
was an average of six to nine bank 
robberies a month but, since the organ- 
ization of the vigilante committee, there 
has been a noticeable decrease in rob- 
beries. 

One of the speakers brought out the 
fact that in Marshall County there are 
twenty-four banks with deposits of 
thirteen millions and to protect these 
interests there is one sheriff who has the 
assistance of two deputies. When a 
murder or robbery occurred, it was 
almost a physical impossibility to ap- 
prehend the criminal. The vigilante 
committee has been organized to meet 
such an emergency and is doing exeel- 
lent work in this respect. 


Forger Captured in New Orleans 

A police officer and another man 
were standing on a street corner in New 
Orleans several weeks ago when an 
ordinary looking individual stepped up 
to them and asked why the street cars 
didn’t stop when he signalled them. The 
man talking to the policeman recognized 
the stranger as William Manella, who 
has been pestering banks all over the 
country in recent months by passing 
bad checks, and who had been followed 
from place to place by detectives of the 
William J. Burns Agency, acting under 
the direction of the protective depart- 
ment of the American Bankers <Asso- 
ciation. 

The Burns detective asked Manella if 
he wasn’t a stranger in New Orleans 
and Manella’s replies were so vague that 
he was taken to police headquarters, 
where it is reported he confessed the 
passing of a large number of worthless 
checks in small amounts in various 
cities. 

Manella’s operations extended from 
New York to the Pacifie Coast and 
back again, and on one oceasion he 
moved over into Canada where he 
cashed one or two small checks at 
Toronto. 


The records show that Manella, whose 
method was to deposit a bogus check 
for several thousand dollars and then 
draw smaller checks of $10, $15 and 
$20 against the deposit, seldom at- 
tempted to cash large checks, and after 
one or two small operations he would 
leave the locality in which he had 
operated and put a large part of the 
country between him and his last crime. 

The criminal was nearly caught two 
or three times, but succeeded in each in- 
stance in eluding the police. He is re 
ported to have operated in a number 
of large cities. 
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COMBINES LOCKING DEVICE 
WITH ALARM SYSTEM 


Both mechanical and electrical pro- 
tection have been included in a new 
alarm system recently designed for banks 
by the Anakin Lock Works. This com- 
pany heretofore has been specializing 
in the installation of a re-locking device 
on vault doors. 


While the new system affords  elec- 
trical protection similar to other recog- 
nized alarms, the addition of the re- 
locking device as a part of the Anakin 
system is considered valuable as af- 
fording a double safeguard in case of 
attack. It is installed on the door along 
with the regular wiring system and 
operates instantaneously with the sound- 
ing of the alarm. In other words, the 
criminal would be confronted not only 
with the sound of the gong, outside the 
bank or at a distant point, but the vault 
door would be re-locked at the same 
time. 

The Anakin system uses a closed cir- 
cuit and is made more simple in con- 
struction by the elimination of time 
clocks, testing devices and other ap- 
paratus. 


This development by the Anakin or- 
ganization of a system for night and 
day protection against burglary or hold- 
up recalls the unusual record of the 
Anakin lock which is said to have saved 
sixty-nine banks from successful attack 
in the past eighteen months,—one bank 
having been attacked twice within four 
nights. 


ROBBERS MURDER BANKER 
IN DARING HOLD-UP 


A messenger of the Maywood State 
Bank, Maywood, Illinois, accompanied 
by the chief of police and John Soffel, 
president of the bank, was robbed of 
the $12,000 pay roll which he was earry- 
ing to deliver to the American Can Com- 
pany plant of that city, by a gang of 
bandits on January 5. Mr. Soffel was 
killed without one word of warning and 
the two others wounded. 


J. A. House, president of the trust 
company division, American Bankers 
Association, and president of the Guard- 
ian Savings and Trust Company, Cleve- 
land, has announced Thursday, Feb- 
Tuary 16, as the date of the eleventh 
annual trust companies’ banquet, and 
the third mid-winter conference, to be 
held at the Waldorf-Astoria Hotel, New 
York City. President House will pre- 


side at the banquet in the evening and 
Theodore G. Smith, vice-president, trust 
company division, and vice-president, 
Central Union Trust Company, New 
York City, will preside at the morning 
and afternoon sessions of the conference. 
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THE J. BAUM SAFE & LOCK CO. 


617 East Front Street 


Cincinnati, Ohio 


Manufacturers of Safe Deposit 
Boxes, Vaults, Chests, and the only 
solid, one-piece, back and front fire- 
proof safe on the market to-day. 


Let us Serve you 





People are forming the safe deposit box habit 


OUR depositors will expect this 
service from you. 


Now is the most advantageous 
time to buy equipment. 


When placing your order, specify 
the locks which set the standard of 
quality. 


Specify S. &. G. Security. 








On the morning of December 31st, 
the safe of the Citizens State Bank, 
Pleasant Hill, Ill., was burglarized by 
veggs, who blew it with nitro-glycerine. 
The money loss amounted to about $200. 
The burglars were unable to gain en- 
trance to the money box of the safe, 
which was almost destroyed. A large 
property loss was sustained in the 
further damage to the fixtures. 


At the annual meeting of the share- 
holders of the Irving National Bank in 
New York, Henry Fletcher, chairman of 
the board of Swan & Finch Company, 
and Adam K. Luke, treasurer of the 
West Virginia Pulp & Paper Company, 
were added to the board. 


The new home of the American Sav- 
ings bank, Maquoketa, Iowa, was opened 
for business on January 11. 





Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


writing to our advertisers. 


The National Bank of Commerce in 
St. Louis shows a gain of $1,343,921.45 
in savings in 1921, registering the 
greatest expansion in St. Louis. The 
department, now four years old, has 
45,000 savers with total: deposits of 
$6,821,110.14. H. H. Reinhard is in 


charge of the savings. 


Nothing Doing 

“Mandy, I thinks I’se gwine put on 
my bes’ clothes and go down to de 
theayter ternight to see de chorus ladies 
dance.” 

“Rastus, listen heah. If dat am whut 
yuh thinks, then yuh’d bettah think 
again. Niggah, yuh ain’t gwine put on 
nothin’ to go no place no time to see 
nobody do nothin’, never, nohow an’ not 
at all. Does yuh understan’ ?’—Nash- 
ville Tennesseean. 
















[ J PON the foundation of more 


than half a century’s experience 
and growth is based the present organi- 


zation of 


the FIRST NATIONAL 


BANK of CHICAGO and the FIRST 
TRUST AND SAVINGS BANK. | 


This experience has developed 
a highly specialized service in both 
banks, applicable to the needs of banks 


and bankers. 


Calls and correspondence are 
invited relative to the facilities afforded 
for the transaction of domestic and in- 
ternational financial business of every 
conservative character. 


Combined Resources exceed $300,000,000 


JAMES B. FORGAN, Chairman 
Board of Directors of Both Banks 


FRANK O. WETMORE, President 
First National Bank of Chicago 


Arthur L. Hubbard, president of the 
First National Bank, South Bend, 
Indiana, has been elected president of 
the Farmers Trust Company in that 
city, sueceeding James H. MeGill of 
Valparaiso, Indiana. Fred W. Keller 
has been made vice-president, and Claude 
J. Jackson was re-elected secretary- 
treasurer. 

Herod B. Hull is the new president of 
the Aurora Trust and Savings Bank, 
Aurora, Illinois. He sueceeds C. C. 
Wroughton, who retires to enter the 
insurance business. 

3ids will be taken soon on a building 
to be erected by the First National 
Bank, Albuquerque, New Mexico. 





MELVIN A. TRAYLOR, President 
First Trust and Savings Bank 


Work on a new addition to the build- 
ing oceupied by the Mechanics Na- 
tional Bank, Coneord, New Hampshire, 
will start shortly. 
taken. 


Bids. are now being 


First National Bank, Monroe, Wis- 
consin, celebrated the completion of its 
new banking house some time ago. 

The First National Bank, Mt. Vernon, 
Ohio, moved into its newly remodeled 
banking home some time ago. 

The new Mission branch of the Se- 
curity Bank and Trust Company, San 
Francisco, California, opened for busi- 
ness on January 3. L. W. Jenkins is 
manager of the new branch. 
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CAPTURE BANDITS IN 
RECORD TIME 


On January 10th at 10:00 A. M., three 
automobile bandits forced the small ear 
of a bank messenger of the Community 
State Bank, Chicago, who was carrying 
$2,750 in silver coin, to the curb, and 
forced him at the point of revolvers to 
surrender his valuable load. They then 
sped away pursued by automobile squads 
from many of the Chicago police sta- 
tions, who were given the general diree- 
tion in which they eseaped. 

Within an hour after the crime the 
men were arrested. They are Abe 
Schaffner and Fritz Flanagan. The third 
criminal’s name has not been learned, 
but a well known companion of Schaff- 
ner is suspected. Schaffner is now un- 
der sentence to the Illinois State Peni- 
tentiary for robbery of the Argo State 
Bank, at Argo, a suburb of Chicago, but 
is out on a writ from the Supreme Court 
of that state. 
convict. 


Flanagan is an. ex- 


HELPING CUSTOMERS ON 
THEIR INCOME TAX 


A new and handy booklet which ena- 
bles the taxpayer to keep an accurate 
income tax accounting record has been 
compiled by a Chicago firm and is being 
used by several banks in that city for 
distribution among selected lists of eus- 
tomers. Several unique features of the 
booklet serve as aids in simplifving the 
procedure for taxpayers and in giving 
them an insight into the complexities of 
the law. 

Gifts of this kind to profitable cus- 
tomers of the bank render a real service 
in helping to solve the tax problems 
of individuals and, in doing so, promote 
good will which has a lasting advertis- 
ing value for the bank. 





R. G. Baynham, Jr., has been elected 
vice-president of the Citizens Bank and 
Trust Company at Madisonville, Ken- 
tucky. He is perhaps the youngest 
vice-president of a bank in Kentucky 
and is familiar with every detail of 
banking. 

At a meeting of the stockholders of 
the Citizens Bank and Trust Company, 
the surplus of the bank was increased 
$4,000. W. W. Stodghill, W. A. Clark, 
L. G. Ray, B. N. Gordon, J. T., Alex- 
ander, J. W. Powell and R. G. Baynham, 
Jr., were elected directors. The new 
directors are Messrs. Powell and Bayn- 
ham. 


A new branch bank will be opened at 
Kinsman Road and FE. 116th St. m 
Cleveland for the Garfield Savings Bank. 


The Bank of Dover, Arkansas, will 
erect a new building. It will be of 
brick construction. 
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ELECTED VICE PRESIDENT 
OF BANKERS SERVICE 


President Breckinridge Jones, of the 
Mississippi Valley Trust Company, an- 
nounced on January 14, that G. Prather 
Knapp. publicity manager of that in- 
stitution. leaves that institution on 
February 1 to become vice-president of 
the Bankers Service Corporation of 
New York City. 

The Bankers Service Corporation has 
specialized in the development of depos- 
its for financial institutions for thir- 
teen years and has served thousands of 
them in various capacities. 

Mr. Knapp was educated at St. Louis 
University and had his original en- 
trance into publicity work under W. A. 
Kelso in the publicity department of the 
World's Fair in St. Louis. He has 






G. PRATHER KNAPP 





served the Mississippi Valley Trust 
Company in various capacities for many 
years and was given a place on the 
officers’ statf of the institution, as 
publicity manager, in 1919. For two 
years past, he has been a member of the 
committee on publicity of the trust 
company division of the American bank- 
ers Association and was elected a di- 
rector of the Financial Advertisers 
Association at its convention in Atlanta 
in June, 1921. 

He has been active as a speaker and 
writer on publicity and developmental 
work for financial institutions and his 
expressions on the subject have been 
widely quoted in newspapers and bank- 
ing journals. 

His speech on “The Daily Newspaper 
and Its Use by a Bank,” before the 
financial advertising departmental of 
the Associated .Advertising Clubs of 
the World, at Atlanta, last June, was 
selected as the best speech of the depart- 
mental for re-delivery to the general 
convention. 


He will head the advertising division . 


of the Bankers Service Corporation, of 
which Carlisle H. Baldwin is president 
and R. B. Nisbet, Jr.,-is managing vice- 
President. Other vice-présidents are: 





Readers 
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Dollars. 


29 Luckie Street, Atlanta, Ga. 
























Barcelona Stockholm 



















Robert Greig; Harry C. Graham; 
George J. Bailey; Thomas L. Farrar 
and W. A. Leonard. M. A, Hanna is 
Seeretary and George F. Taylor is 
Treasurer. 





Announcement has been made by the 
directors of the State Bank of Bruce, 
Wisconsin, of the resignation of L. E. 
Knudson, cashier. He is sueceeded by P. 
C. Anderson, former cashier of the Pio- 
neer National Bank at Ladysmith, Wis- 
consin. 

Claude A. Campbell, assistant secre- 
tary of the Ohio Savings Bank & Trust 
Company, Toledo, Ohio, has been made 
general assistant secretary. 
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and SYDNEY 


in the Commonwealth 
of AUSTRALIA: 


The recently opened branch of the American 
Express Company, Inc., in Sydney, Australia, 
enables this organization to offer the Services of the 
only American financial institution, operating its own - 
office in the Commonwealth. . 


Our Sydney office is equipped to handle collec- 
tions; and we solicit from banks and bankers offers 
of bills drawn on Sydney in either Sterling or 


AMERICAN. EXPRESS CO. 


65 BROADWAY, NEW YORK 


Market Street at Second, San Francisco, Cal. 
Ninth & Locust Streets, St. Louis, Mo. 32 North Dearborn Street, Chicago, Ill. 
231 St. James Street, Montreal, Canada 


AMERICAN EXPRESS SYSTEM FOREIGN OFFICES 


GREAT ITALY 
BRITAIN Rome 
London Naples 
Liverpool Genoa 
Southampton Florence 
Edinburgh 

Glasgow peri 
— Brussels 
Seale HOLLAND 
Lyons Rotterdam 
Havre Amsterdam 
Nice | SCANDINAVIA 
Marseilles Copenhagen 
SPAIN Christiania 
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Lucerne FAR EAST 
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oe Yokohama 
* Kobe 
GERMANY Hong Kong 
Berlin Shanghai 
Bremen Tientsin 
Hamburg Manila, P.I. 
Coblenz Peking 
—.. Calcutta 
Buenos Aires SYDNEY 
Montevideo 
Valparaiso CANADA 
EGYPT Montreal 
Cairo Toronto 


The Box Butte County Bankers Asso- 
ciation was recently organized at a 
meeting held in Alliance, Nebraska. The 
officers are: R. M. Hampton, First 
National Bank, Alliance, president; F. 
W. Harris, vice-president and Charles 
Brittan, secretary-treasurer. 

A. W. Broecker has been named vice- 
president of the Stony Island Trust 
Company, Chicago, succeeding Edward 
I. Bloom. 

The First National Bank, South Fork, 
Pennsylvania, has selected an architect 
to draw plans for a two story bank 
edifice. The building will be of brick 
construction. 
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The White-washed City 
Where Stalks Decay 


, 
Ranp M*NaLLy 


The 
RAND MCNALLY 
International Atlas 
of the World 


contains 419 pages, size 
11x14 inches closed, bound 
in cloth and in full leather. 
For the general reader, stu- 
dent, business man. 128 
pages of maps covering the 
entire world in detail. 
New countries, new boun- 
daries, new groupings of 
islands. 

The reverse side of each 
map contains information 
about that particular coun- 
try or state. 


24 pages of full color 
illustrations showing in- 
teresting. and important 
sights and scenes in all 
parts of the world. 

135 pages of indexes 
giving location on the 
maps and latest popula- 
tion figures of practically 
all cities, towns and im- 
portant places throughout 
the world. 


RAND MCNALLY & CO. 


TY 


536 S. Crark St., CuHicaco 


_——_—_——— SSS 
WRITE FOR FREE MAP AND FULL INFORMATION ON INTERNATIONAL ATLAS 


High up, in the mountains of Tibet, is the 
forbidden city of Lhasa, where the Christian is 
excluded and where decay stalks in the streets, 
past the white-washed buildings. The past— 
with its mystery, its customs, its stand-still civili- 
zation, lifts its ugly head and leers at the modern 
and uplifting. Dogs and pigs roam at will. The 
rough lanes are rutted with the traffic of ages. 
Every house is shared by humans and yaks, 
the common beast of burden. 


You'll find Lhasa on the map of Asia, page 225 
of the Ranp M¢NAa.Ly INTERNATIONAL ATLAS. 
This forbidden city has lived for centuries in a 
little world of its own. In the sunlight it is a 
gorgeous spectacle which fades upon close 
approach into a sordid abode of the unwashed 
and crafty. It is a part of the great romance of 
Geography, made clear by maps. 


No matter what or where the place, you'll 
find iton a RAND MGENatty Map. The uttermost 
parts of the earth are included, as they are now 
and as they were in olden times. There is a 
Ranp M&NaA_ty Map for every person and every 
purpose. People think of maps when they think 
of Ranp M¢&Natty—which is a world-known 
name that stands for education and progress. 


» MENALILY & GOMIPANY 


Map Headquarters 


42 E. 22np St., New York 


The American National Bank, New- 
berry, South Carolina, has increased its 
capital stock from $100,000 to $150,000. 


The First National Bank, Loveland, 
Colorado, has accepted the resignation 
of I. J. Henderson from the presidency, 
and elected Hugh Scilley to take his 
place. 


Fred R. Eaton, cashier of the Kala- 
mazoo National Bank, Kalamazoo, Mich- 
igan, has resigned to become treasurer 
of the C. G. Spring Company in that 
city. 


At a meeting of the stockholders and 
directors of the Chicago Trust Company 
held on January 10th, the Board of 
directors was re-elected, also the officers 
with the addition of Howard H. Hilton, 
assistant cashier and D. D. Kleder, 
assistant secretary. 


The recent statement of condition of 
the Central Manufacturing District 
Bank in Chicago shows a healthy, con- 
sistent growth despite the business de- 
pression. The deposits have grown to 
$5,633,532.07 from $2,401,030.66 in 
1917. 


AMERICA’S OLD COINS 
(Continued from page 41) 


but it is extremely difficult to secure 
data on them. The majority of the 
catalogues do not mention either of the 
coins, while several list but one or the 
other. In none of the catalogues do 
both of these coins appear. Buying 
lists which contain either of these pieces 
offer from $50 to $100 for the $2.50 
coin and $25 for the gold dollar. 
ENCASED POSTAGE STAMPS 

Quite interesting is the series of en- 
cased postage stamps put out by a 
number of firms during the Civil War, 
owing to the great scarcity of minor 
coinage at the time. They consist of 
unused postage stamps of the period, 
of various denominations, framed in a 
circular metal case on the back of which 
appeared advertisements of the firms 
issuing them. In the front of the frame 
a piece of mica was inserted to protect 
the stamps while exposing it to view. 
The device was issued under the patent 
of J. Gault, but the issue of fractional 
currency by the government. shortly 
afterward put an end to the utility of 
the encased postage stamp. 

All of these encased stamps are 
sought by collectors, and coin dealers 
will pay $1 each for even the most 
common varieties provided they are in 
fine condition. Some of the encased 
stamps of the higher denominations are 
quite valuable, as also are a number 
of the rarer issues—those of firms who 
gave out but a small number of the 
pieces. 

PERPLEXING MATTER OF 
CONDITION 

People frequently wonder why it is 
impossible to estimate the value of a 
coin without seeing it. This will be 
more readily understood when it is 
stated that even experts differ at times 
as to the actual condition of a coin—due 
to the amount of wear it has undergone. 
For instance, to be in fine condition only, 
it must show evidence of but little wear 
even on the higher parts of the delicate 
lines which constitute hair or tracery of 
any kind. Higher grade coins should 
show less wear and uncireulated ones, 
none. There are differences even as to 
the very good and fine classifications, 
and all of these affect the monetary 
value of a rare coin considerably. 

One dealer makes a good comparison 
when he says that judging a coin is 
somewhat like appraising a diamond. 
A stone with a flaw or off color is worth 
only a small amount per carat, while 
perfect brilliants of most desirable 
color command prices many times 4% 
large. It requires knowledge, expert 
ence and personal examinations to place 
a correct valuation on either. 


CONFEDERATE STATES HALF 
DOLLAR 


An interesting coin is the Confederate 
silver half dollar, and there is quite 4 
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pit of history attached to it. At the 
outbreak of the Civil War the Con- 
federacy naturally seized the United 
States mint at New Orleans. Among 
the dies were those of the regular issue 
of the 1861 half dollar. It is said four 
original Confederate half dollars were 
struck, the obverse of the 1861 coin 
being used, while a new die was cut for 
the reverse. Upon the recapture of New 
Orleans by the Federal troops the re- 
yerse die was confiscated and eventually 
passed into the hands of a New York 
coin dealer, who made a number of 
restrikes of the piece by cutting down 
the reverse of an 1861 half dollar and 
restriking it with the Confederate die. 
Several hundred: coins were thus struck 
before the die broke, following which it 
was sold and now reposes in the museum 
at Richmond, Va. 

There is a considerable demand for 
these Confederate half dollar restrikes 
and some coin dealers offer as high as 
$10 each for them. One firm offers $500 
for one of the four originals, thus dem- 
onstrating that it at least has faith in 
the report that the issue was confined 
to a mere quartette. 


ANSWERS TO INQUIRIES 


J. M. C., Buffalo, N. Y.—The half 
dime of 1794 in the Manning collection, 
catalogued as very fine, brought $8 at 
auction. 

8. V. P., Cleveland, O.—Colonial coins 
and large United States cents in the 
worn and mutilated condition you de- 
seribe are worth little more than their 
copper content. 

C. J. R., Chieago, Ill.—All $2.50 gold 
pieces coined prior to 1834 and also the 
coin of 1834 with the motto “E Pluribus 
Unum” are rare and valuable. There 
also is a premium of 10 to 20 per cent 
on all the later dates up to 1907, even 
on the most common ones, if the coins 
are in fine condition. On the dates of 
small coinage the premium is larger. 

L. R. B., Pittsboro, Miss—The New 
Orleans mint gold dollar of 1851 is not 
rare, 290,000 of them having been struck. 
All gold dollars, however, are rather 
searee, and coin dealers pay from $2.50 
up for any of the more common dates, 
provided they are in fine condition. 

J. B. S., Detroit, Mich.—Half dollars 
of 1794, 1801 and 1802 are all very 
searce. They bring from $4 to $6 each 
at coin auctions in good to very good 
condition and considerably more in the 
higher grades of preservation. 

B. L. A., Chieago, Ill—Dealers offer 
$7.50 for the $3 gold piece of 1867 and 
$7 each for those of 1871 and 1881 if 
the coins are in very fine condition. 
They naturally bring a higher price at 
oin auctions. As to scarcity, the 1858 
18 about on a par with the 1867. 

8. J. L., Des Moines, Iowa—The 
bearing of condition on coin values is 
Probably best illustrated in the cent of 
1823. This coin may be purchased for 
about 50 certs in very good condition, 


BANKERS MONTHLY for FEBRUARY, 1922 


SS 


A symbol of satisfactory 


service 


THERE IS A PERSONAL TOUCH in the handling 
of transactions through this bank that indi- 
cates a thorough understanding of what is 
required and a keen interest in promoting 


the business interests of our clients. 


EXTENSIVECONNECTIONSinthiscountry and 
all foreign countries enable us to carry out 
your wishes and our own in giving you the 
best of service in any part of the world where 


banks exist. 


Correspondence is invited. 


THE NATIONAL SHAWMUT BANK of BOSTON 
Capital, surplus and undivided profits, $22,000,000 





whereas it will bring from $175 to $250 
at auction in an absolutely uncireulated 
state. Uncireulated 1823 cents are ex- 
tremely rare. 
Re, Be.. We 


Fitchburg, Mass.—The 


* 1852, 1854 and 1856 issues are among 


the most common dates of gold dollars, 
coinage on all these years running well 
over 1,500,000. Commercial demand, 
however, makes all gold dollars searee, 
and dealers’ pay $2.50 each for any of 
the dates. 


J. A. Van Houten and James H. 
Foulton were elected assistant cashiers 
of the First State Bank, Pittsburg, 


, Kansas, at its annual meeting. 
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Frank Chapin has been elected as- 
sistant cashier of the Ottawa County 
Bank, Minneapolis, Kansas. 


Fred Stadtmuller. assistant cashier 
of the Washoe County Bank, Reno, 
Nevada, has been appointed to fill the 
vacancy on the American’ Bankers 
Association executive council for Nevada. 

He will serve until the next convention 
of the Nevada Bankers Association. 





Bids are being taken on the new 
building to be erected for the Bushwick 
Savings Bank, Brooklyn, New York. 
The structure will occupy ground 60 x 
100 feet. 







HOW LEADERS 
ING THOUGHT VIEW THE 
COMING MONTHS 


(Continued 
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from page 20) 

latter is especially the case in the South 
and West agricultural regions, where 
frozen loans still exist in considerable 
volume. recovery will prob- 
ably continue to be uneven, as has been 
notably the case during the past year 
when the industries supplying necessities 
had a good demand, which was also the 
case in some luxuries, while other lines 
were stagnated. There appears all 
through the period of unemployment to 
have been little privation, probably due 
to the savings funds which were being 
drawn upon and which have furnished 


Susiness 
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Savings 


First Mortgage Loans on Real Estate. . 
Other Loans and Discounts........... 


United States Bonds and 
Certificates of Indebtedness..... 

State, County and Municipal Bonds. 

Cttner Hames. «....:... <0: 

Stock in Federal Reserve Bank. 


Due from Federal Reserve Bank. 
Cash and Due from Other Banks. 


Banking Premises, Furniture, Fixtures 

‘ and Safe Deposit Vaults 

Other Real Estate Owned... 

Customers’ Liability under Letters of 
Credit and Acceptances. ... 

Interest Earned but not Collected... 


Other Resources. 
Total Semen of 


DEPOSITS.... a 
Dividends Unpaid. . 
Discount Collected but not Earned 


“Capital Paid in. 
“Surplus. . 
Undivided Profits 


Total Liabilities. 


deducted in above statement. 


1904 
December, 1908 
December, 1912 


December, 1916 : . . 
December, 1920 .. 


December, 


e 
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COMBINED STATEMENT OF CONDITION 
Head Office and Branches 


Bank of Italy 


Commercial 


Head Office, San Francisco 
MEMBER FEDERAL RESERVE SYSTEM 
December 30, 1921 
RESOURCES 


TOTAL U. S. AND OTHER SECURITIES. 


TOTAL CASH AND DUE FROM BANKS... 


Employees’ Pension Fund (Carried on Books at). 


Reserved for Taxes and Interest Accrued... 
Letters of Credit, Acceptances and Time Drafts. 
Bills Payable, Federal Reserve Bank-:.... 
Rediscounts, Federal Reserve Bank...... 


*By the issue of 50,000 additional shares of stock on July 3, 1922, the PAID 
IN CAPITAL will be increased to $15,000,000.00 and SURPLUS to $5,000,000.00. 
All charge-offs, expenses and interest payable to end of half-year have been 

uo Meee Al ake me ee 


~The Story of Our Growth 


As Shown by a Comparative Statement of Our Resources 


December, 30,1921 $1941 79,449.80 


Number of Depositors, 291,994 


WWW LLL ° 


“the reserves of spending power” that 
have enabled the supplying of necessities 
and have kept up the demand for them. 

Bonds of all kinds have been in good 
demand, with undertone strong, and the 
future of the market in bonds and 
stocks with assured dividends, in view 
of continued easing in money, promises 
to be one of great activity. While the 
temper of the country continues con- 
servative, it is not to be forgotten that 
long periods of cheap money are apt to 
foster inflation and speculation.—J. S. 
Bache & Co., New York. 


USINESS reports for December and 
January give a note of some en¢our- 


agement as to the outlook for 1922. 


















Trust 


$59,079,594.05 
57,832,140.66 $116,911,734.71 


$20,983,484.52 
13,734,789.56 
8,406,407.86 
375,000.00 
7,563,404.97 
16,386,667.84 


43,499,681.94 


23,950,072.81 


7,202,029.59 
341,014.65 


451,463.53 
1,219,042.38 
1.00 

604,409.19 
$194,179,449.20 





$177,867,610.68 
601,802 


91,285.88 
130,339.61 
451,463.53 

None 
None 


$179,142,501.74 


15,036,948.06 
$194,179,449.20 


$285,436.97 

- $2,574,004.90 

. _ $11,228,814.56 
$39,805,995.24 


$157,464,685.08 
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Interest rates 
tendency. There has been a continua. 
tion of the slow reduction of loans jp 
Twin City banks, and deposits have 
fallen off slightly since a year ago, the 
reduction being due almost entirely to 
a decline in the deposits of the larger 
banks which serve as depositaries for 
country banks. But the mere turning 
of the leaves of the calendar to 1922 em. 
phasizes the approach to another har. 
vest, and has a cheering effect. It js 
well understood that another crop year, 
and more than one, will be necessary 
before our financial cycle completely 
recovers its former nice adjustment. — 

When the marketing of farm produce 
in a district strietly agricultural is done 
at very little profit, 
when this unfavorable situation 
than one year’s standing, most 
people realize that it takes more than 
one successful crop year to bring com- 
plete recovery. The outstanding feature 
of the past trying season has been the 
courage manifested by farmers, bankers 
and business men in the face of dis. 
heartening conditions.—North western 
Nat’l. Bank, Minneapolis. 


or at a loss, and 
is of 
more 


TF the country is to make continued 
and substantial progress toward re- 

covery in 1922, much will depend upon 

the legislative attitude of Congress. 

Congress can be helpful in the present 
state of affairs. It can be helpful by 
refusing to add unnecessarily to the 
harassments from which business alread) 
is suffering. If abuses exist in a cer- 
tain industry, it would be better to give 
that industry an opportunity to set its 
own house in order instead of adding to 
its difficulties by codified regulations 
that hamper efficiency through a snarl 
of red tape. 

The condition of the 
nishes one case in point. It-is doubtful 
if the packing industry will be in- 
proved by legislative efforts at regula- 
tion. It is quite certain that the cotton 
producer has sufferd severely as a result 
of restrictions imposed in the way of 
delivering cotton on contracts. The pro- 
ducers of the South have paid dearly 
for a high price for contracts, while 


railroads fur- 


they have been denied an outlet for 
their lower grades simply because 


legislation made them untenderable. 

These harrassing efforts at regulation 
and restriction are undoubtedly well 
meant, but their repercussions have fre- 
quently been adverse, and such exper- 
ments should not be attempted in time: 
like these. It is impossible to foresee 
the economic consequences of all legis 
lative acts. Our present navigation 
laws furnish an example of this. The 
American. Merchant Marine works at 4 
severe disavantage with its foreign coun 
petitors simply because the economie 
consequences of well meant legislation 
were not considered.— W. J. Wollman & 
Co., New York. 


show a somewhat easier 
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YPIFYING the hospitable spirit within, the 

broad, inviting doorway of The Peoples 

State Bank hasalso a stability and stately 

dignity in keeping with the policy by which 
our business is directed. 


This policy, is based on scrupulous adherence to 
conservative banking principles and frank, friendly 
dealings with all who come to do business with us. 


Covering Detroit with a system of twenty-six 
branches, and conducting every transactien with 
conscientious care, The Peoples State Bank is 
admirably fitted to act as your Detroit connection. 


Capital, Surplus and Undivided Profits Over $14,000,000 


OFFICERS: 


JAMES T. KEENA D. N. SWEENY 
Chairman of the Board Assistant Cashier 

JOHN W. STALEY D. E. LEUTY 
President 


Assistant Cashier 


F. A. SCHULTE WILLIAM BRAASCH 
Vice-President Assistant Cashier 
JOHN R. BODDE 
Vice-President G. W. BEASLEY 
H. P. BORGMAN Assistant Cashier 
Vice-President CURTIS C. BOGAN 
R. W. SMYLIE Assistant Cashier 
Vice-President LEO D. HEAPHY 
R. a Assistant Cashier 
ice-President 
Cc. I NORMAN 
CHARLES H. AYERS Manager Bond Dept 
Vice-President ; 
AUSTIN E. WING GEORGE T. COURTNEY 
Assistant to President Auditor 
A. H. MOODY RODERICK P. FRASER 
* Cashier Manager Foreign Dept. 


RESOURCES OVER ONE HUNDRED MILLION DOLLARS 


THE PEOPLES STATE BANK 


DETROIT, MICHIGAN 
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CURRENCY 
INFLATION 


and 


Public Debts 


| An Historical Sketch 


Thus timely .treatise by Epwin 
R. A. SELIGMAN, Ph. D., LL.D., 
MecVickar Professor of Political 
Economy, Columbia University, 
has been published by The Equit- 
able Trust Company of New 
York, with a prefatory note by 
President Aivin W. Krech. 

It is. a volume of unusual 
interest at this time, because it 
offers a clear and concise historical 
background, enabling bankers, 
statesmen and business men to 
better understand the present eco- 
nomic situation with its perplexing 
problenis of taxation, price fluctu- 
ation, currency instability and the 
dislocation of foreign exchanges. 

A limited number of copies are 
available for distribution on 
request. . 

ma 
From the 
New York EVENING Post 


“Both Dr. Seligman’s paper and Mr. 
Krech’s comment are a constructive effort 


to throw more light on presentday con- 
ditions, and both are a timely and valu- 
able contribution. Such enlightened dis- 
cussion represents a distinct service to 
the community.”’ 


THE EQUITABLE 
TRUST COMPANY 


OF NEW YORK 


CHICAGO OFFICE 
National Life Building 
29 SOUTH LASALLE STREET 
DONALD L. DeGOLYER, Manager 








NEW YORK—222 Broadway 
37 Wall Street Madison Ave. at 45th St. 


LONDON—3 King William St., E. C. 4 
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FORESEES BETTER YEAR 
FOR FARMERS 


Secretary of Agriculture Wallace, in 
commenting upon the agricultural out- 
look for 1922, said that there are signs 
which indieate that this year should be 
better for the farmer and for those who 
deal with him than was 1921. Among 
these hopeful signs he mentioned the 
following: 

Credit conditions better both 
through regular channels and through 
the special agencies created to meet the 
farmers’ needs. Interest rates also are 
softening. 

Reductions already made in freight 
rates on farm products lighten by that 
much the transportation burden which 
the farmer has been carrying. 

Cost of producing farm crops will be 
lower relatively in 1922 than in 1921. 

Very likely there will be a reduction 
in the acreage of some of the grains of 
which we now have such a large surplus, 
and this should tend toward better 
prices. 

The paralyzing effect of the sudden 
drop in prices last year is wearing off, 
and the farmers will enter the new year 
more hopefully, believing that the worst 


are 


is over. 

Congress has indieated a willingness 
to enact such legislation as promises to 
be helpful. 

Everything considered, therefore, we 
ean enter the new year in a spirit of 
hopefulness and cheer. I see 
nothing which indicates boom times far 
the farmer in the near future, but there 
does seem to be promise of better times 
both for the farmer and for those whose 
business is dependent largely upon him. 


good 


The Contra Cota County Bank, Pitts- 
burg, California, has completed its build- 
ing and is now doing business in the 
new quarters. 


Miss Mildred Pfeifer is the new as- 
sistant cashier of the First National 
Bank in West Milton, Ohio, succeeding 
Miss Lura Warner, who has resigned. 


The Kent State Bank, Grand Rapids, 
Michigan, is planning the erection of a 
new bank building. Plans will soon he 
drawn. 


CREDIT UNIONS AS THE 
KEY TO IMPROVEMENT 


BANKERS MONTHLY for FEBRUARY, 19% 


This simple and practical form of 
co-operation for helping the farm- 
er has enjoyed gratifying growth 


URAL eredit is usually classed as 


farm-mortgage or long-time, and 
personal or short-time. The agencies for 
farm-mortgage eredit are varied and 


numerous. Of particular significance 
among these is the Federal farm loan 
system, and if this system is henceforth 
permitted to function, and is improved 
and strengthened in such particulars as 
experience under it recommends, it 
would seem that the problem of farm- 
mortgage credit is in a fair way to be 
solved. 

Unfortunately, the same is not true 
with reference to rural personal credit. 
The agencies for this short-time credit 
are still inadequate in certain respects, 
and the cost of such eredit is excessive 
in many instanees. This lack of ade- 
quate facilities for rural personal credit 
is found to exist not only in times of 
temporary stringency, but also in so- 
called normal times, for there are large 
numbers of farmers—especially tenants 
—who eannot obtain sufficient credit at 
moderate rates of interest to enable 
them to produce crops or other farm 
products with reasonable efficiency. 

The diffieulty in the section of the 
country where this oceurs lies not 
primarily in the fact that banks, the 
chief source of short time or personal 
credit, are less numerous or less well 
supplied with loanable funds than in 
other sections. It lies rather in the faet 
that in the less prosperous or more re- 
cently developed agricultural sections, 
it is more difficult for the banks to ae- 
commodate those in need of credit with- 
out taking considerable chance of losing 
the principal of the loan as well as the 
interest thereon. The difficulty, in a 
certain sense at least, lies with the bor- 
rower rather than with the banks. The 
borrower in turn is the victim of local 
conditions and customs which it is not 
easy for him materially to change. 

The situation may be set forth by 
means of a simple illustration. A farmer, 
either a tenant or a landowner in modest 
circumstances, approaches the local 
banker for a six months’ loan of $200. 
He is practically unknown to the banker. 
Either from lack of good business habits 
or because he rarely, if ever, has had 


A 


any surplus funds, he has never been q 
depositor at the bank. Before extend. 
ing the loan the banker faces two ques- 
tions: First, has the prospective evs. 
tomer good business character? — That 
is, will he, without. quibble, prompth 
repay the loan with interest according 
to agreement if he is in position to do 
so? Second, what productive ability 
has the applicant? Is there good reason 
to believe that he will use the borrowed 
money to such advantage that he will 
be able to repay the loan when due? 
Both of these questions might be an- 
swered in the affirmative if the banke 
had the time to go out among the 
friends and neighbors of the prospective 
customer and get the facts. But the 
loan is a relatively small one and the 
banker does not feel that he can take 
the time for a personal investigation. 
He therefore asks for security or in- 
dorsement of the note. The security 
offered does not seem very good and the 
indorsers suggested are also relatively 
unknown to the banker. He, therefore, 
concludes it unwise to make the loan. 

Unable to secure the loan at the bank, 
the farmer goes to the local merchant. 
If he sueceeds in securing the needed 
loan from this source, the terms are 
likely to involve an 8 to 10 per cent 
interest charge on the entire loan, even 
though only a part of the amount of 
the loan is advanced immediately. In 
addition, he must pay the cost of certain 
papers, including a crop lien or a chat- 
tel mortgage, or both. Furthermore, he 
is likely to be charged a price 10 per 
cent above the cash price on equipment 
or supplies purchased with the proceeds 
of the loan, because he is after all con- 
sidered a credit customer. 

The farmer described in the above 
illustration may, by energy and strength 
of character, and without cooperation 
from his neighbors, be able to rise above 
the condition in which he finds himself. 
However, through active cooperation 
with his neighbors he will find it not 
only far easier to improve his ow! 
credit status but also he will assist and 
encourage others to improve their finat- 
cial and economic situation. One of the 
simplest and most practical forms of 
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cooperation for improving the personal 
credit of those with limited security and 
without established banking connections 
is the so-called credit association or 
credit union, 


A eredit association, or credit union, 
is a local cooperative enterprise, or- 
eanized for the purpose of enabling its 
members to secure needed loans, of pro- 
moting thrift, and of encouraging the 
practice of business methods. It is an 
organization of men rather than of 
eapital, and as a true co-operative in- 
stitution gives each member one vote 
regardless of the number of shares held 
or capital furnished by him, and the 
dividend to be paid on shares or capital 
invested is usually limited to a reason- 
able rate of interest. It is not essen- 
tially a rural institution, but is never- 
theless well adapted to rural needs. In 
urban organizations of this type the 
encouragement of savings and thrift is 
often placed above the loan function, 
whereas in rural districts the loan func- 
tion is usually of first importance. 


In the United States, credit associa- 
tion, or credit union, laws have been 
enacted in ten of the forty eight states. 
Most of these laws were enacted during 
the three year period 1913-1915, when 
special interest in agricultural credit was 
evidenced in various ways. However, 
significant development in co-operative 
eredit has taken place in only four of 
these states. 


In Massachusetts, New York, and 
North Carolina, either voluntary or 
governmental agencies were established 
for the purpose of aequainting the people 
with the possibilities of cooperative 

. credit and assisting those interested in 
the organization of associations. In 
Massachusetts two agencies have per- 
formed such work, the Massachusetts 
Credit Union Association and the Na- 
tional Association on Credit Union Banks. 
Both were organized by philanthropic 
men of Boston. Through the efforts of the 
former, an organization known as the 
Credit Union League has recently been 
formed among the credit unions of 
Massachusetts. This league is composed 
of one representative from each credit 
union in the state and is expected to 
assume all the credit of the privately 
endowed organization. In New York 
the remedial loan division of the Russell 

Sage Foundation and the Jewish Agri- 
cultural and Industrial Aid Society 
have promoted cooperative credit organi- 
zations. The publicity work of these 
may perhaps also account for the credit 
union development in Rhode Island. 
The North Carolina law provides for a 
superintendent of credit unions in the 
State department of agriculture, and 
the suecess in that state is undoubtedly 
due in a large degree to the activity of 
this officer—V. N. Valgren and Elmer 

E. Engelbert, U.S. Dept. of Agriculture. 
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WITH THE REVIVAL OF 
THE LIVE STOCK INDUSTRY 


many banks will need to strengthen their connections for 
adequately handling their increasing business in this line. 


WE BELIEVE IN THE FUTURE OF 


this important basic industry and invite banks to make use 
of our special facilities for this as well as general business. 


THE LIVE STOCK 


EXCHANGE 
NATIONAL 


OF CHICAGO 





UPWARD TREND IN THE 
LIVE STOCK INDUSTRY 


SOME months the banks of the 

Southwest held live stock loans esti- 
mated at from $400,000,000 to $500,- 
000,000. The situation was comparable 
to that in the South when banks were 
loaded, with cotton paper which could 
not be liquidated. Today, the situation 
is reversed; good feeling takes the place 
of gloom because borrowers are meeting 
their maturities. 


ago 


Our live stock industry is of tremen- 
dous importance to the busines interests 
of the country. The sale of animal prod- 
ucts average close to 50 per cent of the 
aggregate of all crops. So large is the 
business of financing the industry that 
many banks specialize in this class of 
loans. There are three such banks, large 
ones too, in the stoekyards of Kansas 
City alone, while every bank in the West 
handles more or less of this paper. The 
$500,000,000 held by the southwestern 
banks was by no means the total eredit 
frozen into live stock loans. 

It is of importance to learn that this 
vast amount of credit is beginning to 
liquidate itself. The gituation in the 
past has been discouraging and losses 
have been severe since deflation began. 

Producers are not getting the big 
prices of even a year ago, but in Jan- 
uary of 1921 all developments of the 
markets were bearish, while today con- 
ditions are showing improvement, the 
market tone is better, and feeders are 
‘now actually reporting profits instead 
of losses. A mild winter and corn at 
half the price of a year ago have some- 
thing to do with this. The $14,000,000 
loaned by the War Finance Corporation 
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also may have been a help. 


But the 
fact remains that the improvement is 
bottomed on business conditions. 


The Southwest, and in fact the Whole 
West, is carrying large quantities of 
feedstuffs and other products. Any 
improvement in the live stock market 
must be felt not only in those other mar- 
kets, but in the entire banking business 
situation. 


The Transition in Agriculture 


One broad observation in the. agrieul- 
tural situation remains to be made. 
Agriculture is in a period of transition 
from a haphazard, unorganized, wholly 
individualistie basis to the basis of a 
well organized proposition. 
From merely being an occupation: for 
getting a livelihood, farming is becoming 
an industry with all that this implies 
in scientific marketing, cost accounting, 
credit facilities, ete. There is no longer 
any money in the old-fashioned system 
of farming. 


business 


When the supply of new, 
virgin lands becomes searce, it means 
that the old lands must be made to yield 
more by the application of fertilizers 
and improved implements and methods. 

Formerly, agricultural prices were 
held down by the competition of new 
lands. Now, agriculture has come into 
a period when it is the least efficient pro- 
ducers, those who produce and _ sell 
blindly, who pull down the average and 
operate to the detriment of the whole 
industry. Agricultural leaders are fully 
aware of this and rapid progress is being 
made in bringing up agriculture to the 
level of modern industrial efficieney.— 
First Wisconsin National Bank, Mil- 
waukee. 
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The Experience of 
a Half Century 


The efficient 


service 


which we give to corre- 
spondents is the result 
of 55 years’ constant 
effort to improve our 


facilities Set 
THE OMAHA 
NATIONAL BANK 


Omaha, Nebraska 


Capital - $1,000,000 
Surplus (earned) $1,000,000 








W. C. Gilmore, cashier of the Earl- 
ville, Illinois, National Bank, has re- 
signed. He is succeeded by Gilbert H. 
Wiley. Elmer G. Boltz was elected as- 
sistant cashier. 


Capital and a ey $3,000,000 


od 





of the 


PUBLIC 


CHICAGO 


Is prepared to render 
exeptional 


service in 


exceptional times 


A. R. MeGill, vice-president of the 
First National Bank; Sharon, Pa., has 
been appointed a member of the Ameri- 
can Bankers’ Association executive 
council from Pennsylvania to succeed 
D. S. Kloss, resigned. Mr. MeGill will 
serve on the council until the next con- 
vention of the Pennsylvania Bankers 
Association. 


W. D. Womer has been named active 
vice-president of the First National 
Bank, Manhattan, Kansas. He is also 
president of the First National Bank at 
Phillipsburg, Kansas. 








The Marine Bank and Trust Com- 
pany in New Orleans, is now located in 
its new quarters in the Cotton Exchange 


building. L. M. Pool is president of 
the bank. , 


Work will soon start on the West 
23d and Lorain Avenue branch building 
for the Union Trust Company of Cleve- 
land. The building will be erected at a 
cost of $65,000 and will be one story 
high. 
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CASH TENANT FARMS 


RETURN 314 PER CENT 


GROSS return of 3.54 per cent op 
valuation of land = and 


improve. 
ments was received by farm owners 
renting their land to cash tenants jp 


1919, according to a study of the rels. 
tion of cash rental of farm land valua. 
tions recently completed by the United 
States Department of Agriculture. The 
new census schedules of 158,000 farms 
or about one-third of all the farms 
rented for cash, were examined. These 
farms had an average value of $16,950 
or $153.67 per acre, and the average rent 
per acre was $5.45. 
a single year was about one twenty. 
eighth of the valuation. . 


The gross rent In 


This investigation was made by C. 0, 
Chambers, of the Division of Land Reo- 
nomies, to discover a basis for making 
scientifie appraisals of farm land value, 
and to learn the ratio of cash rent to 
land value. The investigator points out 
that the decline in the prices of farm 
produets this year may result in a lower 
rate of return until land prices have de- 
clined to the same extent as rents. 


The low rate of return from rents in 
1919 was offset to some extent, the in- 
vestigator points out by the inerease in 
average acre value of farm land, which. 
for the United States, has been at the 
rate of 2 per cent compounded annually 
since 1850. This advance in land prices, 
from which deductions should be made 
for improvements, was nevertheless suf- 
ficient to justify owners holding lands 
with small cash rents. 


Some striking variations are found in 
studying the returns from different see- 
tions of the country. Cash-tenants farms 
in selected north-central counties show 
an average return of 2.89 per cent; New 
England and Middle Atlantic counties, 
4.49 per cent; mountain counties, 6.34 
per cent; and Southern counties, 7.26 
per cent. States showing the highest 
averages were Arkansas, 10.66 per cent; 
Mississippi, 10.04 per cent; Arizoni, 
8.37 per cent; while those showing the 
lowest were North Dakota, 2.17 pe 
cent; South Dakota, 2.52 per cent; and 
Nebraska, 2.59 per cent. 


On the whole it appears that Amet- 
ean farm property has been capitalized 
at a moderate rate compared to the rates 
investors receive on Government bonds, 
farm mortage loans, and good securities 
in general. In many sections the only 
justification for the low rate of retum 
on farm property appears to have beet 
the expectation of further advance ™ 
land prices. 


The low rent returns in certain s& 
tions probably tend to promote farm 
tenancy, since tenants are not likely to 
buy land at $153 per acre which they 
can rent at an annual cost of only $5.40 
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The Heart of the Nation 


A great triangle with Glacier 
Park, Niagara Falls and the 
mouth of the Mississippi for its 
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per acre, which is less than the mort- 
gage rate. This may aceount in part 
for the large proportion of land oper- 
ated by tenants in sections of the coun- 
try where the cash return is compara- 
tively low. 

The investigator discovered significant 
variations in rent returns for different 
groups of tenants. White tenants paid 
a lower cash rent than Negroes, Jap- 
anese, Chinese, or Indian in the same 
regions. Negroes paid rents two-fiths 
higher than white tenants on farms of 
the same value. This may be accounted 
for, however, by differences in the kinds 
of farms which they operate. 

New and one-year-old contracts re- 
turned cash rentals about one-sixth 
higher than those that run for longer 
than one year. The contracts which were 
over one year old showed returns of 
3.67 per cent as compared with 4.35 
per cent on new ones. This may be 
explained to some extent by the fact that 
one-year contracts are especially com- 
mon in high rent localities. 

The survey also showed that tenants 
related to their landlords paid only 2.76 
per cent in rental, while those unrelated 
paid 3.43 per cent. This difference 
might be due either to over-valued farms 
or to reduced rents because of kinship. 

The economists of the Department of 
Agriculture are endeavoring to reach 
4 basis for scientifié appraisals of Amer- 
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716 FIFTH AVENUE 


ican farm lands. They find that there 
is no apparent constant relation between 
rent and value. The best land in the 
country returns a high rental as well as 
high valuations. The speculative motive 
of holding lands for advance in prices 
is undoubtedly an important factor in 
leading landlords to aceept low rental 
income. The appeal of ownership of a 
farm home appears to be another im- 
portant consideration. 

The importance of land valuation lies 
in its application in cases where new 
raw land is being brought into use by 
drainage, irrigation, or clearing. When- 
ever rental returns are small as, com- 
pared with returns on other reasonably 
safe investments, it may be possibleshat 
expenditures for improvements om raw 
land will not yield an adequate return. 

Scientific appraisal of farm lands is 
needed for both taxation and loan pur- 
poses. The mere selling value prevail- 
ing in a community is regarded as an 
unsound basis for appraising by these 
investigators. Scientific appraising, 
they say, must give proper attention not 
only to selling value but to the rate of 
return received from renting the prop- 
erty or otherwise ascertaining its use 
value. 


J. P. Quander, secretary of the Union 
Commercial Bank, Norfolk, Virginia, 
has resigned. 


over $8,000,000 


Saint Louis 


The cornerstone ot the new bank 
building which is being erected by the 
United States Mortgage & Trust Com 
pany at the corner of Madison Avenue 
and 74th Street in New York City, was 
laid on January 4. President John W. 
Platten made a short address in the 
presence of a number of guests, diree 
tors ‘and officers. It is expected that the 
building will be ready for 


occupanes 
about July 1. 


The executive committee of the Bank 
of Italy, in San Francisco, réeently an 
nounced the appointment of A. Klein- 
han, assistant to a vice-presi- 
dency. F. F. Risso has been named 
assistant vice-president and Antone 
Pileovich, assistant cashier. 


cashier, 


William S. Kline has been elected 
president of the Lake Shore Trust and 
Savings Bank, to succeed C. 
B. Hazlewood. He formerly was vice- 
president of the bank. 


Chicago, 


At the annual meeting of the board 
of directors of the Northern National 
Bank in Duluth, Minnesota, the following 
promotions were made:- J. W. Lyder, 
formerly cashier, was elected vice-presi 
dent; R. L. Griggs, formerly secretary, 
was elected vice-president; and L. G. 
Castle, was promoted from assistant 
cashier to cashier. 
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HOW LOBBY SIGNS HELP 
TO HOLD CUSTOMERS 


Especially among new patrons are they useful 
in leading the way to various departments and in 
supplementing the efforts of your floormen 


By H. H. SMOCK 
Cashier, Security Trust & Savings Bank, Los Angeles 


OW many bankers have given care- 
ful consideration to the proper 
use of signs as one of the simplest 
ways for making service more efficient? 
Do the signs which are now in your 
bank lobby adequately serve the pur- 
pose of directing patrons to the different 
departments? And what about the de- 
partment which is located in some little 
out-of-the-way nook? Are there signs 
which point out its location, or must 
strangers wander about until they 
finally discover it by chance? 

It has been my observation that, as ¢ 
rule, signs are placed where there are 
convenient projections on which to hang 
them, and with insufficient consideration 
as to whether or not the location is 
conspicuous or where it will be seen 
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The height at 

pended above 


majority of the bank’s 
which they are sus- 


the floor is an important 











H. H. SMOCK 


factor. People as a rule notice signs 
more readily when placed on a_ level 
with their eves. If you wish to test 
this statement, wateh vour customers 
for a few moments and you will notice 
that their attention is usually focused 
on objects which are either on a level 
with their and ‘only 
frequently do they raise their eves for 
a sweeping glance above this level. Note 
those passing in the street, and you will 
find that they seldom look at objects that 
are more than six feet 


eves or below, 


above the side- 


walk. In fact, the majority foeus their 
attention on the sidewalk about forty 
feet ahead of them. 


And are your signs bright and clear, 
or are they tarnished, dusty, or faded? 
This is quite an important matter when 
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we consider that only about ten per cent 
of the American people have perfect 
vision. 

When efficiency counts for so much in 
modern banking, a proper number of 
signs well located are essential to well- 
arranged banking quarters. Although 
they may not always harmonize through- 
out the architectural design and syn- 
metry of your quarters, nevertheless 
you will find that customers will judge 
your bank according to the quality of 
service rendered, rather than by arehi- 
tectural beauty. With a little care and 
thought, vour signs can be made effective 
and at the same time in keeping with 
the appointment of your quarters. 

I have known banks to spend thov- 
sands of dollars annually in salaries to 
floormen because they wished to have 
their patrons properly directed—and 
at the same time, there is hardly a sign 
to be found in their corridors. It is 
my belief that the average person pre- 
fers to pass quietly on to his department 
according to directions set forth on some 
sign, than to be obliged to hail some 
floorman to ascertain the same informa- 
tion. | recommending _ that 


am not 


signs be substituted for floormen, but 
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I believe that banks should supplement 
the work done by their floormen with a 
sufficient number of well placed signs. 
Floormen haven’t the most pleasant 
work to perform at best, because petty 
annoyances constantly distracting 
their attention. So, by a liberal use 
of signs, a bank can augment the service 
of its floormen and minimize confusion 
on the part of patrons. 

There is also a wide difference in a 
service where patrons call their teller’s 
names and where they are known merely 
by the numbers on the cages. The best 
way to make your tellers known to your 
patrons is to place their names where 
ealling at their windows 


are 


every person ¢ 
will read them. 

To ninety per cent of a bank’s eus- 
tomers the employe at the window rep- 
resents the bank. In facet, he typifies 
the attitude of the bank toward its 
patrons. If a bank is to grip its cus- 
tomers and hold their confidence and 
patronage, it should encourage its tellers 
to make friends with them. If you have 
never had the names of your tellers 
displayed near their respective stations, 
try this plan. It pays. 


CREDITING INTEREST IN 
RECORD TIME 


A unique plan to facilitate the eredit- 
ing of interest in savings pass-books 
during the first weeks of January and 
July, has been devised by the Guardian 
Savings and Trust Company in Cleve- 
land. A temporary booth and counter 
have been erected in the lobby of the 
bank, near the front entrance. Here 
thousands of eustomers bring their bank 
books and get them baek at onee with 
semi-annual interest credited and the 
new balance entered. 

When the depositor presents his pass- 
book at the counter, he receives a claim 
check. The duplicate of this is at- 
tached by means of a rubber band to 
the book, which is taken by an employe 
to a table nearby where the ledger 
eards are in files. The right ecard is 
withdrawn and with the book is passed 
to an auditor, who makes the proper 
entries. The customer then receives his 
book. 

This plan saves the time of both ecus- 
tomers and tellers. No customer, unless 
he prefers, need leave his pass-book for 


interest entries. Karl H. Sommer, 
auditor of the bank, has charge of this 
work. 


The National City Bank of New York 
has opened a compound interest depart- 
ment at its branch office, 42nd Street and 
Madison Avenue, where small accounts 
from one dollar up will be received on 
Which interest, compounded semi-annu- 
ally, will be paid at the rate of 3% per 
cent on all balances of $5 or more. 





G. A. Tayer, cashier of the Waldron, 
Kansas, State Bank has sold his interest 
to T. J. and John Carroll and J.B. Couch. 
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ISSUE VOLUME ON THE 
RESERVE SYSTEM 


The January volume of the Annals of 
the American Academy of Political and 
Social Science, which was issued several 
weeks ago, is given over entirely to a 
discussion of the Federal reserve sys- 
tem, its purpose and work. 

The articles are written by men prac- 
tically familiar with Reserve bank oper- 
ations or by economists who have made 
particular study of the questions dis- 
cussed. It is, therefore, a work of high 
authority and is so nearly up-to-date 
that the current operations of the War 
Finance Corporation are considered in 
their relations to the operations of the 
Reserve banks. The rediscount rates 
of the Reserve banks are considered in 
their relation to, and effect on, business. 
There is an articles on the “Popular and 
Unpopular Activities of the Reserve 
banks,” and another gives a study of 


agricultural and commercial loans by a 
Reserve bank. 

The volume is divided into sections. 
The first section, 


“Before the Reserve 
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GETTING 
NEW ACCOUNTS 


Another bank uses a replica 
of its building as an aid 
in getting deposits. 


YOUR BANK 


IN MINIATURE 


will help your savings and new 
business departments. 
you about it. 


Let us tell 


Write for Savings Bank Circular 


REHBERGER MANUFACTURING CO. 


2159 Lewis St., Chicago 


Act,” gives an outline of banking history 
in the United States, and the causes that 
led up to the demand for banking re- 
form. The “Studies of the National 
Monetary Commission” and the. suc- 
ceeding movements, including the story 
of the Federal Reserve Act in Congress, 
are subjects treated in other articles, 
with the operations of the Aldrich-Vree- 
land Emergeney Curreney Act as a con- 
cluding article. 

In the second section, “The Purposes 
of the Federal Reserve Act,” are two 
articles—‘The Reserve Act in Its Im- 
plicit Meaning,” and “The Purposes of 
the Federal Reserve Act as shown by Its 
Explicit Provisions.” The third section 
is devoted to the operation of the system. 


The Farmers and Merchants State 
Bank, Caseade, Iowa, moved into its 
new home several weeks ago. The new 


building of pressed brick construction, 
is one of the finest in the state. 


The LaSalle State Bank, South Bend, 
Indiana, is now doing business in its 
new bank home. 
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Moves to Larger Quarters 

Announcement was made recently of 
the removal to larger quarters of Ford 
Lineoln & Company in Chicago, their 
new plant being located at 330 So. 
Franklin Street in that city. This eom- 
pany has been active in furnishing bank- 
ers with advertising novelties and new 
business suggestions of various kinds 
which have proved successful as aids in 
getting new accounts. 

One novelty that is unusual in its 
human appeal to the parent is a baby bib 
which a local bank can send out to 
customers and ‘prospects immediately 
following the announcement of a child’s 
birth. Such appeals, made at this op- 
portune time, is a strong incentive to a 
closer relationship between bank and 
home. : 
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Numerous souvenirs for bank adver- 
tising among men, women and children 
in the community are other successful 
features and the inereased facilities of 
this company should: prove helpful to 
bankers. 

The Chemical National Bank in New 
York recently mailed to depositors a 
handsome calendar which presents pic- 
torially six interesting chapters from 
the financial history of the past hundred 
years with which the bank has been 
intimately involved. The incidents por- 
trayed are chosen from the published 
history of the bank, which is now being 
revised for its hundredth anniversary 
in 1924. The calendar is entirely the 
product of the bank’s staff, every detail 
having been worked out carefully. - 
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COMPETING FOR YOUR 
SHARE OF THE 
FAMILY PURSE 

(Continued from page 29) 


to such effective appeals made with 
persistence. 
Letters to Customers 

The following three letters from the 
Trust Company of Georgia, Atlanta, 
Georgia, include that indefinable quality 
ealled “punch” or “personality.” They 
are given as examples of letters which, 
with slight adjustments (such as are 
shown in the illustration), should prove 
very effective. 


( Acknowledging 


(Fill in.) 

We wish to express to you our appreciatior 
of the accounts which you opened on the first 
instant with our Savings Department. 

In addition to handling Savings Accounts, we 
maintain the following departments: 

SAFE DEPOSIT (Boxes for rent $3 

year and upward) 

TRUST (For handling estates. 

Executor, Guardian, etc.) 

REAL ESTATE (Collection of 

sale of real estate) 

You will note from the above that we are 
prepared to serve you in various ways and we 
wish to extend you a most cordial invitatior 
to make use of our facilities in any department 
in which you feel that we can be of service 

It might be well to add, Mr.. ; oo, that 
we desire to make our institution of 
our customers and we want you to fee 
consult us whenever our counsel or ev 
may be of assistance in financial or other 

It gives us much pleasure to add your nam 
to our list of depositors and we trust that you 
will find it convenient to add to your account 
from time to time. 

Yours very trul) 
(Signature 


a New Account.) 
(date ) 


00 per 
acting as 


rents and 





(Follow-Up On Withdrawal.) 
(date) 

(Fill in.) 

When our Savings Teller came to my desk 
today and told me that on the first instant you 
had withdrawn the balance to your credit in 
our Savings Department I was very sorry to heat 
it. oe 

A bank’s depositors are its business friends 
and when one of our depositors closes out his 
or her account we feel as if a friend had left 
us. 

We sincerely hope, Miss Benjamin, that the 
closing of your account is only temporary and 
that you will find it convenient to re-open It 
some tme in the early future. — , 

We feel a personal interest in each depositor 
and in the growth of his or her account. We 
want the service that we render to be in every 
way satisfactory and. of a kind that will appea 
to depositors. If, in the handling of your busi 
ness something has occured which was not en 
tirely to your liking, we would appreciate your 
telling us, for it is through outside suggestions 
that we are enabled to meet most fully the needs 
of our customers, 

Yours very truly, 
(Signed) Treasurer. 


Attention is called to the accompanying 
analysis of a third letter used by the 
same institution. The re-written letter 
is free from long, heavy sentences and 
also negative thoughts. Into it has been 
injected also more of human interest. 


Special Service to Women 

Here is a little cireular mailed out 
by the Fidelity Trust Company of 
Buffalo a short time ago. It is headed, 
“A -Service For All Buffalo Women,” 
and the following copy appeared with 
appropriate illustrations: 

“In the Delaware Court Building at 
Delaware Avenue and Chippewa Street 
you will find a branch office of the 
Fidelity Trust Company. Here, ad- 
jacent to the shopping district and in a 
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section of the city where motors ean be 
parked without inconvenience, a com- 
plete banking department offers you 
the same services that are available at 
the home office downtown. 


“At this branch is located our Women’s 
Department which has been established 
for the purpose of serving the women of 
Buffalo and vicinity. You can transact 
your business here quietly and at your 
leisure, or meet friends here by appoint- 
ment. 


“Your banking, investment, trust and 
other business problems may be referred 
to this department. If you wish to open 
an account, make an invesment, make in- 
quiry regarding the standing of certain 
securities which you are considering, if 
you wish to make a will or create a 
trust, if you are planning a household or 
personal budget, or if you have any 
problems that perplex you, we believe 
that Miss Thompson will be able to help 
you. She is constantly in touch with 
the officers at the main office, and if you 
wish, she can make appointments for 
you with them, or secure the information 
you may want. 


“We should be glad to have you visit 
the Women’s Department at any time.” 
The idea is splendid. Attractive cir- 
culars used as inserts in your letters to 


prospects, are good producers of new 
business. 
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Queer Wills Uncovered 

Tht national advertising 
which is being conducted by the trust 
company division of the American 
Bankers Association has uncovered some 
queer but interesting wills and trusts in 
various parts of the country. 

In the Middle West, a man who for 
some years had been an inmate of a 
home for aged persons died, leaving a 
will which placed the bulk of his estate 
in trust with a local trust company. The 
income from the estate under the will 
was to be turned over to the home for 
the aged in which the man died, until 
the second coming of Christ when the 
trust should terminate and the corpus 
of the estate be used to defray the 
expenses of the Saviour’s second visit 
to the earth. 

The trust has been accepted and the 
estate is being administered by the 
company. . 


campaign 





Barrett Company Sold 
The Barrett Adding Machine Com- 
pany has sold its entire business, patents 
and other assets to the Lanston Mono- 
type Machine Company in Philadelphia. 
The purchasing company manufactures 
the Monotype, a composing machine for 
printers, considered an almost indis- 
pensable machine for printing and com- 

plicated tabular or tariff work. 
The entire purchase price was paid in 
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cash. The acquisition of this adding 
machine is a logieal step on the part ot 
the Monotype Company since it ean be 
manufactured by machines, methods and 
men indentical with those necessary to the 
manufacture of its Monotype keyboard 
Promotions at the Union Trust 

Nine promotions have taken place in 
the Union Trust Company in Cleveland, 
five at the main office and four at the 
Woodland bank office. 

William Tonks, Manager of- the 
Credit department, has been promoted 
from assistanté vice president to vice 
president, and J. H. Caswell of the 
real estate loan department, has bee: 
raised from assistant treasurer to a-- 
sistant vice president. A. C. Cones 
and C. B. Lineoln of the bond depart- 
ment, have been made assistant vice 
presidents. 

At the Woodland bank office, L. J 
Hajek, who is to be the manager ot 
new 105th-Pasadena office of — th 
company, has been promoted from as- 
sistant seeretary to assistant vice pre- 
sident. B. J. Lackamp has been named 
assistant treasurer and J. L. Tekesky 
and Joseph Kakes have been given the 
title of assistant secretary. 


The First National Bank, Chico, Cali- 
fornia, will erect a $100,000 home in 


the near future. 
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First Impressions Are 
The Most Lasting 


You demand dignified architecture when 
planning your building and should take 
equally careful pains with the stationery 
This company specializes in pro- 
ducing distinctive individual stationery. 


you use. 


Each Order We Receive 
Is A Special Order 


We have many title engravings, mono- 
grams and attractive illustrations which 
can be used without any additional cost. 
You are assured of high class work on any 
and every order sent us. 


COMMERCIAL LITHOGRAPHING CO. 


INCORPORATED 
Snead Building 


Send for sample Portfolio B. M. No. 6 for 
samples of work we have done for banks. 


LOUISVILLE, KENTUCKY 
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Automatically sorts and 
routes mail, memos, or- 
ders, etc., for all to whom 
mail is_ distributed. It 
holds reference papers out 
of way but immediately at 
hand when needed. 

A Steel Sectional Device 

Add new compartments 
asrequired. Sections $1.20 
each, Five-com partment 
Kleradesk_ illustrated be- 
low only $7.20. Write for 
free, instructive, illus- 
trated folder, “How to Get 
Greater Desk Efficiency.” 

Ross-Gould Co. (4) 

275 N. 10th—St. Louis 
New York 
Philadelphia 
N Chicago 
N Cleveland 





MAKING ADVERTISING A 
REAL INVESTMENT 
FOR BANKS 


(Continued from page 45) 

The newspaper is the best advertising 
medium for a bank. This is my un- 
qualified judgment and I would make the 
statement strong if I had words to do 
so. My argument is this: The bank and 
the newspaper have the same interests; 
exist in the same community; serve the 
same people; depend on the same public 
for support; rise with prosperity; de- 
cline with adversity. There used to be 
one essential difference, but publishers 
for the most part now have money too. 
Newspaper space is sold on the basis 
of cireulation in the territory from which 
comes the bank’s business. Not only 
is distribution at regular intervals prop- 
erly cared for, but the comparative ease 
of new ideas and new copy favor the 
press. With the dailies, today’s thought 
has repetition almost unlimited tomor- 
row. In my home city the number runs 
literally to millions. Then there is the 
big factor of co-operation. With ad- 
vertising support the press is a willing 
agent in the dissemination of news that 
is favorable to the bank. Do not take it 
that I mean the press-agent or write-up 
matter of the special edition; but rather 
bank news that has a real news value 
and is judged by the editor upon that 


basis. Then, too, the press is a powerful 
factor in making the banker the finan- 
cial mentor of the community, a position 
which cannot fail.to redound to the 
benefit of the bank. Can one question 
that the newspaper should come first in 
advertising a bank? 

Other media are valuable, extremely 
so. Where applicable the street car 
card, with its tremendous continuous e¢ir- 
culation and its adaptability to color 
printing is worthy of serious considera- 
tion. The same is true of the painted 
bulletin and the poster. Particularly 
adaptable is the former; the display 
may be limited to a single board, or a 
hundred or a thousand. It offers flexi- 
bility to that last degree, and locations 
are chosen at strategie points as regards 
traffic. 

Results from advertising in this day 
of keen competition are too closely 
checked to provide support to any me- 
dium without merit. Time will not per- 
mit even a casual analysis of them all; 
but any advertiser may try safely any 
of the various forms that will stand 
the test of his own analysis and survey. 
Experience will demonstrate their com- 
parative value. 


I can not refrain from a brief allusion 
to type, borders and typographieal ar- 
rangement. Let the type be honest, like 
Caslon, Bookman, Seoteh Roman, Chel- 
tenham—clean and clear cut, with the 
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arrangement simple and yet attractive. 
Borders and embellishments are kin to 
illustrations. They have a real province, 
but may hold attention that the adver- 
tiser hopes may be directed to the subject 
matter. It is a safe rule to buy or 
use enough white space to give adequate 
presentation to an advertisement. Just 
a wide margin on a page enhances its 
attractiveness, so white space properly 
distributed makes advertisements more 
interesting. Too much or too little is 
alike to waste. Study and experience 
will determine the mean. 

A quarter of a century ago, the entire 
country, following the defeat of the 
free-silver fallacy was thinking in terms 
of finance. This mental attitude was 
a powerful influence in the development 
of banking; but bankers made no direct 
effort to carry on the work of directing 
publie opinion, in the forming of which 
they had been the most powerful factor. 

We are passing through another such 
opportunity. The sale of government 
bonds brought more people into personal 
contact with finance than even the most 
optimistic had thought possible. It is 
a matter of common knowledge that 
every form of advertising and salesman- 
ship was employed. But in too many 
instances, the bonds were not sold to 
stay sold. It could not be done during 
the sales campaign; the sole object 
was to get the name on the dotted line; 
but the work might have been continued 
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at enormous profit by banks and invest- 
ment houses. It is to be regretted that 
many individual holders of Liberty 
bonds have taken a loss, not through 
necessity, but because they did not know 
and no one told them how valuable their 
bonds would be eventually. However, 
Liberty loan advertising did more for 
the recognition of the value of financial 
advertising than is generally realized. 
Bankers, who prior to the war, con- 
demned financial advertising as useless 
or worse, admit that it has some effi- 
ciency and even though they do not use 
it for their own institutions they are no 
longer antagonistic. We must learn 
to walk before we may hope to run. 
There is nothing gained by deluding our- 
selves; there is a great deal of money 
wasted in advertising. Luck is possibly 
a larger factor that it is in bank loans; 
yet banks sometimes sustain losses, rail- 
roads have wrecks, merchants have been 
known to pile up big inventories on a 
declining market. One hundred per 
cent is a goal never achieved. The only 
man who is 100 per cent anything is 
100 per cent dead. On the whole we 
are moving forward as rapidly as is 
advisable or safe. 

Six years ago there was organized the 
Financial Advertisers Association, which 
has grown to a membership of 500 or 
600 and is doing a great deal to further 
the cause of profitable financial adver- 
tising. It is a department of the Asso- 
ciated Advertising Clubs of the World 
and its standards of practicie in up- 
holding the slogan “Truth in Advertis- 
ing” are. worth repeating. They are: 

First: To encourage clean and effi- 
cient advertising. 

Second: To discourage the publica- 
tion by newspapers and periodicals of 
financial advertising that does not meas- 
ure up to the highest standards. 

Third: To develop among financial 
institutions mutual points of contact 
which will tend to improve their adver- 
tising so that this betterment will become 
permanent and nation-wide. 

Fourth: To encourage by advertising 
the investment through reputable finan- 
cial institutions of the surplus moneys 
of the American people. 

Fifth: To discourage unreliable and 
unsafe investments. 

Sixth: To make financial institutions 
realize the value of advertising and, by 
co-operation, to determine the most ef- 
fective means of building business 
through advertising, in the various de- 
partments of modern financial institu- 
tions. y 

I can unreservedly recommend mem- 
bership in the Association to any bank 
that invests, contemplates investing, 
even as little as five hundred dollars a 
year in advertising. The portfolios and 
bulletins issued monthly, and the book 
of proceedings of the annual convention 


= practical guides and helps to mem- 
ers, 


IMPENDING DECLINE IN 

FOREIGN BOND YIELD 

There are signs of an impending de- 
cline in the investment vield of high- 
grade foreign government bonds. Many 
such loans are being applied for with 
the understanding that war rates shall 
no longer” prevail when non-eallable 
bonds are offered. The probability is, 
therefore, that the forthcoming loans will 
carry nearer a 6 per cent rate than any 
of that type issued since the armistice 
was signed. The public is still buying 
liberal quantities of bonds, notwith- 
standing the considerable advance that 
has taken place since the low level of 
last year. Most of this demand is of 
the investment type and reflects the 
employment of more surplus funds than 
the average man a year ago thought 
would be available for re-investment at 
this time. 

Continued strength of Liberty Bonds 
has been most fortunate, for at low levels 
of last year many thousand small hold- 
ers confronted a sensational loss on 
the first security investment they ever 
made. The advance of the Liberties, 
therefore, has been most influntial in 
developing a more hopeful sentiment, 
for these widely distributed holdings 
have been zealously watched over as 
almost no other bonds ever were watched 
over by the several million new people 
on the government bond lists. The 
striking rise in the government issues, 
therefore, has put cheer, courage, and 
new hope in the hearts of a veritable 
army of rugged, but somewhat emo- 
tional investors. This has been a great 
achievement.—First Nat'l Bank of 
Philadel phia. 


Progress of the Morris plan is shown 
by the fact that a number of banks and 
companies operating this system of in- 
dustrial and investments in a 
hundred American cities are now housed 
in buildings of their own, some of which 
have been built for their special use. 


loans 


The Philadelphia company has had 
a house-warming party in the building 
recently erected. The Cleveland bank 
recently moved into a handsome new 
building on which it had spent several 
hundred thousand dollars. The Chicago 
bank has taken a lease of its present 
quarters for eighty years. The Daven- 
port company has* bought a savings- 
bank building; and the Waterloo com- 
pany, in the same state, is building a 
home for itself that will allow for con- 
siderable expansion. The New Haven 
company has remodeled for its own use 
a bank building which it bought several 


vears ago. 


E. B. Wilson of Des Moines, Iowa, 
has been appointed national bank exam- 
iner by the Comptroller of the Cur- 
reney. 





AGENTS 
WANTED 


CHILD LIFE, the 
new children’s maga- 
zine published by Rand 

~ McNally: & Company, 
offers an exceptional 
opportunity to high 
school girls and boys 
and college students to 
earn a substantial sum 
of money during their 
spare hours. 


We shall be glad to 
tell you all about 
CHILD LIFE and the 
wonderful reception it 
is receiving in all parts 
of the country. 


The contributors to 
CHILD LIFE are 
drawn from the finest 
editorial and artistic 
talent available.. 
CHILD LIFE will, 
therefore, be a welcome 
visitor in every. home 
with gehildren. 


Write for thebooklet: 


“How He Made $86 Quickly 


in Spare Time.”’ 


CHILD LIFE 


TheChildren’s Own Magazine 
Published by 


Rand McNally & Company 


536-538 South Clark Street 
Chicago, Ill. 
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CAMPAIGN AMONG 
SCHOOLS INCREASES 
DEPOSITS 
TPHE teaching of thrift, accumulation 

and business methods as relating to 
banking facilities has broken all pre- 
vious records for the first part of the 
present school vear, according to reports 
from the savings bank division of the 
American Bankers Association. 

As an example of the results already 
achieved, the Pittsburgh schools installed 
a school savings banking system early 
in October, 1921, when every pupil was 
given an opportunity to open a personal 
bank account with the Union Savings 
Bank. On that day every boy and girl 
in twenty-two buildings opened ae- 
counts. In eighty-seven buildings the 
number of depositors amounted to sixty 
per cent or more of the enrollment. In 


AMERICAN 
BANKING 
PRACTICE 


KNIFFIN 


Just 
Out! 


A composite pic- 

ture of banking practice 

as it isnow conducted under 

recognized American  proce- 

dure. A helpful guide for any 

man who wishes to master the 
details of bank operation. 


American Banking 
Practice ~° 


BY WILLIAM H. KNIFFIN 
390 pages — 5} x 8—$3.50 net, postpaid 


This book marks a forward step 
in banking literature; first, be- 
cause it covers the entire field of 
banking practice in a single 
compact reference volume; sec- 
ond, because the book inciudes 
and interprets the Negotiable 
Instruments Law. 


Examine it for 10 days FREE 


FREE EXAMINATION COUPON 


McGRAW-HILL BOOK CO., INC 
370 Seventh Avenue, New York 


You may send me for 10 days’ examination 
Kniffin’ss AMERICAN BANKING PRAC- 
TICE, $3.50 net postpaid. 


I agree to return the book, postpaid, 
within 10 days of receipt or remit for it. 
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one high school in Pittsburgh, 1,974 
bank accounts were opened trom among 
2,171 pupils. The number of depositors 
has been larger each week than on the 
opening day, the number on the ninth 
bank day being 60,256. 

In Toledo, where a stamp system bad 
been operated for fifteen years by tlie 
Commercial Savings Bank and Trust 
Company, a change to a passbook system 
became effective in October. After two 
months of operation comparative rec- 
ords of the new and old compare for 
number of 7,364 is to 
23,112 and the percentage of the entire 
school enrollment increased from twenty- 
four to seventy-six. The average weekly 
deposit received by the bank inereased 
from $912.14 to $3,217.60. 

Youngstown, in the steel district, with 
its resulting depression, reported even 
larger advantages from a similar change. 


depositors as 


HOW MUCH ARE YOU 
SPENDING FOR NEW 
BUSINESS? 

(Continued from page 38) 
exclusively in Louisiana and nearby 
states, would not be justified in spend- 
ing a considerable amount of money for 
national advertising, while banks in 
Chieago and New York and saving banks 
in Cleveland whose business extends 
pretty well the country can of 
course advertise nationally with good 

results.” 

The publicity director of a Boston 
bank writes: 

“For a bank making a_ particular 
national appeal, I would say that a 
division of the advertising appropriation 
might be made as follows, listing the 
items in the order of their importance: 


over 


1. National magazine advertising 
2. Financial magazines 

3. Newspapers 

4. Booklets and other publications 
5. Direct by mail promotion 

“Street car advertising, posters and 
window displays might be of value to 
banks maintaining savings departments 
-or desiring to develop certain other 
features as safekeeping, safe deposit and 
trust.” 

A Kansas City bank contributed this 
to the discussion: 

“One-tenth of one per cent of the 
yearly average of deposits seems to be 
the ratio most often used and approved. 
However, conditions vary so largely, 
even between banks in the same compe- 
tition, that such a ratio must be con- 
sidered as a starting point only. It has 
the advantage of increasing as the busi- 
ness grows and the disadvantage of 
decreasing if the deposits decrease. 
However, over a year’s average the sea- 
sonal fluctuations are eliminated. Some 
banks exceed this ratio many times; 
doubtless most banks should spend at 
least this much. 

“Many things should be taken into 
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consideration, however, in fixing the 
amount of the budget. Estimate should 
be made of what your competitors ar 
spending, of what your tentative pro- 
gram will cost; your past experience, if 
any, should be taken into consideration, 
analyzed and compared with its results, 
and the experience of others should be 
sought. 

“The budget should be adequate to 
cover the field and to pertorm the task 
vou demand of it. Many banks assign 
definite percentages to the various de 
partments and definite amounts to the 
various the budget. This 
should always be done as closely as 
possible, for it 
buying.” 


items of 


makes for economy in 


The Redding Savings Bank, Redding, 
California, recently re-elected Edwar 
C. Frisbie president. 

















Moral Effect 


The impression your savings depositors 
carry away is not temporary—it’s lasting. 
Above all it must include a feeling of secur- 
ity—a sense of protection—a knowledge that 
frauds are impossible. Inkless Finger Prints 
never fail to impress depositors with this 
sense of security. It is the surest 





Means 


of positive identification—infallible. This 
method is clean, sanitary and pleasant—no 
ink or soiled fingers. It saves time and 
gives permanent 


INSURANCE 


Poor writers and “cross mark makers’ 
appreciate Inkless Finger Print identification. 
It protects the depositor—your Teller—and 
you, Mr. Banker. 


Write Now! 
Dept. A 


Bauder Identification Co. 
Astor Trust Building, New York 


CAST BRONZE TABLETS 


NATIONAL BANK § 


‘ 


NGS 


ETCHED BRASS SIGNS, WOVEN CAGES, 

METAL RAILINGS, GRILLS AND WICKETS 
Ask for Folder “B” 

THE NEWMAN MANUFACTURING CO., 


416-418 Elm St., Cincinnati, Ohio 
Branch: 68 W. Washington St., Chicago, Ill. 

















BANKERS MONTHLY for FEBRUARY, 1922 


THE TRAVELING TELLER 


RECORDING HOME SAFE 


We have twenty-one other Recording and 
thirteen Non-Recording Styles. 


SIX THOUSAND BANKS 
USE OUR SAFES 
Many of these have more than thirty 
thousand in circulation. This is proof of their 


value. May we give you the names of these 


institutions? Specimen gladly sent to any 
bank. 


The Automatic Recording Safe Co. 


159 North State Street CHICAGO 


safe checks 


Checks on plain 
paper are a risk to you 
and a temptation to any 
weak-willed individ- 
ual who happens to 
handle them—so easy 
to alter. 

Make your checks 
proof against fraud by 
using National Safety 
Paper, which instantly 
shows up an alteration 
made with acid, eraser, 
or knife. 

Ask your lithographer. 


George La Monte & Son 
Founded 1871 
61 Broadway New York 
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Protection from loss—PHOTOSTAT Prints 


You no longer have to send the originals of valuable documents through 
the mails with the attendant risk of loss. PHOTOSTAT copies can be 
made in a few minutes at a cost of a few cents each, are perfect facsimiles 
which require ng checking and are accepted as legal evidence in court. 

The PHOTOSTAT eliminates the mechanical drudgery of copying by 
typewriter or long hand. It is used for general office copying of such 
subjects as letters, telegrams, reports, graphs, charts, shipping lists, 
contracts, ledger pages, insurance records. The PHOTOSTAT copies are 
photographic facsimiles and so do not have to be read back for errors or 
checked with the original. You know they are right. An office boy or 
girl does this work on a PHOTOSTAT after two or three hours instruction, 
and does it in a few minutes and at the cost of a few cents per print. 


The PHOTOSTAT also saves many hours in the advertising depart- 
ment, where it is used to reduce illustrations to finished size, to copy 
layouts, and to determine whether light or dark backgrounds are the 
more effective. (The original subject can be reproduced either with the 
same or with reversed black and white values.) 


Again the PHOTOSTAT does in a few minutes work that formerly took 
hours or even days of a tracer’s time in the drafting room. It eliminates 


the necessity of tracing because it copies both pencil sketches, drawings 
and blue prints, 


Please ask us for “THE PHOTOSTAT and WHAT IT WILL DO.” 


PHOTOSTAT CORPORATION 


299 State Street, Rochester, N. Y. 


88 Broad Street - - - - + Boston 19 South La Salle Street - - Chicago 
7 DeyStreet - - - +-NewYorkCity 510 No. American Bldg. - Philadelphia 
429 Monadnock Bldg. - San Francisco 601 McLachlen Bidg.- - Washington 


Executive Office: Providence, R. I. 


HE New York Trust Company 

offers to corporations, firms and 
individuals, a thoroughly modern and 
complete commercial banking service, 
including a highly developed credit 
information service which is available 
to customers. ; 


Special conveniences are offered to those 
engaged in foreign trade. These include 
foreign credit information and current 
data bearing upon foreign markets and 
trade opportunities. 


Long experience, covering the entire 
field of trust service, enables us to offer 
unexcelled facilities for the administra- 
tion of all personal and corporate trusts. 


The New York Trust Company 
Capital, Surplus & Undivided 
Profits - - - - $26,000,000 


100 BROADWAY 
57TH ST. & FIFTH AVE. 


Member Federal Reserve System 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 



























































































































































































































































































































































SOME PERSONAL SIDE- 
LIGHTS ON AIDING THE 
FARMERS 


(Continued from page 25) 

This bank, the Merchants’ National of 
Muneie, has an agricultural extension 
department, under the supervision of 
Chas. F. Koontz, vice-president of the 
institution. For almost ten years it has 
been in existence, enlarging its scope 
as conditions demanded. They won their 
way into the farmers’ hearts through the 
boys and girls, by helping along with the 
elub work. Incidentally they got over 
the message of better farming to the 
adults by interesting the children and 
showing them how to go about feeding 
calves and hogs and growing corn in 
the right manner. 

And now they are helping the older 
folks by trying to drive every serub 
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bull out of the county. 

The basement of the bank, the diree- 
tors’ room, has been fitted up so that it 
also serves as a meeting place for farm- 
ers and their wives. Here are tables, 
chairs, papers, books and magazines for 
their enjoyment, and plenty of oppor- 
tunity for farmers to sit down and talk 
over any business they want to. On the 
wall is posted daily the market reports 
from different centers. 

Once a year the boys and girls gather 
together for their “annual” meeting, 
and the prizes are given to the winning 
contestants. This is a regular affair, 
with movies and everything. 

“The parents of the boys and girls 
in the contest, when the ‘annual meet- 
ing’ is held, really ask more questions 
than do the youngsters,” said Mr. 
Koontz. “We like this, for it shows 
how the real lessons being taught 
through the clubs are reaching the older 





CANCELING CHECKS 


“CUMMINS PERFORATORS’” 


QUALITY 


Sent on trial with Bank’s Own 
A. B. A. Number without risk or 
obligation, legal or moral. 

Quarterly payment plan (if desired) 
payable through 1922. 

You have always intended to get 
one—do it now. 


NOTE 


Cut out and send us this ad and let us send you a 
machine with YOUR A. B. A. number—on 30 
days’ trial—this without risk or obligation on 
your part, 


RESPONSIBILITY 


SERVICE 


CUMMINS PERFORATOR COMPANY 


Formerly THE B. F. CUMMINS CO. 
4748 RAVENSWOOD AVENUE, CHICAGO 








For Advance 
Reports on 


Bonds 


Proposed issues, 
bids wanted, etc. 
WRITE 


PACIFIC NORTHWEST 
PRESS CLIPPING BUREAU 


Hinckley Bldg., SEATTLE, WASH. 





New Business! 


Successful banks 
are attracting new busi- 
ness—increasing de- 
posits through Budget 
Thrift Books. Reor- 
ders prove they produce 
for banks—large and 
small. A timely aid in 
saving every one wel- 
comes. Free sample 
book, plan and prices on 
request. 


Buckley, Dement & Co. 


1300 W. Jackson Blvd. CHICAGO 
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people. I think this club work is very 
good advertising for the bank, for it 
not only has won us the friendship of 
the boys and girls, the farmers of the 
future, but we have created a feeling of 
friendship among the older folks.” 
* * * * 
Lt us shift over to Iowa, in the heart 
of the corn belt. They need the 
banker out there just as well as any 
other place, even if the state is the 
richest farming one in the Union. At 
the present time they need the banker 
badly, and some of them are coming to 
their aid. Instead of compelling farm- 
ers to liquidate and meet their bills, 
they are giving them more money with 
which to bridge the gap. 

Here we find M. M. Heponstall, presi- 
dent of the Seeurity Savings Bank of 
Perry, doing his best to help his eus- 
tomers. 

“Our bank is doing its bit by helping 
the farmers make a little money,” he 
said. “We have plenty of corn but 
little or no market aside from eattle, 
hogs and sheep, and not everyone can 
get the funds with which to buy the 
thin stock. Besides, it takes several 
months to realize on this, so we just 
advance them money for dairy cows, so 
they can keep a few head and have a 
cream or milk check coming every month, 
in order to get enough money to go 
along. 

“Our plan to help is well known 
among the farmer; we advertise it, and 
back it up by really helping. They are 
working with us, and instead of liquidat- 
ing at a low price, they are being put 
in position to go along, and they will come 
out in the end. We understand each 
other’s problems out here; we have to 
in order to get along, for my bank is 
dependent upon the farmers, and they 
upon us. This sort of co-operation is 
paying.” 

* * * * 

H H. WILCOX, cashier of a bank at 

* Lueas, Kansas, sought to get his 
rural customers to diversify their farm- 
ing, but his efforts were futile when he 
talked to the men as they came into the 
bank. Wilcox is one of those bankers 
who has the welfare of his cutomers 
at heart. He knows them all; makes 
it his business to get better acquainted 
with them, and he has found it worth 
while. 

Lean years came to his district, where 
wheat is the main line of farming, and 
when farmers came in for money, Wil 
cox, instead of refusing them or merely 
giving them the eredit, according to 
what the case may be, started a friendly 
chat which wound up with his pointing 
out to them that they had all of their 
eggs in one sack—that is to say, when 
wheat was poor in yield or price, the 
year was lean, and few farmers had any 
money. 

Naturally they listened to him, but 
few took much stock in what lie said. 

(Continued on page 96) 
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How and Where to Buy 
Your Bank Supplies 


RISING costs and growing competition compel the 
prudent bank officer to exhibit redoubled vigilance 
in the purchase of supplies. 


| Every department of the bank feels the spur of- increasing 

} business, and the problem of providing suitable service and 
furnishing satisfactory supplies to old and new customers is 
of growing importance. 


Saving Money and 
| Getting Results 





















THE Bankers’ Equipment-Service safety deposit fixtures, safety deposit 
Guide, a new Rand McNally bank boxes, protective devices, etc., this 
publication, answers effectively the Guide presents a complete compend- 
question of how and where to buy © ium of dependable manufacturers, 
supplies and service for every de- alphabetically arranged, together with 
partment of your bank. the character of their products. 
| You will find in this new volume In addition, there is a remarkable 
a veritable gold mine of profitable survey of other banking requirements 
suggestions for meeting the needs of like architecture, audits and system- 
\ every business. Based on:a nation atizing, advertising, safety papers, 
wide research of banking equipment, Savings stimulants and similar mat- 
including a vast array of bank ac- ters that will contribute strongly to 
counting machinery, loose-leaf and the simplification of internal man- 
binding supplies, stationery, vaults, agement. ; 


Every Cashier or Buying Agent 
Should Have This Volume 














N° more complete and accurate bank publishers of America for half 
= presentation of the present needs acentury. This new guide will serve 
l of the modern bank has been com- as a trustworthy force in helping 
piled. It goes to you with a guar- you to buy the best supplies and 
antee of reliability, backed up by service obtainable at reasonable 


Rand McNally & Co., the leading prices. 


AND MSNALILY & COMPANY 


The Leading Bank Publishers of America 
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GAiN IN FARM MACHINERY 
EXPORTS OVER 1913 


An inerease of more than 
million dollars in the value of exports 
ot American agricultural implements in 
1921 over 1913 is shown in a preliminary 
statement issued recently by the agricul- 
tural implements division of the Depart- 
ment of Commerce. A great deal of 
this inerease, according to the state- 
ment, is attributable to the high prices 
which have prevailed during and since 
the war period, as the downward trend 
of prices of agricultural implements did 
not gain headway until the third or 
fourth month of 1921, and the latter 
months of that year have been charac- 
terized hy a persistent decrease in the 
value of exports due as much to lower 
prices as to the current business de- 
pression. 

Exports of pumps increased by over 
$8,000,000, largely as a result of in- 
creased use of pumps for irrigation pur- 
poses, and tractors (traction engines) 
increased by over $4,000,000. The in- 
erease in quantity of tractors exported 
was proportionately almost as great 
as the increase in value of tractors ex- 
ported indicating only a slight increase 
in price for the year 1921 as compared 
with 1913. “Other implements and 
parts of” inereased by nearly $12,000,- 
000 and practically all other classifica- 
tions showed large decreases. . 

This increase over 1913 is considered 
remarkable because of the many markets 
which were closed to American exporters 
of agricultural machinery on aceount of 
the war and the economie chaos which 
has sueceeded it in some parts of the 
world, notably Russia, Central Europe, 
and the Balkan States, which in normal 
times might be expected to be large 
purehasers of modern equipment. 


twelve 


Foreign Trade Convention 

The ninth national foreign trade con- 
vention of the National Foreign Trade 
Couneil will be held in Philadelphia on 
May 10, 11, 12, 1922, according to the 
annoucement of O. K. Davis, secretary 
of the council. 

“The choice of Philadelphia as the 
Convention city,” said Mr. Davis, sec- 


retary, “is in accord with the poliey of 
the National Foreign Trade Couneil to 
hold its convention each year in a differ- 
ent part of the United States. Previous 
meetings have been held in St. Louis, 
New Orleans, Pittsburgh, Cincinnati, 
Chicago, San Francisco, and Cleveland. 

“To judge from what some ‘calamity 
howlers’ say, it would appear as if our 
foreign trade were all shot to pieces,” 
said Mr. Davis. “I wonder how many 
people in this country realize that our 
exports for the last six months have been 
63 per cent greater in value than in 
1913, and about 15 per cent greater in 
volume; and that in the six months 
ending September, 1921, we have ex- 
ported commodities valued at $2,025,- 
236,000 and have imported goods valued 
at $1,197,850,000. 


STUDYING THE PROBLEMS 
OF THE SHIPPING BOARD 


A booklet entitled “The Shipping 
Board and our Merchant Marine” was 
recently distributed by The Mechanies 
and Metals National Bank in New York. 
It presents an analysis of the situation 
now existing in the United States, where- 
in the shipping board constitutes an 
important factor in the economie situa- 
tion of the country. 

Beeause of the power of its huge fleet 
and the influence of its policies and 
decisions upon the development of the 
entire American merchant marine, the 
activities of the shipping board are of 
wide current interest. The booklet 
analyzes in detail the shipping legisla- 
tion of the country prior to the war and 
since, presenting the immediate prob- 
lems of the shipping board and in- 
dieates their solutions. 

Lists Foreign Bond Issues 

A recent issue of the International 
Securities News, which is published by 
the securities department of the Ameri- 
can Express Company, contains a list 
of foreign bond issues that have been 
offered for subseription in the United 
States up to December 31, 1921. The 
list ineludes bonds that have matured 
and been paid off, as well as those now 
outstanding. 

The list shows that there are at present 
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outstanding issues amounting to nearly 
$1,500,000,000. A small portion of this 
amount has, of course, been retired 
through sinking fund operations. — This 
includes a considerable amount of Rus- 
sian securities which are outstanding, 
but which should have been retired by 
this time. The list does not include 
outstanding Canadian issues, the nun- 
ber of which would far exceed the total 
nunber of all other foreign governments 
and municipals combined. 


Urge Loan for Germany 

Germany for a long time has been 
attempting to float an international loan 
which would relieve her Government 
from the necessity of purchasing foreign 
exchange to cover reparations payments. 
Diseussion of this plan, at first uni- 
formly hostile, has lately taken a new 
turn, and even the Paris “Temps,” which 
is known to be a semi-official publication 
of the French Government, has pub- 
lished an article suggesting an_ inter- 
national first mortgage loan to Germany 
in the amount of $1,000,000,000 with 
interest at 7 per cent and_ repayable 
within 50 years. 

It is proposed to issue the bonds at 
such time and in such amounts that the 
proceeds of their sale would cover the 
German reparations quarterly payments 
of 500,000,000,000 gold marks as they 
fall due. Such an issue of bonds would 
cover the German payments for 1922 
and 1923, provided that payment of the 
variable annuities caleulated on exports 
is waived for the same period.—<Amen- 
can Express Company. 

Norwegian Bank Growth 

A record year in deposits is reported 
by the Christiania Sparebank, of Christ- 
iania, Norway, according to a eable- 
gram received recently by the Irving 
National Bank in New York from A. E. 
Lindhjem, its correspondent in Seandi- 
navia. The despatch says that the de 
posits of the Sparebank, which is the 
oldest and largest savings institution i 
Norway, have increased during the past 
year from 252,000,000 crowns to 308 
000,000 crowns, a growth of more than 
22 per cent. The Sparebank has sixteen 
branches in Norway. 
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EXPORT OF FOODSTUFFS 
EXCEED 1910-14 PERIOD 


The United States exported more than 
twiee as foodstufis during 1921 
than in the pre-war 1910-1914 period, 
notwithstanding the fact that there has 
decline since the 
peak of 1918-1919, aecording to a recent 
} the Foodsiutfs Divi 
sion of the Department of commerce. 


much 


been a considerable 


announcement by 


With cereal and cereal products, we 
during past 
thirty-one billion pounds as compared 
with an average ot nine billion pounds 
before the war, or more than three times 
as much. With meat products we ex- 
ported during the past year about 
eigthy per cent more than the pre-war 
average; of vegetable oils practically 
six times as much; and of dairy products 
about eleven times as much. 


have exported the year 


That exports still continue heavy in 
volume is shown by the fact that for the 
new wheat crop beginning July 1, we 
have exported one hundred eighty-one 
million bushels against a pre-war 
average of seventy-one million bushels, 
or about two and one-half times as 
much. We have exported about eight 
times as much rye and three times as 
much corn since November 1. When the 
values are compared, the ratio is still 
higher, as average export prices are still 
considerably higher for 1921 than were 
pre-war prices. 

The estimated total imports and ex- 
ports during 1921 between the United 
States and all countries of Latin Amer- 
ica show an increase of practically 100 
per cent in value over the trade for 
1913, the last normal year, the 
Department of Commerce in a prelim- 
inary review of the year’s trade based 
on statistical returns for the first eleven 
months of 1921. 

The total for 1921 was approximately 
1,404 million dollars while for 1913 it 
was 730 million dollars. This sum is 
made up of 667 million dollars of im- 
ports from Latin America and 737 mil- 
lion dollars of exports. By comparison 
with 1913 it is seen that this trade is 
greater than might have been predicted 
in 1913, based upon the curve of increase 
for the several previous years. If the 
trade for 1922 and succeeding years 
show no decrease over 1921, it may 
fairly be said that on the whole, we 
have emerged from these years of eco- 
nomie and depression with a 
substantial net gain in our business with 
Latin America. * 


Savs 


crisis 


M. S. Heagy, president of the Rock 
Island, Iowa, Central Trust and Sav- 
ings Bank, was re-elected president at 


the meeting of the board of directors. ' 


W ork will start soon remodeling the 
vuilding oceupied by the Farmers’ 
Trust Company, Marion Indiana. 


Readers will confer a favor 
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ULSTER BANK LIMITED. 


- ESTABLISHED 1864 


GOTHENBURG 


SUMAN 
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London County Westminster 
and Parr’s Bank Limited 


ESTABLISHED IN 1836 


Chairman: WALTER LEAP. 
Deputy-Chairman: SIR MONTAGU TURNER, 


(30th June, 1921) 
Current, Deposit and other Accounts 


Head Office: 41, LOTHBURY, LONDON, E.C.2. 


: Chief General Managers: F. J. BARTHORPE, JOHN RAE. 
Foreign Branch Office: 82; CORNHILL, LONDON, E.C.3. 
AFFILIATED ABROAD 


LONDON COUNTY WESTMINSTER & 
PARR’S FOREIGN BANK, 


__PARIS: 22,”Place Vendéme. 

FRANCE BORDEAUX: 22 and 24, Cours de |’Intendance. 
LYONS: 37, Rue de la République. 
MARSEILLES: 29, Rue 
NANTES: 6, Rue Lafayette. 

BE —BRUSSELS: 114-120, Rue Royale. 

LGIUM ANTWERP: 41, Place de Meir. 

S PAI N —MADRID: Avenida del Conde de Pefialver 21 and 23. 
BARCELONA: Paseo de Gracia 8 & 10. 
BILBAO: Gran Via 9. 
VALENCIA: Alfredo Calderon 13 & Pascual y Genfs 6. 


AFFILIATED IN IRELAND 


All Cheques on the Ulster Bank will be collected 
for Customers of this Bank, free of Commission. 


The Bank is represented by Branches or Agents in all the Principal Cities and 
Towns of the United Kingdom and has Correspondents throughout the World. 
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Skandinaviska 
Kreditaktiebolaget 


STOCKHOLM 


MALMO 
BRANCHES IN ALL PARTS OF SWEDEN 


Paid-Up Capital & Reserves Kr. 182,000,000 


BANKING Business of Every Description Transacted. The 
Bank affords every facility for transactions between Scandi- 


navia and the United States. 











The Frontier Bank of China has been 
admitted to membership in the Peking 
Bankers Association. 

The China and South Bank, 
Tientsin, China, is erecting a new bank- 
ing home. It will be oceupied at an 
early date. 





Seas 


F. B. Kelly, of Minneapolis, has been 
appointed cashier at the Crystal Falls 
National Bank, Crystal Falls, Michigan, 
George Brotherton succeeding. 


by mentioning THE BANKERS MONTHLY when 


The Bankers Association of Kiangsi, 
China, was recently organized. Banks 
with a capital of over $200,000 are 
eligible for membership. 

A new bank to be known as the Fow 
Ming Bank in Peking, China, is being 
organized with a capital stock of 
$5,000,000. 

The Industrial and Commercial Bank, 
Hongkong, China, has opened a branch 
office at Shanghai. 





writing to our advertisers. 
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WHEN VULCAN FORGED 
THE CHECK OF JOVE 
(Continued from page 31) 

The rest is history. Any schoolboy 
ean tell you that on the day of the flight, 
while Diogenes was sitting on the wall 
of the Labyrinth, intent upon the fliers, 
Apollo beat it for his sun chariot, and 
projected such violent rays of sunlight 
upon Iearos, that the wax of his wings 
melted and he fell into the sea and was 
drowned. Of course history claims that 
this flight took place long before the 
day of Diogenes, or even Croesus, for 
that matter, but in this assumption 
history is mistaken. I got this story 
from Croesus himself, and he if anyone 
ought to know. Apollo congratulated 
himself. He had allowed just two weeks 
following the selling of his ten shares to 
Jove in which to work out his bet. He 
had timed the thing correctly. The full 
two weeks would have expired upon the 
fifth, the day upon which he had agreed 
to buy back the stock. The flight had 
come off on the first. 

So, having collected his three thousand, 
minus Diogenes’ commission as stake- 
holder, Apollo returned to Olympus and 
walked into the home office of the Delphi 
Oracle Company to find a strange presi- 
dent sitting in his president’s chair! 

Of course Apollo could learn nothing 
from him, so he went to one of his old 
directors, who told him the story of the 
meeting. Even then Apollo couldn’t 
find out who the real owner of the forty- 
nine per cent was, for Croesus had a way 
of pieking tight-lipped people to do his 
jobs. 

There was no doubt, however, in Apol- 
lo’s mind, that Jove had done the trick, 
for he was the only one who knew 
about those ten shares of stock. Besides, 
as far as Apollo was concerned, Jove 
had never amounted to much as a father. 


In business Jove had treated him more 
as a competitor than a son. Apollo 
had often reflected, sometimes bitterly, 
how different it would have been if Juno 
had been his mother. But, on the other 
hand, he didn’t have to maintain any 
such social standing as Juno would have 
insisted upon if he were an actual mem- 
ber of the Jove family—an insistence 
that was enough to, and did, drive at 
least one member of her family to the 
girls of Attica. 

As distant as their relations had 
been, though, Jove had never before 
deliberately played false to Apollo, and 
it hurt. Apollo went right down to see 
his good friend Croesus of the Olympic 
National, to see what could be done about 
it. 

“It’s absolutely legal,” Croesus ex- 
plained, after he had listened to the 
story of the double-cross. “The only 
thing you can do is to buy him off. 
Of course, if you want me to, I'll see 
what I can do for you. I have some 
influence with Jove, I admit. In the 
mean time, keep away from Jove—if 
you see him you'll lose your temper, and 
then it would be all off. Suppose you 
come around at two this afternoon.” 

At two o’elock Apollo was there. 

“Well,” Croesus reported, “There is 
a very definite figure at which he will 
relinquish econtrol—twenty five per cent 
of the stock in your Oracle company.” 

Apollo eursed. Then he had a bright 
idea. 

“Or its equivalent in cash?” he asked. 
Croesus pondered. 

“T believe he would say yes to that,” 
he finally answered. “In fact I might 
go so far as to say that I am certain 
he would say yes.” 

“Well,” Apollo ventured, “I should 
say about thirty thousand would cover 
that.” 


THE NATIONAL PROVINCIAL AND 
UNION BANK OF ENGLAND, LTD. 


ESTABLISHED IN 1833. 


Head Office: 15, BISHOPSGATE, LONDON, E.C. 2. 


PRINCES ST. OFFICE: (UNION) 2, PRINCES ST., E.C. 2. 
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“Better make it forty,” advised Croe. 
sus. “If you will bring forty thousand 
along with you tomorrow morning at 
nine-thirty, the dummy directors and 
the officers will resign—and you ge 
your directors and your president ready 
for re-election.” : 

“All set,” agreed Apollo, and he made 
a bee line for the foundry, where he 
found Vulean experimenting with high- 
powered thunderbolts. 

“May I use your phone a minute?” 
he inquired. 

Vulean nodded absently, for he was 
figuring the coneussion on a new brand 
of thunder. 

“Hello,” called Apollo. 
Olympie National. Olympic? This js 
Jove. What’s my balance today? 
Fifty-five thousand nine hundred and 
eigthy? Thanks.” 

“Thought so,’ he chuckled. “First 
of the month—rents have just come in.” 

* “Say, Vulean,” he called, “I’ve got a 
job for you.” 

“What is there in it?” growled Vulean. 

“Twenty-eight hundred,” replied Apol- 
lo, taking from his belt all that he had 
left from the Icaros venture. 

“What’s the dope?” exclaimed Vulean, 
interested at once. 

“You used to be a forger, didn’t you, 
Vulean, in the old days?” 

Vulean looked around uneasily. 

“Best in town,” he admitted, when he 
was sure no one was listening. 

Apollo drew close. 


“Give me the 





“Vulean,” he whispered, “I want you 
to forge Jove’s name to this blank 
check. Have you got a sample of his 
signature?” 

“Sure,” answered Vulean, “I’ve got it 
on areceipt he signed when he got Juno's 
necklace back a few days ago. Come 
over tonight and I'll give vou the cheek. 
But you’re sure it’s safe?” 

“Absolutely !” 

“ No chance of the bank getting the 
Argus Detective people after me?” 

“Positively none. There won't be any 
come-back.” 

“T’ll do it,” agreed Vulean. 

The next morning at nine twenty 
Apollo walked into the Olympie National 
Bank, took a blank check out of his 
pocket and after nodding absent-mind- 
edly to Croesus, went over to the counter 
and did a little figuring. 

“Forty-thousand for Jove—twenty- 
eight hundred to Vulean—six hundred 
that Jove will make on my ten shares 
that I buy from him—that’s forty-three 
thousand, four hundred—plus ten pe 
cent commission: total, forty-sevel 
thousand, seven hundred and forty.” 

And he filled in the check for that 
amount, payable to “eash” and signed 
by Jove, stepped over to the teller and 
cashed it. ; 

Ten minutes later the opposition dt 
rectors resigned, his own dummies and 
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his own officers were reinstated, and he 
was again in control of the Delphi 
Oracle Company. 

The next day- Jove was notified that 
his account was overdrawn. He came 
down to the bank in a hurry. He felt 
sure that there must be some mistake, 
and together he and Croesus went over 
his checks. 

“By the fires of Pluto!” Jove ex- 
claimed. “I’ve been robbed!” Someone 
has cashed a forged check for forty- 
seven thousand, seven hundred and 
forty.” 

“J ean’t imagine who. it could have 
been,” Croesus declared, after they had 
thrashed the matter over, “unless it was 
‘Apollo. I was told that he had a lot of 
cash with him yesterday.” 

In a rage Jove hunted up Apollo and 
aceused him of the forgery. 


“See here, Pa,’ Apollo warned him, 
“don’t accuse me of anything, or Ill 
open up things and let every man, 
woman and child in Olympus know just 
what you’ve been doing. You've got just 
what you deserved. You ought to be 
ashamed of yourself, for pulling a stunt 
like that. Of course, if you want it to 
get out—I imagine Juno, for instance, 
would be pleased—” 

“Holy Zephyrs!” thought Jove, “Ve- 
nus has been telling him about Io!” and 
he hurried back to Croesus. 


“Jove,” Croesus advised, “I don’t think 
you ean do a thing. In the first place, 
you can’t prove that he did it, and in 
the second place, it’s almost impossible 
to get a conviction for forgery in case 
the victim is as rich a man as you are 
supposed to be.” 

Jove flared up angrily. 

“By the flames of Aetna, someone 
ought to be made to pay for this!” he 
thundered. “Croesus, according to the 
law of the Olympic National is respon- 
sible for that forgery. Isn’t that cor- 
rect ?” A 

“Calm down there Juby,” Croesus 
exclaimed. “Don’t go off on the fly 
like that—you’re a regular Pegasus when 
it comes to going up in the air about 
things. The Olympic National might 
possibly be held for that forgery, if it 
Were not for certain cireumstances and 
conditions—” 

“What do you mean, conditions?” 
asked Jove, impatiently. 

“Well,” Croesus explained, “you were 
telling me a while ago a very interesting 
story about one Io, and it seems your 
wife—” ; 

“Enough!” wailed Jove. “Tm 
through. But Croesus, I tell you I’m 
broke! You'll have to let me have a 
little something to live on this month!” 

“What have you got to offer as se- 
curity ?” 

“Well,” Jove hesitated, “I’ve got a 
necklace here that belongs to my wife--- 
she doesn’t know I’ve got it yet—” 
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LONDON JOINT CITY AND 
MIDLAND BANK LIMITED 


CHAIRMAN: 
j The Right Hon. R. McKENNA 
JOINT MANAGING DIRECTORS : 


S. B. MURRAY 


Paid-up Capital - 
Reserve Fund - 


| Deposits (June 30th, 1921) 
L 2 none lpcecncssascnpcnipisccnsenii - 


F. HYDE 
Subscribed Capital - 


_E. W. WOOLLEY 

= £38,116,815 | 
- = 10,860,565 | 

- 371,322,381 


HEAD OFFICE: 5, THREADNEEDLE STREET, LONDON, E.C.2. 
OVER 1,550 OFFICES IN ENGLAND AND WALES 
OVERSEAS BRANCH : 65 & 66, OLD BROAD STREET, LONDON, E.C. 2. 


Atlantic Offices: ‘‘ Aquitania ’’ 


‘‘ Berengaria’’ 


** Mauretania ” 


AFFILIATED BANKS: 
BELFAST BANKING CO.LTD. THE CLYDESDALE BANK LTD. 


OVER 160 OFFICES IN SCOTLAND 


OVER 110 OFFICES IN IRELAND 
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: Svenska Handelsbanken 
' STOCKHOLM . 
= Cable Address “‘Handelsbank”’ Own Funds: Kr. 181,000,000 
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G. C. Marshall has been re-elected The directors of the Franklin Na- 


president of the Alhambra Savings and 
Commercial Bank, Alhambra, Califor- 
nia. E. E. Bailey, R. F. Bishop and 
William Orr were named vice-presidents, 
and E. G. Hartsig, eashier. 





Chris Hirning, cashier of the Farm- 
ers and Merchants State Bank, Scot- 
land, South Dakota, has resigned.. 





The Lindsay, California, National 
Bank has eleeted Chester Dowell and 
R. D. Adams vice-presidents, and E. A. 


Nelson eashier. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when 


writing to our advertisers. 


tional Bank, Newark, Ohio, have elected 
Warren T. Suter, president. He suc- 
ceeds W. A. Robbins who resigned but 
retains his interest in the institution. 


C. H. Keller, formerly of the State 
Bank of Edgerton, Minnesota, has taken 
up his duties as cashier of the American 
National Bank of Lake Crystal, Min- 
nesota. 


John Perrott has been elected cashier 
of the First National Bank, Lodi, Cali- 
fornia, to sueceed W. H. Lorenz, who 
recently became the bank’s president. 
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\RE THE SAFETY DEPOSIT 
BOXES BULGING WITH 
MONEY? 


Cor page 36) 
sion, gel en, that the amount 
idiculoeus small that if this bill 
vwted inte v it will not do the 
ou gentlemen believe it will do. 
Mv. Kelly noticed about a vear 
at thie \merican Bankers Asso 
tion had put out a study of 100 men, 
vr at the age of 21—do vou reeall 
that? 
Mr. Melee: Yes; I veeall that table. 
Mr. Kelly: (nd the study showed 
that only 3 reached the end of their 
earthly pilgrimage as self-supporting 
citizens. In other words, that 97 out of 
100 were dependent upon charity and 
that only 3 out of 100 came finally to 
their death in a self-supporting position. 


It seems to me that is a very serious 
situation if it is to be taken as true? 

Mr. MeKee: I have heard that table 
attacked by noted economists of this 
country; they question its aceuraey. 

Mr. Kelly: It was put out by the 
American Bankers Association ? 

Mr. Melee: Yes, sir. Based on the 
best information they ean get. It 
difficult accurate in- 
formation, and the statements have been 
attacked, as I say, but 1 do not deny 
nor affirm their aeeuracy. 
that the statement 


very 
thing to get 


Is a 


1 simply say 
has been made. 


MT 


pan 


; 








Mr. Kelly: 
bank business ? 

Mr. MeKee: Both 
savings bank business. 

Mr. Kelly: 
deposits ? 

Mrz MeKee:+ We invest savings de 
posits in loans on real estate, small loans, 
$2,000 to $5,000 on improved real estate 
in the eastern section of the city. 

Mr. Kelly: What proportion of your 
deposits is in real estate? 

Mr. MeKee: 


You are in the savings 
commereial and 


How do you invest your 


What proportion of our 


loans ? 

Mr. Kelly: Yes, sir. 

Mr. MeKee: We have $900,000 on 
deposit and we have about $800,000 
loaned out. Eighty per cent of the 
amount loaned out is loaned on real 


estate, small loans to people building 
and owning their homes. 

Mr. Kelly: <A statement was made 
here the other day by a prominent 
builder that the savings banks and trust 
companies are not now supplying the 
builders with the money necessary, be- 
cause there were better paying invest- 
ments. 

Mr. MeKee: That is true. 

Mr. Kelly: Do ‘vou not think that 
they should be able to get more money 
for investment in real estate? 


Mr. MeKee: I explained that situa- 


tion to the Senate Committee when Sen- 
ator Calder had his bill up. 


There is 
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a reason why the trust companies ang 
savings banks are not. The first Teaso 
is that the very high cost of buildin; 
at the present time makes it necessary 
for the banks to get greater security 
and people who are buying houses ‘i 
not make a loan on the basis of 50 per 
of the -present value. If a poo 
man wants to buy a house and has $]. 
600, he has to have up to 65 or 70 pe 


cent 


cent of the cost of the house to swing 
the deal. 
pany or a savings bank to take tha 
risk, because they realize that sooner o 
later the prices of the houses being 
built to-day and being sold to-day are 
bound to come down and then they may 
have to foreclose and take them. 


You can not get a trust cop. 


Mr. Kelly: One of the leading buili. 
ers in Washington told me that it was 
almost impossible to get any money 
from the banking establishments of 
Washington, because even though hi 
would take a second mortgage the bank 
would not loan money on real estate, 


Mr. MeKee: That may be true with 
respect to certain banks in Washington. 
Our institution, I know, is now loaning 
money to home buyers on small r- 
sidences at two-thirds of what we asses 
the property at, and we allow fora 
reasonable appreciation in the value of 
the property during the last four or five 
vears. I know that sone property has 
been sold for twice as much as it wa 
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cold for six years ago. We allow in 
our pank something like 20 per cent 
appreciation. By reason of the changed 
conditions we base our loans on 66 2/3 
per cent of the additional 20 per cent 
value. 

Mr. Kelly: Here is a point on which 
I want to get your opinion. The present 
postal savings law requires that these 
funds be deposited in Federal reserve 
yanks and the banks must put up cer- 


‘ tified and approved bonds and Govern- 


ment securities. Would it be against 
safe principles to change that so that 
under the rules the banks would not be 
required to put up bonds, but would be 
permitted to put up approved real 
estate mortgages ? 

Mr. McKee: From an_ economic 
standpoint I would not approve putting 
up mortgages for the reason that a 
mortgage has not a quick sale. Any 
security put up to the Government or 
anybody else to secure deposits ought 
to have a quick sale. You can not sell 
a three or five-year mortgage quickly; 
there is no open market. I would be 
opposed to having mortgages accepted 
as security for postal savings deposits; 
I think it would be a wrong principle. 

Mr. Gorman: I should like to procure 
your opinion as to whether 3 per cent 
interest is too high or too low? 

Mr. McKee: It is too high. 

Mr. Gorman: Why? 

Mr. McKee: I think the best 
managed savings banks in the country, 
the banks in New England, are paying 
from 2 to 3 per cent. I do not think 
that the Government should establish 
any rate that would compete with the 
lowest rate paid by any group of well 
managed banks. 

Mr. Gorman: We were told in a 
presentation of this subject the other 
day that the average rate throughout the 
United States is 4 or 4 1/4 per cent. 
Is that or is that not a fact? 

Mr. McKee: That is about right. 
The average rate, as I ascertained from 
this questionnaire that I sent out, was 
3.89 per cent from the banks that 
replied to it, but that did not take into 
consideration the State banks and the 
mutual savings banks, but I think the 
average rate would be 4 or a little over, 
I- would say substantially that that 
statement is correct. 

Mr. Gorman: You object to the pro- 
vision in the bill that permits the 
opening of joint accounts on the ground 
that it would have a tendency to permit 
fraud. = 

Mr. MeKee: Of course, under cer- 
tain cireumstances. 

Mr. Gorman: Do you know that 
private savings banks permit the open- 
ing of joint accounts in many States 
where the laws allow them? 

Mr. McKee: Yes, sir; there are 
some States that have passed such laws. 

Mr, Gorman: Do you know that in 
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the State of Illinois, the State I come 
from, that banks up to about two or 
three years ago, private banks, were 
not permitted under the law to allow 
the opening of joint accounts and that 
the banks petitioned the General Assem- 
bly of Illinois to so amend the law 
that joint accounts could be opened, 
and that savings banks in Chicago and 
other places in Illinois are referring to 
that in their advertisements and saying 
that joint accounts may be opened with- 
out any limit? 

Mr. MeKee: Yes, sir; but that is a 
policy I would not approve. 

Mr. Gorman: That was passed at 
the behest of the banks. 

Mr. MeKee: We tried to get a law 
that would permit the banks here to open 
joint accounts. I have been in favor of 
putting a limit of $500 or $1,000 on all 
joint aecounts. It would be a benefit 
to the man and his wife both struggling 
to save money and who had saved 
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enough to create a little bank account, so 
that they would not have to go through 
the necessity of visiting the probate 
court if either party died and the‘sur- 
vivor desired to get the deposit quickly 
in the emergeney. 

Mr. Gorman: One other question. 
You object to increasing the amount 
that depositors may place in postal 
savings banks. What is the objection 
to that? 

Mr. MeKee: Beeause there has been 
a tendency -to inerease it right along. 
If an inerease is allowed at this time, 
next year a higher inerease will be al- 
lowed and finally the lid will be taken 
off and the savings system will be opened 
up without limit. 

Mr. Gorman: Logically, if a man 
can deposit $2,500 he ought to be per- 
mitted to deposit $500 more or 
greater sum? 


any 


(Continued on page 103) 
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THE 
SION” OF SUPREME COURT 


HAT new American business methods 


“HARDWOOD DECI- 


and the probable development of 
large industrial combinations may result 
from the United States Supreme Court’s 
decision on “open price” associations, is 
the opinion of the Bank of America in 
New York, expressed in a pamphlet re- 
cently issued by that institution. The 
pamphlet contains the full text of the 
majority and dissenting opinions of the 
Supreme Court in the case involving 
the American Hardwood Manufacturers’ 
Association. 

“The decision of the United States 
Supreme Court in the case of the Amer- 
ican Hardwood Manufacturers’ Asso- 
ciation which in effect outlaws the ‘open 
competition plan,’ is one of the most 
important governmental actions in the 
history of Ameriean business,” declares 
the bank in commenting on the ease. 
“The ‘open competition plan,’ as it is 
now practiced, will have to be radically 
revised and probably associations using 
it will reorganize within the limitations 
indicated by the Supreme Court’s ver- 
dict. If this decision results in disin- 
tegrating trade organizations, which in a 
large number of eases it probably will, 
other agencies will have to take their 
place in performing essential business 
functions. It may be that the statistical 
and information activities of the ‘open 
price’ associations will be continued un- 
der the supervision of a governmental 
agency like the Department of Justice. 

“New selling and distributing methods 
may be devised to meet new types of 
competition. Manufacturers will co- 
operate in new organizations to carry on 
constructive public education, to elimi- 
nate wasteful practices, to strengthen 
foreign trade. 


“This decision, together with other 
contemporary economic influences, will 
undoubtedly result in the development of 
larger industrial aggregations through 
mergers and combinations. The direct 
effect of such conditions may even be 
more powerful than any under the ‘open 
competition plan.’ ” 


The First National Bank of Ontario, 
California, has appointed George N. 
Knox, cashier. 

















WILLIAM E. MOHR 


William E. Mohr, formerly treasurer 
of Gold-Stabeck Company, has joined 
the organization of Courtenay-Hineline, 
Inc. in Minneapolis. This company 
recently took over the ground floor quar- 
ters formerly occupied by the Gold- 
Stabeck Company, at 627 Second Ave- 
nue South, in that city. 

Prior to his connection with the Gold- 
Stabeck Company, Mr. Mohr, who is one 
of the best known bond men in the Middle 
West, was a member of Works-Mohr 
Investment Company in St. Paul, and 
enjoys an exceptional acquaintance 
among investment bankers in all parts 
of the country. 


Mr. Mohr has had charge of the 
municipal and corporation bond depart- 
ment of the Gold-Stabeck Company. 


A comprehensive survey of the trend 
of bond prices has been prepared in 
cireular form by Clark, Dodge & Com- 
pany in New York. It is accompanied 
by a table which reveals the extent of 
the recovery in bond prices, expressed 
in terms of their exchange value in 
commodities of various kinds, as of May, 
1914, May, 1920, Jarinary 1921, and 
December, 1921. 


John B. Galarneault, president of the 
National Exchange Bank, St. Paul, Min- 
nesota,-has resigned to take active charge 
of his bank interest in Aitkin, Minne- 
sota: 


BIG GAIN IN NEW YORK 
BANK DEPOSITS 
HIRTY national banks in the United 
States have gross deposits of $50, 
000,000 or more according to statements 
published December 31. 

The largest gain in deposits was made 
by the National City Bank of New York. 
Its gross deposits stood at $648,987,438 
compared with $561,979,000 on Septem- 
ber 6, a gain of $87,018,000, or more 
than $800,000 every business day. 

The Chase National ranks second in 
volume of deposits and also holds second 
place in deposit gains. This account has 
grown from $290,859,000 on September 
6 to $359,163,000 on December 31, a 
net gain of $68,302,000. 

Gains made by both the National City 
and the Chase National were augmented 
by the facet that both banks have ae- 


quired through merger another bank 
since September 6. Chase took over 


Metropolitan and National City took 
over Second National. 

Farlier in the year the National City 
also absorbed the Commercial Exchange. 
This. acquisition has some bearing on 
deposits compared with a year ago, but 
little on result for the past three and 
a half months. 

The National Bank of Commerce, 
which held second place September 6, 
with deposits of $305,233,000, now ranks 
third, with deposits of $340,537,000. 

The First National Bank’s deposits in- 
creased approximately $33,500,000 since 
September 6. 

Twelve national banks in New York 
City had deposits exceeding $50,000,000 
each on December 31. The aggregate 
deposits of these twelve institutions 
amounted to $2,718,854,092. 

There is no doubt a connection be 
tween the upward trend in quotations 
for bank stocks and the improvement 
in deposits. But there is a cross eur 
rent in the banking situation that places 
this class of investment in a somewhat 
different position than stocks generally. 
Banks have no bonds and no preferred 
stock. An easier tone in the money mar- 
ket means that the income from banks 
will probably be reduced. On the other 
hand, few banks pay dividends to the 
full extent of their ability and it would 
not be surprising if average disburse 
ments should show some increase.—The 
Wall Street Journal. 
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Investment Service for the Banker 


For many years this institution has been 
one of the largest holders of investment 
securities in the West, and its own require- 
ments have taught it the investment service 
needs of banks in general. 
department a trading department has been 
established which is designed to find markets 
for those-who wish to sell, as well as buy. 


In the bond 


Bond Department 


Likewise, a statistical department has been 
established to report on any securities on 
which our clients desire information. In 
our purchases of bonds for our clients, we 
aim always to have in mind the needs of 
bankers as well as private investors, and in 
many other ways we aim to make our 
service valuable to our banking clients. 


ILLINOIS TRUST 
& SAVINGS BANK 


La Salle a Jackson:--Chicago 


Eugene M. Stevens 
Vice-President 


NEW OFFICERS IN INDIANA 
RURAL CREDIT ASSN. 


At the meeting of the board of direc- 
tors of the Indiana Rural Credit Asso- 
ciaton held recently in Indianapolis, 
vacancies on the board of directors were 
filled by election of the following new 


directors: Morton S. Hawkins, Frank 
B. Jaqua, A. A. Scheib, Carl B. 
Anderson, and Chas. A. MeKeand. 


Mord Carter and Wm. M. Jones remain 
on- the board. The following officers 
were elected: Chairman of board, Mord 
Carter; president, Wm. M. Jones; vice- 
president, Morton S. Hawkins; Secre- 
tary and treasurer, A. A. Scheib. The 
annual meeting of the stockholders was 
adjourned for two weeks. 

The Hawkins interests now own 96 
per cent of the stock of the association 
and are negotiating for the balance. The 
Indiana Rural Credit Association has 
one million dollars capital and nearly 
the same amount in farm mortgage loans 
on Indiana farms. After the liquidation 
of the association this will add nearly 
one million dollars of new capital to the 
Hawkins Mortgage Company for use 
in opening Welfare Loan Societies over 
the country. 


The Sinking Spring Bank, Sinking 


Spring, Pennsylvania, will remodel its 
banking rooms at an early date. Plans 
are now being drawn. 


Roger K. Ballard 
Manager Bond Department 





Employes Hold Steel 

Since the employes’ profit-sharing 
plan eof the U. 8S. Steel Corporation 
became operative employes have sub- 
seribed for 932,946 shares of common 
and 351,114 shares of preferred. 

At present prices the preferred stock 
held by employes has a valuation of ap- 
proximately $40,000,000, and the com- 
mon stock $78,000,000, a total of $118,- 
000,000. Cost to employes was $115,- 
000,000. 

Employes who subscribed for the com- 
mon paid comparatively high prices for 
their shares from 1916 to 1921 inclusive. 
In 1916 the cost was $85 a share; 1917, 
$107; 1918, $92; 1919, $92;1920,$106, 
and 1921, $81. It is probable that the 
price fixed for 1922 will be above that 
of the preceding year. 

Very little stock purchased by em- 
ployes has been sold. For a period of 
five years after purchase it carries a 
bonus of $5 a share amnually in addition 
to all dividends paid. Subscriptions 
over the last five years have been heavy. 
In facet, more than one-half of the com- 
mon stock purchased since the common 
was first offered in 1909 was taken over 
the last three years. 


1921 Barnings of D. T. & I. 
Henry Ford paid too much for the 
stocks and income bonds of the Detroit, 
Toledo & Ironton, as every one agreed 
at the time. For thirty years the road 
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M. H. Bent 
Ass’t Manager Bond Department 


had been limping painfully from one 
reorganization to another. 

In 1921 this road earned interest on 
the underlying bonds, the full 5 per cént 
on the income bonds, which Ford ac- 
quired at 60 cents on the dollar, the full 
4 per cent on the preferred stock, which 
Ford bought at $5 a share, and about 
$2 a share on the common stock, which 
cost Ford $1 a share. 

If Mr. Ford were so minded, he could 
take out of the road’s 1921 earnings a 
return of 8 per cent on his investment 
in the bonds, 80 per cent on his invest- 
ment in the preferred stock and 200 
per cent on his investment in the com- 
mon stock. Probably he has no inten- 
tion of taking out anything at all but 
prefers to leave the earnings in the 
property for its development.—The Wall 
Street Journal. 


John I. Liver, cashier of the St. 
Joseph Valley Bank, Elkhart, Indiana, 
has resigned. Jay G. Wallick has been 
elected to succeed him. 


The First National Bank of West- 
ville, Pennsylvania, is to erect a one- 
story building. 


The Interstate Trust and Banking 
Company, New Orleans, has elected 
Charles Green, E. H. Hichel and Es- 
mond Spencer as members of the board 
of directors. 
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Easy 


“What’s all that noise gwine on ovah 
at you’ house last night?” asked an old 
eolored woman of another. “Sounded 
like a lot of catamounts done broke 
loose.” 

“Dat? Why dat was nothin’ only de 
gen’man from the furniture store col- 
lecting his easy payments.”—The Bul- 
lock Way. 

C. W. Eastman has been appointed 
assistant secretary and assistant treas- 
urer of the Hudson Trust Company of 
New York. 


At a special meeting of the stock- 
holders of the Foreman Bros. Banking 





Company, Chicago, the capital stock 
was increased from $1,500,000 to $2,- 
500,000. 


Lyman T. Burgess has been promoted 
to the cashiership of the Noel State 
Bank, Chieago, succeeding James T. 
Perkins. 


W. P. Worth has been added to the 
board of directors of the Standard Trust 
and Savings Bank, Chicago. 


L. M. Pool, president of the Marine 
Bank and Trust Company, New Orleans, 
Louisiana, recently announced the elec- 
tion of Robert D. Reeves as a member 


of the board of directors. 
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JOSEPH H. MILLARD 





Joseph H. Millard, former United 
Senator and one of the most prominent 
bankers in the middle west, died sud- 
denly on January 13. He was stricken 
with apoplexy while attending the di- 
rectors’ meeting of a Nebraska power 
company and died before he could be 
removed to a hospital. 

Mr. Millard was the oldest banker in 
Omaha, measuring both years of business 
and age, and for more than half a 
century had been closely identified with 
the financial interests and progress of 
that city. He served as president of 
the Omaha National Bank for nearly 
fifty years, retiring from that position 
on January 1, 1919, when he became 
chairman of the board of directors ot 
the bank. He had been re-elected as 
chairman only a few days betore his 
death. 

He was born on a farm near Hamilton, 
Ontario, Canada, in April, 1836. Four- 
teen years later his parents moved to 
Jackson county, lowa, where he received 
his early edueation. At the age of 20 
he entered a land ageney business and 
from there went into the banking busi- 
ness. In 1886 his father organized the 
Omaha National Bank and Mr. Millard 
was appointed cashier. Since that time 
up until 1919 he had been president or 
cashier of the bank. 

Mr. Millard served in the United 
States Senate from 1901 to 1907. He 
was a director in a number of corpora- 
tions, having been for fifteen years a 
director in the Union Pacific Railroad 
Company. He also organized the South 
Omaha National Bank and served as its 
president for a time. 


O. B. Dunaway has been elected an 
active vice-president of the Waxahachie, 
Texas, National Bank. 

Charles Smith, of Oneonta, New York, 
has been chosen as a Class A director 
of the Federal Reserve Bank of New 
York. Frank L. Stevens, of North 


Hoosick, New York, was elected a di- 
rector in Class B. 
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4. 1. C. SHOWS PROGRESS 
AS YEAR CLOSES 


For the American International Cor- 
poration 1921 was a year of rehabil- 
itation. The International’s proprietary 
companies, engaged largely or entirely 
in foreign trade, were hit by the collapse 
in foreign exchanges and business that 
began in 1920, and the task before A. 
LC? management in the past twelve 
months was to restore these concerns to 
a firm financial footing. 

In this task it has had a fair measure 
of success. Several of its proprietary 
companies are now on a solid financial 
footing, some are showing profits, while 
the condition of all has materially im- 
proved. 

Under conditions that have existed 
for a year or more probably no stock- 
holder has expected that the corporation 
would show surplus profits in 1921. It 
was a question of limiting losses. In 
1920 the A. I. C. had a net income of 
$3,078,523 exclusive of dividends from 
proprietary companies. These com- 
panies showed an operating loss of 
$1,295,055, making the consolidated net 
$1,783,468. <A. I. C.’s divided receipts 
in 1921 may be estimated at about 
$1,250,000 less than in 1920 because of 
the fact that the International Mercan- 
tile Marine made no distribution on 
account of accumulated preferred div- 
idends in 1921 and Pacific 
pended dividends. 


Mail sus- 


While it is probable that the pro- 
prietary 


companies will show greater 
deficits for 1921 than for 1920, the 


aggregate loss is hardly likely to more 
than offset the receipts of the parent 
company from other sources. 


J.B. Wood has become vice-president 
of the Centralia State Bank, Centralia, 
Washington, having purchased an in- 
terest in the bank. 


The Central State Bank, Des Moines, 
lowa, has elected C. W. Pierce a mem- 
ber of the board of directors. 


F, W. Chase, vice-president of the 
Hoyt State Bank, Hoyt, Kansas, re- 





signed at its annual meeting. He is 
succeeded by James Morris. W. I. Petti- 
john was elected president. 

The First National Bank, Mont- 


gomery, Pennsylvania, recently ‘cminantl 


- capital stock from $50,000 to $100,- 
0, 


W. N. Jarnagin has been re-elected 
President of the Central Manufacturing 
Distriet Bank, Chieago. 


F. A. Germann is the new assistant 


cashier of the aie State Bank, Rolla, 
lissouri, 


FEBRUARY, 
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An Efficient 


Service for Banks 


Long Established 


During a period of more than forty years this 
House has provided efficient service for banks. 


MYVIPIVIVIV ISL 
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Private Wire System 
Our offices are all in direct charge of partners 
or our own managers. The close co-ordination 


of our facilities is fully maintained by our pri- 
vate wire system. 


SISA TI A 


Foreign Connections 


Our foreign department is in direct, constant 
communication with our correspondents in 
London, Paris, Amsterdam, Antwerp, Brussels, 
Buenos Ayres and other foreign markets. 


Investment Service 


We carry a line of investment securities, care- 
fully selected to meet. the requirements of indi- 
vidual and institutional buyers, which includes 
foreign and U. S. Government, municipal, rail- 
road, public utility and industrial issues. Our 
list will be sent on request. 


han he kN led 
RTT < 
er 


Statistical Department 
| \ Our Statistical Department furnishes a Manual 
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for Investors, a Weekly Financial Letter, special 
descriptions of individual securities and other 
data of value. We shall be glad to put your 
name on our mailing list. 
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Write or call. 


Established 1880 


Paine, Webber & Co. 
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WM. E. MOHR 


(FORMERLY TREASURER OF GOLD-STABECK COMPANY. MINNEAPOLIS) 
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COURTENAY-HINELINE, INC. 
627 SECOND AVENUE, SOUTH 
MINNEAPOLIS 


SPECIALIZING IN BONDS AND NOTES OF UNITED STATES AND 
FOREIGN GOVERNMENTS, RAILROADS, PUBLIC UTILITIES, 
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These Bonds Are 
Legal Investment for 
National Banks 





highly modern, 
sixteen-story, steel-frame 


UNION FUEL BUILDING 


situated just east of the intersection of 
Madison and La Salle Streets, and only 
two and one-half blocks from the inter- 
section of State and Madison Streets, 


the world’s busiest corner. 


This Investment Combines in a 
High Degree the Elements of 


SAFETY—Being secured by a building con- 
. servatively appraised at a Fair Cash Market 
Value of $594,120—over 40 per cent more 
than the total amount of the bond issue. 
rental 
over $130,000—or more than five times 
greatest annual interest requirements. 
interest rates, the 
yield of 7 per cent on this issue is especially 


EARNINGS—Present annual 


YIELD—With declining 


attractive. 


These bonds are offered strictly sub- 
Orders may be tele- 
phoned or telegraphed at our expense. 


ject to prior sale. 


Send for Illustrated 


Descriptive Circular 


Hyney, Emerson & Company 


39 South La Salle Street 


A Direct Closed 
7% First Mortgage 


on the valuable leasehold estate (ex- 
tending until April 30, 2011), and the 
theroughly fire-proof, 


income 


Chicago 








A. J. Backes, eashier of the First 
State Bank of Easby, North Dakota, 
has resigned. 


George E. Schroth has been named 
vice-president of the City National 
Bank, Tiffin, Ohio. G. H. Baker was 
elected chairman of the board. 





John M. Boyett -has accepted the 
cashiership of the First National Bank, 
Albermarle, North Carolina, to succeed 


J. B. Copple, who resigned some time 


ago. 


B. B. Files is the new cashier of the 


Bone Gap, Illinois, State Bank. 
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DROVERS BANK STRENGTH 
SHOWN IN REPORT 


Conservatism, sound judgment, and 
conscientious attention to the business 
of each customer always bring abundant 
reward in banking. An instance of this 
came at the time of the recent merger 
of the Fort Dearborn National Bank 
with the Continental and Commercial 
National Bank of Chicago. The Chicago 
clearing house association made a spe. 
cial audit of several Chicago banks and 
passed the following resolution regard- 
ing the Drovers National Bank: 


“Tnasmuch as Edward Tilden and 
Company is interested as minority 
stockholder in the Drovers National 
Bank and the Drovers Trust & Savings 
Bank, the Clearing House Committee 
has made a special examination of these 
institutions for the purpose of  ascer- 
taining their condition. The result of 
these examinations is such as to warrant 
the committee in saying that, in its 
opinion, these banks are absolutely sol- 
vent and entitled to the full confidence 
of their customers and the publie in 
general. In this connection the Com- 
mittee calls attention to the fact that all 
directors of these institutions, repre- 
senting the Tilden interests, have re 
signed from the banks’ boards and thie 
following gentlemen have been elected 
to fill the vacancies: Henry M. Dawes, 
capitalist; John P. Oleson, vice presi- 
dent, First National Bank of Chicago: 
Alexander Robertson, vice-president 
Continental & Commercial National 
Bank; G. F. Swift, Jr., vice-president 
Swift & Company; Henry Veeder, 
general counsel, Swift & Company.” 


The merger of the Fort Dearborn 
National Bank with the Continental & 
Commercial National Bank has in no 
way affected the Drovers National or 
the Drovers Trust & Savings Bank. 
The resignation of the directors: re- 
presenting Tilden interests and the elec- 
tion of prominent and influential men to 
fill the vacancies is a step forward for 
the Drovers. 


The result of the recent examination 
of the clearing house association has 
brought forth much favorable comment 
and has assured the general public o! 
the strength of the Drovers Banks and 
the conservatism of their management. 

Further evidence of this may be 
found in an article which appeared in 
one of the daily newspapers: 


“The Tildens were interested in sev- 
eral smaller banks. Depositors may be 
assured that each of these will be sup- 
ported by the clearing house association, 
that all are solvent and will not be al- 
fected by the closing of the Fort 
Dearborn. 

“Particular attention is directed to 


the Drovers National Bank and the 
Drovers Trust & Savings Bank. These 
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were known as Tilden Banks, although 
Tilden interests owned only a minority 
of the stock. A special examination of 
these banks was made and they were 
found to be solvent and liquid far beyond 
most commercial banks. William C.Cum- 
mings, president of these banks, who is 
responsible for their condition, has com 
plete eonfidenee of other banks, and the 


clearing house association will stand 
behind Mr. Cummings to the limit. 


Tilden directors have resigned and they 
have been replaced by the strongest list 
possible of bankers and capitalists.” 





GEORGE L. LE BLANC 


At the annual meeting of stockholders 
of the Equitable Eastern Banking Cor- 
poration held in New York City on 
January 10, all directors were re-elected. 
George L. Le Blane is president of the 
corporation, which has just completed 
the first vear of its existence. 

The Equitable Eastern Banking Cor- 
poration shows a strong position main- 
tained during 1921. The corporation, 
a subsidiary of the Equitable Trust 
Company of New York, was organized 


_on January 1 of last year with a cap- 


italization of $2,000,000 and a surplus 
of $500,000. The statement of condi- 
tion at the close of business on Decem- 
ber 31, showed undivided profits of 
$248,287, accumulated during the year 
in addition to $120,000 in dividends paid 
in 1921. The eapital, surplus and un- 
divided profits of the corporation are 
$2,748,287 and its total 
$5,291,568. 


resources 


The Irving National Bank, New York, 
has elected D. T. Johnston, formerly 
assistant vice-president, as vice-presi- 
dent; P. F. Gray, formerly cashier, 
and William Grafe, formerly assistant 
eashier, to be assistant vice-presidents ; 


‘ €. V. Allnutt, formerly auditor, to be 


cashier, and G. A. Bryson, formerly as- 
sistant auditor, as auditor. 


The Citizens’ National Bank, Warren, 
New York, recently moved into its newly 
remodeled banking house. 
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JAMES T. WHITEHEAD, Vice-President 
C. H. HABERKORN, JR.., Vice-President 
G. B. JUDSON, Vice-President 
R. B. GRIPMAN, Cashier 





Dr. GEORGE R. ANDREWS, Vice-President 
Highland Park State Bank 


JAMES CO ZENS, President 


ALONZO P. EWING, Director Detroit City 
Gas Co. 


Cc. H. HABERKORN, Jr., Pres. C. H. Haber- 
korn Co., Inc. and Haberkorn Investment Co. 


GEO. W.- HERGENROETHER, Dodge 
Brothers, Inc. 
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Bank of Detroit 


Detroit, Michigan 
TRANSIT DEPARTMENT 


With our direct connections and satisfactory arrangements 
with banks in Michigan, we are in a position to 
offer quick service at a minimum of cost 





F. J. BEYER, Assistant Cashier 
DIRECTORS 


G. B. JUDSON, Vice-President 
ARTHUR J. LACY, Attorney 
C. HAYWARD MURPHY, Sec. Simon J. 


OFFICERS it 


~» ERNEST A. HAMILL, 


Chairman of the Board 

EDMUND D. HULBERT - 
CHARLES L. HUTCHINSON, 
Vice-President 
OWEN T. REEVES, JR., Vice-President 
J. EDWARD MAASS .- Vice-President 
NORMAN J. FORD- - Vice-President 
JAMES G. WAKEFIELD, Vice-President 
EDWARD F. SCHOE.NECK. - Cashier 
LEWIS E. GARY - - Assistant Cashier 
JAMES A. WALKER Assistant Cashier 
CHARLES NOVAK - Assistant Cashier 
HUGH J SINCLAIR - Assistant Cashier 


President 


DIRECTORS 


WATSON F. BLAIR 
CHAUNCEY B. BORLAND 
EDWARD B. BUTLER 
BENJAMIN CARPENTER 
‘CLYDE M. CARR 
HENRY P. CROWELL 
ERNEST A. HAMILL 
EDMUND D. HULBERT_ 
CHARLES H. HULBURD 
CHARLES L. HUTCHINSON 
JOHN J. MITCHELL 
MARTIN A. RYERSON 
J. HARRY SELZ 


EDWARD A. SHEDD 


ROBERT J. THORNE 
CHARLES H. WACKER 





= OFFICERS 
JAMES COUZENS, President 
C. A. KINNEY, Assistant Cashier 


A. E. LARK, Assistant Cashier 
W.R. LAING, Assistant Cashier 
A. A. McPHERSON, Assist. Cashier 
G. T. MURRAY, Auditor 


Murphy Co. 


ANDREW J. PEOPLES, Treas. Detroit Cop- 


per & Brass Rolling Mills 


H. H. RACKHAM, Director Detroit Trust Co. 
J._T. WHITEHEAD, Pres. Whitehead & 


Kales Iron Works. 
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Income Tax Matters 
Exclusively 


JOHN E.TAYLOR 


ATTORNEY AT LAW 
231 Woodward Bldg., Washington, D.C. 


We cordially invite all our 
friends when in New Orleans to 
visit our new banking room in 
the New Hibernia Bank Build- 
ing. 


Hibernia Bank © Trust Co. 


NEW ORLEANS, U.S A. 


Service for— 


BANKS, BANKERS 
FOREIGN EXCHANGE DEALERS 
BUSINESS MEN 


The international scope of our 
organization enables us to render 


a complete and satisfactory foreign 


financial service in all parts of the 
world. 


Bankers can make arrange- 
ments with us whereby they 
can, as principals, draw their 
own drafts on all parts of the 
world, or remit by money 
order to payees abroad. 
We furnish the necessary 
equipment. 


Correspondence invited 


Kardos & Burke 


32 Broadway, New York 


Philadelphia Boston Baltimore 
Pittsburgh Brooklyn Chicago 


Direct Private Wires Connecting All Offices 
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SMALL LOAN BUSINESS 
SHOWS INCREASE 


HERE is a large field for the in- 

dustrial loan business in this 
country if a reasonable rate is charged 
and the business conducted in such a 
manner as to attract the average work- 
ing man who has no bank connections 
and cannot secure a loan from a com- 
mercial bank when funds are needed to 
meet some emergency. However, the 
United States ranks far behind European 
countries in this particular field. 

In Europe a business similiar to a loan 
office is called an industrial bank be- 
cause they serve the working man who 
has no bank connection. Italy alone 
has 700 industrial loan institutions, and 
loans average $5 per person a year or 
a total of $170,000,000. Germany, with 
17,000 industrial banks, loans $75 per 
person or $5,000,000,000—while the 
United States with 200 in the small loan 
business only lends $100,000,000, or $1 
per person a year. Italy, with one 
third of our population, loans five times 
more and Germany with a population 
of sixty-five million people loans seven- 
ty five times more money to the industrial 
class than is loaned in this country. 
Other European countries are ahead of 
us in the industrial banking business in 
about the same ratio. 

Reliable records show that there has 
never been a failure of a firm doing 
strictly a chattel loan business. In faet 
reports showing the earnings of several 
different firms in widely separated sec- 
tions show that the small loan business 
when properly managed earns a good 
profit on the capital invested. The state- 
ment of a company in Richmond, Virginia 
shows that in one year the entire capital 
was loaned four times and earned a 
profit of thirty-two per cent. Another 
firm in St. Louis turned its capital five 
times in a year and earned forty per 
cent. It is evident that there is both a 
demand and profit in the small loan busi- 
ness large enough to earn dividends 
above the average. Suecess depends 
largely upon efficient method and man- 
agement. After spending nearly a year 
in studying the methods of operating 
industrial loan banks in Europe 
the president of the Hawkins Mortgage 
Company devised a system of conduct- 
ing a small loan business adaptable to 
conditions in this country. The first 
office to begin operation under this sys- 
tem was opened in Fort Wayne, Indi- 
ana, in August, 1918. The methods 
used proved so successful that another 
office was opened in Muncie, Indiana 
in February, 1919, and another in 
Marion, Indiana, in May of the same 
year. Before the end of that year four 
more offices were opened, each being 


conducted in exaetly the same manne: 
During the following year seven addi 
tional offices were added to the chain 
and the past year has seen nine more 
established, making twenty-three welfare 
loan societies operating under the same 
general plan. 

During the past year, from November 
1, 1920 to Oetober 31, 1921, 30,992 ap- 
plications for loans were received. Of 
this number 18,417 loans were eranted, 
amounting to a total loan of $2,000,897. 
The entire loaning capital was secured 
through the sale of stock in different 
societies and over four thousand stock- 
holders have subseribed and received 
their dividend checks regularly, many 
of them having re-purchased as many as 
three, four, five and as often as ten 
times. 


SOME PERSONAL SIDE- 
LIGHTS ON AIDING THE 
FARMERS 


(Continued from page 82) 


Soon he gained the reputation of being 
a evank on dairying, but dairving as 
an industry did not inerease any in that 
section. Finally he bought five young 
Jersey cows, and a bull just to show his 
customers what could be done. Three of 
these cows he put on his farm, the others 
being kept in town, as a demonstration, 
and were milked three times a day. 

The cows produced well upon freshen 
ing, and to make it effective, Wilcox 
entered them in official test. They made 
records, and to back up the figures which 
he kept on production, Wilcox had the 
most important of all—the monthly milk 
and cream checks. The demonstration 
in town attracted a lot of attention, and, 
backed up with the proof in dollars and 
cents, it won the farmer over to keeping 
cows. 

The community now does a fair dairy 
business—its eggs are not all in one 
basket, and even should it be a poor 
year for the wheat growers, they still 
have their cows to turn to. 

The several instances I have cited 
here were for the purpose of answering 
the question of the Indiana banker to 
whom I first talked. Not so much is it 
to show that the responsibility for lack 
of closer business relations lies with 
either one side of the other, but with 
the idea of showing how if both sides. 
will take an interest in each other's 
business, it will result in mutual benefit. 
When the farmer gets along so does the 
bank, and often the farmer cannot get. 
along without the bank. 
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HOW THE RESERVE BANKS 
START THE NEW YEAR 


| (Continued from page 27) 

















IMPORTERS AND 
_ EXPORTERS 


seasonal reaction during the last few 
weeks. 






| In view, however, of the erratic and 
uncertain price fluctuations that have 
Does YOUR occurred dhring the year andethe high 
interest rates that have prevailed 
COAL MINE throughout most of the period, cireum- 
Pay a Profit? stances have not favored a resumption 
of activity in those lines which supply 
capital equipment such as tools and 
machinery. Henee, as a result, the basic 
industries, such as iron and steel, have 
been at low ebb until the past few 
months, when evidences of improved 
business were reflected in an increase in 
unfilled orders and greater productive 
output. 

While the eredit problem of the new 
year involves a judicious and more ex- 
tended use of credit in domestic affairs, 
the problem of foreign relations also 
presents a serious claim upon the re- 


Co nsu lti ng Service sourees of the Federal Reserve system. 


Wiaswessneneeieitinietes The United States, as is well known, 
Soe cthheve is on tadication of now has an unfunded foreign trade bal- 


how our experienced service | ance due it from abroad of $3,000,000,- 
may — you. We also pre- | 000 upward. ‘ 
pare plans for opening and During the past year a net inflow of 
developing; examine and ap- 3 : rae £7 
praise; and serve in advisory | gold amounting to about $670,000,000 
capacity to banks, trust com- | has oeceurred, and it would seem from 
Write f — ——e houses. various indications that the movement 
ce Soe Doumiet Ceackiptive of metal into the United States at the 


of Peabody service. Sst : 
recent rate of importation can not be 
PEAB ODY | long continued. 
COAL COMPANY The question how to finance foreign 
Founded 1883 trade will thus soon become more acute 
332 South Michigan Ave. - CHICAGO even than in the past. At present, al- 
os cetacean ae maar cae though the United States is thus the 
proprietor of a large share of the fluid 
loan resources of the world, it is making 
no provision for the continued financing 
of our European business. How far 
domestie trade can recover without mak- 
ing definite provision for shipping the 
surplus of our production to foreign 
countries is open to serious question.— 
Federal Reserve Bulletin. 




















Fit your operating meth- 
ods to present market 
conditions by discover- 
ing every possibility of 
lower cost or economical | 
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OUR FOREIGN 
- DEPARTMENT 


is well equipped and always 
glad to assist any customer in 
the financing and development 
of Foreign Trade. 


STEAMSHIP TICKETS 
to and from all foreign lands 
may be secured of the agent at 
our Foreign Department. 


CLAY H. HOLLISTER 
PRESIDENT 


CARROLL F. SWEET 
VICE-PRESIDENT 


GEORGE F. MACKENZIE 
V.-PRES. AND CASHIER 


increase in output. You 
get the advantage of 38 
years of active ownership 
and nationwide coal 
mine management in— 


PEABODY 



























































































The oldest house in America 
specializing exclusively in 
Government Bonds 


CINCINNATI'S 
BANK OF 
SERVICE 



























in the very heart of 
things in Cincinnati; 
Commercial Center 
of the United States 
—invites the corres- 
pondence of out of 
town banks seeking 
favorable connec- 
tions — for handling 
Cincinnati Business 
and business in the 
Middle and Southern 
States. 














We offer large and small investors 


A. J. Johnson, president of the Benton 
a Specialized Service for the 


County State Bank, Corvallis, Oregon, 
has sold his holding in the bank. He 
retains the presidency of the bank: 
































Parchase or Sale 















of all issues of 


NITED STATE 
GOVERNMENT 
BONDS 


C. F. CHILDS & Co. 


Capital One Half Million Dollars 


208 So. La Salle St. 120 Broadway 
Chicago New York 


Stockholders of the Racine City Banl:, 
Racine, Wisconsin, have elected the fol- 
lowing officers: F. W. Gunther, presi- 
dent; H. N. Bacon, vice-president; C. 
Olson, cashier, and W. I. Wilke, as- 
sistant cashier. 
























E. F. Search has purchased an interest 
in the Farmers State Bank of Larned, 
Kansas, and has assumed his duties as 
vice-president. 
























W. A. Kennedy, cashier, First National 
Bank, Pomona, California, has been 
elected a member of the board of di- 
rectors to fill the vacaney caused by 
the death of Senator A. T. Currier. 
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The oldest house in America 
specializing exclusively in 
Government Bonds 
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BORN BANKS IN MERGER 


N all day session of the Chicago 

Clearing house committee and lead- 
ing banking interests of Chieago on 
January 2, culminated in unanimous ap- 
proval for the absorption of the Fort 
Dearborn National Bank and the Fort 
Dearborn Trust and Savings Bank by 
the Continental and Commercial Na- 
tional Bank and the Continental and 
Commercial Trust and Savings Bank, 
respectively. 

This decision averted a_ potential 
crisis in the affairs of the Fort Dear- 
born banks. The deposits of the latter 
were guaranteed by the Continental and 
Commercial Banks, and the Clearing 
House guaranteed the Continental and 
Commercial Bank to the extent of $2,- 
500,000. To this was added an addi- 
tional guaranty by the directors of the 
Fort Dearborn banks. 

In a clearing house statement issued 
through James B. Forgan, chairman at 
that time, it was said that the difficulties 
of the Fort Dearborn banks were due 
to the over-extended condition of 


Edward Tilden and Company, and some 
investments 


recently made loans and 





ceptances. 
leading cities. 


ESTABLISHED 


\ ‘ ORLD-WIDE distributors 

securities: Bonds, Short Term Notes and Ac- 
Correspondent Offices in more than 50 
Bankers of this section are invited to use National 


City Company service through one of our following 
conveniently located correspondent offices 


CHICAGO BOSTON PHILADELPHIA 
SAN FRANCISCO NEW ORLEANS 
MONTREAL LONDON TOKIO 


which proved to be bad. An examina- 
tion by the Chicago clearing house ex- 
aminer disclosed that the capital of 
both the Fort Dearborn banks has been 
seriously impaired. The Tilden interests 
were by far the heaviest stockholders in 
the Fort Dearborn banks and the opera- 
tions of this firm precipitated the dif- 
ficulties. It was estimated that the 
stockholders of the Fort Dearborn banks 
will receive from $130 to $140 per share 
for their holdings when the liquidation 
has been finished. 

There was spirited bidding between 
the First National Bank in Chicago, 
represented by James B. Forgan, and 
the Continental and Commercial Banks 
represented by George M. Reynolds. 
The latter won with a payment of ap- 
proximately $1,250,000 for the assets 
and good will. In a statement issued 
to the press, Mr. Reynolds said: “All 
deposits in the Fort Dearborn National 
Bank and in Fort Dearborn Trust and 
Savings Bank have been guaranteed by 
the Continental and Commercial Na- 
tional Bank and the Continental and 
Commercial Trust and Savings Bank, 
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TAKES OVER FORT DEAR- 




















respectively, and checks drawn against 
accounts of the Fort Dearborn National 
Bank will be honored by the Continental] 
and Commercial National Bank and the 
deposits, including savings accounts in 
the Fort Dearborn Trust and Savings 
Bank, will be placed on the eredit of de- 
positors on the books of the Continental 
and 


Commercial Trust and Savings 
Bank.” 
This culmination came after five 
o’elock on January 2, and it was 


necessary to move the entire Fort Dear- 
born National Bank and the Trust and 
Savings Bank over to the Continental and 
Commercial building, so that business 
could be resumed at the usual time in 
the morning. All of this was success- 
fully accomplished and the officers and 
employes of the Fort Dearborn banks 
went to work in their new quarters on 
Tuesday. 

It has not yet been determined what 
the new organization will be. The Fort 
Dearborn banks had approximately 500 
employes. The deposits of the two 
banks, including more than seven mil- 
lion dollars in savings, totaled nearly 
sixty million dollars. With this acces- 
sion to its business, the total deposits of 
the Continental and Commercial Banks 
are more than 400 million dollars, and 
its statement will show total resources 
of 500 million dollars. 







NEW A. B. A. MANAGER 
NOW IN OFFICE 


Fred N. Shepherd who was elected 
executive manager of the American 
Bankers Association at the Washing- 
ton meeting of the administrative com- 
mittee in December, began his work on 
January 16 at association headquarters 
in New York City where he was kept 
busy answering messages of congratula- 
tion from friends and acquaintances 
throughout the country. Mr. Shepherd 
was formerly field manager of the Cham- 
ber of Commerce of the United States 
with his office in Washington, D. C. 















The board of directors of the De Kalb 
Trust and Bank, De Kalb, 
Illinois, have elected Robert MeCormick, 


Savings 


president. Edward Still was elected 
vice-president and C. D. Thornton, 
cashier. 








At the annual meeting of the directors 
of the Central Hyde Park Bank, 
Chicago, the following officers were re- 
elected: G. H. Young, president: 0. E. 
Quinton, vice-president; and A. M. 
Whitmore, ‘cashier. 





W. T. Knightly, cashier of the Bank 
of Hayward, California, has resigned to 
become manager of the Bank of Italy’s 
branch office in that city, succeeding 
John Allen Park. 
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‘THIS is the remarkable 
| record of the Rand M‘Nally 


Blue Book in the experience of one banker 
| who has consulted it daily, and to this 
} individual record can be added similar 
} recognition from bankers all over the 
} United States. 


Honestly revised twice a year, the Blue Book 
has maintained undisputed leadership for ac- 


curacy and dependability since it was founded 
50 years ago. 


Why the Blue Book 
Leads the Field 


The Blue Book is invaluable in every bank 
because 


—it speeds up collection service 
—it simplifies the routing of items 
—it gives the latest statements of candition 


of all banks 


—it contains an up-to-date list of executive 
officers 
—it furnishes a correct list of all the corre- 
spondents of every bank 
—it facilitates the making of the most direct 
connections at the least cost 
—it has four times the circulation of any 
similar publication 
—it contains maps of every state in the 
country in county outline 
—it contains a complete showing of all 
banks, national, state, savings and trust 
companies in the United States as well as ee ee See Se oe 
Canadian banks; together with a selected ee 8 ee ee or eee 
list of foreign banks and American in- million items a year. He finds that. this 


big task is greatly simplified by the Rand 
vestment bankers MeNally Blue Book. 


Banks, like all other lines of business, have undergone sharp readjustments during the past 
year, and the January Blue Book now coming off the press will be especially valuable because it 
will give in detail the scope of these changes. The latest statements of condition, every change 
in executive personnel, every recent merger will be shown. ‘ 


The Blue Book is sold on subscription only. The editiom is limited and we suggest that you 
place your order now to make sure of a copy. 


LLY & GOMIPANY 


rgest Publishers of Banking Publications in the W orld 
Dept. B-18 536 S. Clark St. Chicago, II. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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A. B. A. Committee Appointments ELECTED PRESIDENT OF Bend, Missouri. After several years 
reatde - » atate ‘toank wr _ rn aon attendance in the publie schools of Malt: 
esident Heeht of the state bank METROPOLITAN TRUST : } ath ools of Malta 
livision of the Ameriean Bankers Asso Bend, he entered Baker University, 
ation has appointed legislative com- At a recent meeting of the board of saldwin, Kansas, from which he gradu. 
mittees as follows: directors otf the Metropolitan Trust ated in 1891. He holds the degrees of 


M Company in New York, Samuel Me- A.B., A.M., and LL.D., from Bake 
‘has 4 -, , Roberts was elected president of that University. He later studied law at 
\rmstrong, Chairman, vice-president ... .. enaseh ca s aaee, oe ; 
a bay Bae / institution. the University of Michigan, graduating 
Commercial Trust & Savings Bank, : oi é : ; 
; Sa : Mr. MeRoberts has had a long ex- in 1893. Upon leaving college, Mr 
Memphis, Tenn.; Chas. <A. Ireland, ; . > ; 
cesinadd aiidaia Mii: Wii Rae perience as a banker. For over ten MeRoberts entered the legal department 
sslae as : < ’ as nn, > ‘ 
I : a : of Armour and Company. Later he 
ill.; KE. O. Howard, president Walker eat Bits ablated, ta ie ; 
: 7 as aevote S ¢ entio 0 1e companys 
Brothers, bankers, Salt Lake City, : — 
2 Se ieee ae : sh finances and was elected treasurer ot 
Utah; TT. F. Tilghman, president Citi- caniisee sied Coimeaaer is 2000: sak’ 
- < 4 R Z 4 ( é y ‘ and - 
zens Bank, Norfolk, Va.; Frank S. cree he ae ae 
BS i ; ; ; came general financial manager for the 
rhomas, vice-president Lincoln-Alliance ee Ree” gma is 
Sit Meche 1 8 Armour family. This association con 
dé : ochester, NN. . ; } 
es i i ae “Ht C tinued until 1909, when he was made a 
“ederal Legislative Committee—Guy ee Tatic rs 
8 vice-president of the National City 
a 2 ‘ar ‘ ahair ‘ \ f ’ a + r . 
E. aes chairman, St. Anthony, Bank of New York, and subsequently 
fda.; E. D. Huxford, president Cherokee one of its executive managers. 
. - *haralka, a: Y we sys 7 ’ : 
State Bank, Cherokee, Ila.; Grant In addition to Mr. McRoberts’ election 
MePherrin, president Central State 


to the presideney of the Metropolita 
Bank, Des Moines, Ia.; M. H. Malott, Trust, William H. Maxwell, Jr, was 
president Citizens Bank, Abilene, Kan. ; 


elected a vice-president. 
Wm. P. Sharer, president Midland The following new members were 
Bank, Cleveland, Ohio. added to the board of directors: San- 
uel McRoberts; Philip D. Armour, of 
Armour & Company; Earl D. Babst, 
president, American Sugar Refining 
Company; Van Lear Black, president, 
Fidelity Trust Company of Maryland: 
William B. Joyee, president, National 


State Legislative Committee—D. 
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D. S. Wolfinger, president of the 
City Guaranty Bank, Hobart, Okla., 
has been appointed a member from Ok 
lahoma in the executive council of the 
American Bankers Association to sue- 
ceed Guy C. Robertson. Mr. Wolfinger 








will serve until the next convention of SAMUEL McROBERTS Surety Company; C. G. Smith, presi- 
the Oklahoma Bankers Association. dent, Great American Insurance Con- 
vears he was a vice-president and exec pany; C. W. Watson, president, the 


utive manager of the National City Consolidation Coal Company. 
At the annual meeting of the directors Bank, and was prominently identified 
ot the Garfield Park State Savings with the growth and activities of that 
Bank, Chieago, A. A. Marquert, formerly institution. He has been for a long Henry H. Sanger, vice-president ot 
cashier, was promoted to vice-president time a financial and business advisor for the National Bank of Commeree, Detroit, 
and eashier. J. H. Rowe and William a number of important business enter- Michigan, was elected a director of the 
A. MeClelland were elected assistant prises. Union Trust Company in that city at 
cashiers. i: Mr. MeRoberts was born in Malta the annual stockholders’ meeting. 
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THE FEDERAL RESERVE BANK BUILDING 
RICHMOND, VIRGINIA 









HIS imposing building is equipped with a fire, mob and 

| burglar-proof Vault three floors high, the reinforced con- 
crete walls of which have a Diebold Steel Vault Lining of 
laminated plates totaling four inches in thickness, as well as an 
exceedingly heavy Diebold circular bank vault entrance door. 


Submit your Safe and Vault problems to us. 


DIEBOLD SAFE & LOCK COMPANY 
CANTON, OHIO 


Chicago Store Detroit Store 
122 So. Wells St. 27 Jefferson Ave. W. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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OLIVER C. FULLER ELECTED 
CHAIRMAN OF BOARD 


Oliver C. Fuller has been elected chair- 
man of the board of the First Wisconsin 
Company in Milwaukee, a position which 
was created at the recent directors meet- 
ing. His election to this position was 
followed by the election of Robert W. 
Baird as president. 

“The creation of the office of chairman 
of the board and the advancement of 
Mr. Baird to the presidency of the First 
Wisconsin company have been contem- 
plated ever since the company was or- 
ganized two years ago to take over the 
investment departments of the bank and 
trust company and conduct them as a 
separate business,” said Mr. Fuller. 

“The chairman of the board will eon- 
tinue to direct the policy of the company. 
The new president will conduct the ac- 
tivities of the business in very much the 
same manner as heretofore, but with the 
enlarged powers and_ responsibilities 
which naturally attach to the office of 
president.” 

All the old officers were re-elected 
except where they were advanced in 
position. These changes were greatest in 
the case of the bank. 

F. K. McPherson and George C. 
Dreher were advanced from assistant 
vice presidents to vice presidents. A. V. 
D. Clarkson and George E. Fleischmann 
were advanced from assistant cashiers to 
assistant vice presidents, and Fred Wer- 
gin was advanced from assistant man- 
ager of the credit department to as- 
sistant cashier. Walter Distelhorst was 
advanced to assistant manager of the 
commercial service department. 


Oliver Barth was advanced to manager 
of the real estate department of the 
First Wisconsin Company. 


Establishes Trust Department 


The Liberty Central Trust Company 
in St. Louis has completed plans for 
the establishment of a trust department, 
according to a recent announcement by 
J. L. Johnston, president of the insti- 
tution. The department will be situated 
in the northwest corner of the second 
floor of the building, and will be reached 
by a private elevator. A special feature 
will be a separate trust department vault 
of improved construction. 

W. C. Connett, vice-president and 
counsel of the bank will have general 
supervision of the new department. 
Harold J. Miller, formerly manager of 
the credit and foreign departments, has 

n appointed assistant trust officer 
and is in charge of the organization. 


_Harry R. Trudo, cashier of the Ster- 
ling, Illinois, National Bank has re- 
Signed due to ill health. Carl Bley has 


been appointed cashier to fill the 
vacaney, 


promptly executed. 


Genera! Banking Trust Service 


= 
: 


BUYING AND SELLING 


orders for Liberty Loan Bonds and Victory Notes 


“Nominal market quotations on Liberty Bonds are 
furnished daily upon request. 


Correspondent banks are invited to use this service. 


Investments Foreign Department 


The NATIONAL G@TY RANK 


of (CHICAGO 


DAVID R. FORGAN, President 


BOND DEPARTMENT 
R. U. LANSING, Vice Pres. and Mgr. 


WALKER G. McLAURY 


Walker G. MeLaury, vice-president 
of the National City Bank of Chicago, 
was recently elected a director of that 
institution. Mr. MeLaury joined the 
staff of the bank as eredit manager in 
1908. He was made assistant cashier 
in 1911; in 1913 was elected cashier, 
and in 1919 a vice-president. 

Unlike many Chicago bankers, Mr. 
MeLaury was born and reared in Chi- 
eago and his family was identified with 
the early history of that city. He ob- 
tained his early business training in 
the brokerage business on LaSalle Street 
and came to the National City Bank 
from the Western Eléctrie Company 
where he had spent considerable time 
in both the mechanical and financial 
branches of that corporation. 

Mr. MeLaury graduated at the Uni- 
versity of Chicago, and later did some 
work in electrical engineering at Cor- 
nell. He was an active member of and 


.is at present trustee for the Psi Upsilon 


fraternity, and is on the directorate of 
several industrial concerns, as well as 
interested in the affairs of the Univer- 
sity of Chicago. 





BANKS AND BANKERS DEPT. 
F. A. CRANDALL, Vice Pres. 
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Big Growth of Bank of Italy 
With resources of more than $194,- 
000,000, an increase of approximately 
$40,000,000 for 1921, the Bank of Italy 
in California has established a record 


‘for growth that doubles the progress 


shown by the figures of a year ago. 
Deposits during this same period in- 
creased from $140,000,000 to $177,000,- 
000, a gain of $37,000,000. 

During the last six months, subsequent 
to the issuance of the mid-year state- 
ment in June, the bank’s deposits have 
grown over $25,000,000. In the totals 
reported, no account is taken of 
the resources or deposits of its affiliated 
institutions. 

More than 70,000 new depositors be- 
eame clients during 1921, the present 
total aggregating 291,994. At. present 
the Bank of Italy has 41 banking offices 
in 29 California cities. 


Thomas B. MeAdams, president of 
the American Bankers Association and 
vice-president of the Merchants National 
Bank in Richmond, Virginia, has been 
appointed a member of the Inter-Ameri- 
ean High Commission by President 
Harding. Herbert C. Hoover, secre- 
tary of Commerce, is chairman. 


D. S. Kloss has resigned as secretary 
of the Pennsylvania Bankers <Associa- 
tion. The new seeretary is C. F. Zim- 
merman, treasurer and trust officer of 
the Lebanon County Trust Company, 
Lebanon, Pennsylvania. 





Rome C. Stephenson, president of the 
St. Joseph Loan and Trust Company, 
South Bend, Indiana, has been appointed 
to succeed Fred N. Shepherd on the 
Agricultural Commission. 


Alan T. Bowler, Raleigh, North Caro- 
lina, is secretary of the North Carolina 
Bankers Association, succeeding T. A. 
Uzzell. 
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Charles Doering, Jr., president of C. 
Doering & Son, has been elected a di- 
rector of the Reliance State Bank, 
Chicago, succeeding Raymond Cardona. 





J. H. Lee, vice-president of the Kansas 
Reserve State Bank, Topeka, Kansas, 
has been elected president. 

The Pearl Street Savings and Trust 
Company, Cleveland, Ohio, has increased 
its eapital $500,000 to 
$1,500,000. 


stock from 


The Seeurity National Bank Savings 
and Trust Company, St. 
elected Mrs. Eliss Michael 
Edwin H. Steedman 
board of directors. 


Louis, has 
and Mrs. 
members of the 








Every Business 
Man Knows 


that his success 
is dependent upon 
the prosperity of 
his customers. 
Many banks and 
financial houses 
today have depart- 
ments devoted to 
promoting the busi- 
ness interests of their 
clients. That is not 


paternalism; it is 
far-sighted business 
service. 


Canada is a 


“Best Customer 
and the develop- 


ment of her re- 
sources has only 
commenced. Can- 
ada needs settlers 


to cultivate her 
broad areas—to in- 
crease her output—to 
multiply her demands. 
She offers attractive 
returns. She affords 
Americans an oppor- 
tunity for far-sighted 
business service. Pros- 
perity in Canada pro- 
motes prosperity in 
the United States. 


Advertisement inserted by the Cana- 
dian Department of Immigration & 
Colonization, Ottawa, Canada. 









RUMSEY W. SCOTT 


Rumsey W. Scott, manager of the 
industrial department of the Chemical 
National Bank in New York was ap- 
pointed a vice president of that institu- 
tion at the annual meeting of the diree- 
tors on January llth. An engineer by 
profession, Mr. Scott joined the bank in 
October, 1920, as head of the newly 
created industrial department, the object 
of which is to give technical assistance 
to credit officers regarding the status 
and progress of the industries in which 
customers are engaged. 

Mr. Scott attended the department of 
electrical engineering at the Rose Poly- 
technic Institute. He went to New York 
to join the engineering department of 
the C. & C. Electrie Company and for 
several years was in the sales depart- 
ment of that organization. He was for 
seventeen years connected with the Otis 
Elevator Company. Mr. Scott was vice 
president of the Technical Advisory 
Corporation, a firm of consulting and 
industrial engineers, previous to his eon- 
nection with the Chemical National 
Bank. 

Herbert K. Twitchell, chairman of the 
board of the Chemical National tendered 


his resignation at the meeting. Mr. 
Twitchell has not been active in the 


management of the bank since he re- 
signed from the presidency about two 
years ago. He was re-elected a director 
of the institution. 

With these exceptions, the list of 
officers and directors remains the same. 








J. R. Nutt, president of the Union 
Trust company in Cleveland, was elected 
treasurer of the Cleveland Community 
Fund at the annual meeting of the 
Fund’s council on January 17th. 


Albert G. Stroman has been ap- 
pointed manager of branches of the 
Marine Trust Company of Buffalo. 
Henry F. Wirth, manager of Central 
Park branch, in that city, has been ap- 
pointed assistant manager of branches. 
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Alliance, Ohio, Banks Merge 

The merger of the First National 
Bank of Alliance, Ohio, and the Ajj. 
ance National Bank was completed on 
January 3, when a certificate of merger 
of the two banks as the Alliance First 
National Bank was issued by the comp- 
troller of the currency in Washington. 

The new bank begins business with 
a eapital of $300,000, a surplus of 
$300,000, and assets of $6,500,000. 

Officers of the new institution are: 
president and executive officer, A. [, 
Atkinson; first vice-president, M. §, 
Milbourn; second vice-president, Wil- 
liam E. Davis; third vice-president, 
Howard F. Bohecker; cashier, reorge 
B. Hall; - assistant cashiers, G. E. Graf 
and Ralph Henry. The board of di- 
rectors is composed of the directors of 
the two merged banks, with Frank Tran- 
sue as chairman and F. E. Dussel, see- 
retary of the board. 

The executive offices will be located in 
the Alliance Bank building. The doors 
of both institutions as known before the 
merger will be open for business until 
such time as a new addition is erected 
to add additional space for the banking 
house. The entire first floor will be 
used for banking purposes by the Alli- 
ance First National Bank and will be 
remodeled to accommodate the customers 
of the bank. 

The addition will be built at once, 
plans being in the architect’s hands. 


Elected Vice-President 

At a meeting of the directors of the 
Columbia Bank in New York recently, 
Louis S. Quimby was elected a vice- 
president. 

Mr. Quimby is best known in the 
banking world through his long connee- 
tion with the old Broadway Trust Con- 
pany. When this company was taken 
over by the Irving National Bank, he 
was elected vice-president in charge ot 
what is known as the Eighth Street ot 
fice, occupying the old quarters of the 
Broadway Trust. Mr. Quimby is get- 
erally credited with a fine understand- 
ing of the banking requirements of man- 
ufacturers and jobbers in textile lines. 


The Merchants Bank and Trust Com- 
pany, Jackson, Mississippi, recently 
celebrated its twenty-fifth anniversary. 
A feature of the celebration was a huge 
birthday cake more than three feet ™ 
diameter which stood at the main él 
trance of the building. 

Stockholders who attended received a 
20 per cent dividend which was paid 
with checks printed in silver. The 
Merchants Bank has enjoyed a remark- 
able growth, the past year being the 
best in its history. The officers are: 
J. M. Hartfield, president; 0. B. Tay- 
lor, vice-president and trust officer: 
Charles Spengler, cashier; H. 0. Bland, 
E. E. Laird, Archie Owen and J. E 
Heidelberg, assistant cashiers. 
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HEADS SAVINGS DEPART- 
MENT IN CHICAGO BANK 


At the annual meeting of the board 
of directors of the National City Bank 
of Chieago, Miss Jessamine G. Hoagland 
was elected an officer of the bank with 
the title, manager of the savings de- 
partment. 

Miss Hoagland has been in active 
charge of the savings department since 
its installation in 1914. There were 
but 500 depositors in that department 
when she went to the bank and now 
there are almost 18,000. 

In addition to directing the work 
vi the savings department, Miss Hoag- 
land has been in charge of the advertis- 
ing and publicity work of the bank. 
She is the one woman member of the 
executive board of the Associated Ad- 
vertising Clubs of the World, is presi- 
dent of the Women’s Advertising Club 
of Chicago, is serving a third term as 
a director of the Financial Advertisers 
Association, and at the recent annual 
election of the advertising council of the 
Chicago Association of Commerce was 
elected vice-chairman of the executive 
committee of the financial department. 


Paul M. Warburg was re-elected a 
member of the Federal advisory council 
of the New York Federal Reserve Bank 
at a recent meeting of the directors. 
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NORMAN B. WARD 


Announcement was recently made by 
the Peoples Savings and Trust Com- 
pany of Pittsburgh of the appointment 
of Norman B. Ward as manager of its 
bond department. He assumed his du- 
ties on January 3. Mr. Ward is a 
Columbia University graduate, and has 
had a wide business experience. He 
was formerly in the Pittsburgh office. 
of Lee Higginson and Company, and 
later manager of the bond department 
of the MeGill group of banks, with main 
offices in Sharon, Pennsylvania. 
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ARE THE SAFETY DEPOSIT 


BOXES BULGING WITH 
MONEY? 
(Continued from page 89) 

Mr. MeKee: No; I do not think so; I 
think the principal reason for the Postal 
System was to give people of small 
means an opportunity to put their money 
in a Government-controlled institution 
where they could be assured that it was 
safe. I should say that the amount 
should be $1,000 rather than $2,500, 
because I believe that that more nearly 
was the purpose intended, and when you 
raise it above that fleure you show a 
tendency to conflict with existing bank- 
ing institutions. I am sure that Con- 
gress does not want such compétition. 

My. Gorman: Just this question in 
that connection: “Do you know that 
when the Liberty loan drives were on 
during the World War, and when other 
drives were on, that from some of the 
foreign elements in our great cities 
thousands and thousands, upwards of 
millions of dollars were brought from 
under cover where they had been kept 
in mattresses, under carpets, in cellars, 
and so on, which goes to prove that these 
people would if properly appealed to; 
have put their money in Government 
banks, which they had been trained 
to do in the old country, because. the 
old countries have postal savings banks, 
and that money would have been in our 


He Knows Every Mail 
Route Out of Cleveland 


first consideration. 


ND he’s in our Transit Department. Speed! That’s his 
He can tell in a second the best 


route and best train to hurry your out-of-town items. 


‘Save a day’’ is his slogan —and sometimes he saves two 
or three. 


As high as one hundred thousand checks a day have gone 
through our Transit Department and every single check 


_ catches the first train out of Cleveland bound for destination. 
Wouldn't it be a satisfaction to you to know that your out-of-town items were 
actually being collected post-haste and not lingering along the road? 


Then there’s the interest to consider—for because of our prompt presentation 
of checks we are able to handle them fer correspondents upon very attractive 
terms which will appeal strongly to you. 


Let us write you about this. 


Capital and Surplus $33,375,000 


The Union Trust Company 


Cleveland — 
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postal savings banks and would have 
been in circulation through redeposits 
in private banks? 

Mr. McKee: I have heard that state- 
ment, but I have never been able to 
verify it by anybody who had the ex- 
perience. I think that the larger amount 
of Liberty bonds sold to wage earners 
were paid for on the installment plan 
through the big concerns that the men 
worked for. The foreman went to them 
and said, “I want you to take a $50 
bond and I will take $5 out of your pay 

Saturday night,” but even if you could 


ol up all the money to which you 


PATENTS 


Business from non-resident attorneys and 
banks especially solicited. Highest refer- 
ences; best services. Attorneys and bank- 
ers having elients who wish to patent 
inventions are invited to write for full 
particulars and terms. 

WATSON E. COLEMAN, Patent Lawyer 

624 F Street, N. W., WASHINGTON, D. C. 
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refer it would be a ridiculously small 
sum in comparison to the tremendous 
amount that the privately owned banks 
have been able to gather by reason of 
their working with these people. They 
are educating these people now. They 
are making a special effort to teach the 
foreign element in this country the value 
of thrift and value of the existing sav- 
ings bank facilities that are now pro- 
vided for savings funds. 

Mr. Gorman: That is all. 

Mr. Hardy: Does your bank carry 
postal-savings accounts? 

Mr. McKee: We had $25,000 of 
Liberty bonds deposited and they gave 
us anywhere from $7,000 to $18,000. 


The savings deposits gathered in this © 


city are allocated to the various national 
banks that put up security in proportion 
to the amount of their assets. Some get 
more than others. Our limit has been 
about $18,000. 


CHICAGO 


VER since The Merchants Loan and Trust Com- 
pany Bank of Chicago was founded, more than 
sixty years ago, the big end of its business has 


been commercial banking. 


Today this Bank is recognized as one of the leading 
trust companies of the United States in volume of com- 
mercial business and holdings of bank deposits. 


BOARD OF DIRECTORS 


CLARENCE A. BURLEY, Attorney and 
Capitalist. 


MARSHALL FIELD, Marshall Field, Glore. 
Ward & Company. 

ERNEST A. HAMILL, Chairman Corn Ex- 
change National Bank. 

HALE HOLDEN, President, Chicago, Bur- 

mn & Quincy R. R. Company. 

MARVIN HUGHITT, Chairman Chicago & 
North Western Railway Company. 

EDMUND D. HULBERT, President. 


CHAUNCEY KEEP, Trustee Marshall Field 
Estate. 


CYRUS H. McCORMICK, Chairman Inter- 
national Harvester Company. 
JOHN J. MITCHELL, Chairman of Board. 
JOHN 8S. RUNNELLS, President Pullman Co, 
EDWARD L. — Chairman Joseph 
. Ryerson & 


JOHN G.SHEDD, om Marshall Field & Co. 

ORSON SMITH, Chairman of Advisory 
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Warner & Co. 
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Capital and Surplus Fifteen Million Dollars 


Mr. Hardy: At present all the 
postal-savings money goes into the na- 
tional banks? 

Mr. McKee: 
question. 

Mr. Hardy: Is it possible for any 
large proportion of this money that js 
gathered up through the postal savings 
to go back into home building, because 
of the fact that it goes into the national 
banks ? 

Mr. McKee: No sir. The only law 
that I know of to help home building is 
the economic law of supply and demand. 

Mr, Hardy: Is there any law pre. 
venting national banks from loaning on 
mortgages ? 

Mr. McKee: No; a national bank 
can loan on a mortgage up to 50 per 
cent of the assessed value of a piece of 
improved property in a city for one 
year and on farm property for five 
years. In my personal opinion it would 
be very helpful if the limits were ex- 
tended. 

Mr. Hardy: I have noticed in the 
past that the banks have observed some 
rule or regulation that they can not loan 
on mortgages? 

Mr. McKee: National Banks can loan 
a certain amount of their capital upon 
security of improved real estate in a 
city, at the rate of 50 per cent of its 
assessed value for not longer than one 
year, or in the country on farm land 
for not longer than five years. My 
opinion is that 50 per cent of the value 
is too little. As I have told the Senate 
Committee on Banking and Currency 
we might get more money put into 
building enterprises if they will amend 
the act to permit a national bank to 
loan not more than 66 2/3 of the 
assessed or appraised value for not 
longer than three years. I believe the 
national banks would loan more money 
on real estate under such conditions. 


The Chairman: How many banks 
that are not national banks are members 
of the Federal reserve system? 

Mr. McKee: 
question. 

Mr. Paton: 
the Comptroller of the Currency. 
not a large proportion, 

Mr. McKee: It is a 
number, comparatively. 

Mr. Ketcham: What rate of interest 
on the average does your bank receive 
from all its money? 

Mr. McKee: Our national bank? 

Mr. Ketcham: Yes, sir. 

Mr. McKee: It has never raised its 
rate above 6 per cent. 

Mr. Ketcham: That is the average? 

Mr. McKee: Yes, sir. 

Mr. Ketcham: What was it in 1910? 

Mr. McKee: Six per cent. We did 
not raise the rate all during the war. 
There may have been, perhaps, as mueb 
as $500 or $600 in small notes drift in, 
with the rate of 7 per cent. 


I can not answer that 


I ean not answer that 


It is in the report of 
It is 


verv small 
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Mr. Ketcham: Please tell us some- 
thing about the cost of doing business 
in 1910 and now, so far as your bank is 
concerned ? 


Mr. McKee: Based upon my per- 
sonal opinion, as president of the Na- 
tional Capital Bank, I should say that 
is costs us from 25 per cent to 33 1/3 
per cent more than in 1910. We had to 
increase the salaries to the working 
force twice, all the stationery costs more, 
our taxes are higher, and our overhead 
expenses are fully 33 1/3 per cent more 
than in 1910. 


Mr. Ketcham: One other question. 
T think at a time when we were actively 
discussing this matter it was stated that 
one-half of 1 per cent would ordinarily 
care for the actual expense of handling 
money, one-half of 1 per cent—I mean 
the mere manipulation. How largerly 
has that been increased? 


Mr. McKee: 
the total assets? 


One-half per cent of 


Mr. Ketcham: Of the total funds. 
For instance, if the rate were 6 per cent 
the actual expense involved in the han- 
dling of the funds, I mean the mere 
mechanics, what you might call over- 
head, would be one-half of 1 per cent. . 


Mr. McKee: I will have to make a 
little explanation. The profits of a 
bank are usually based upon what is 
known as the actual capital. that is 
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invested; that is, the capital stock and 
the surplus combined with the undivided 
profits. There is another capital that 
enters into that which the bank makes 
its money on, ‘that is the deposits. Its 
capital, surplus, undivided profits, and 
deposits all added together make up 
what is called its net funds. To give 
you an illustration. In our bank we 
have about in around figures $2,000,000 
of net funds that we can use to make 
money on. 

Mr. Ketcham: You pay for your 
funds approximately 3 per cent? 


-Mr. McKee: No; we do not pay any 
interest in the national bank. Our net 
profits for the past four or five years 
have averaged about 1 3/4 per cent 
of those net funds. The gross profits 
will probably average about 3 per cent 
of the net funds. It costs us about 11% 
per cent or 1 3/4 per cent of the income 
on the net funds to manage the business. 

The Chairman: You have stated 
that the savings banks furnish money 
for building loans? 

Mr McKee, Yes, Sir. 

The Chairman: What is the interest 
charge? 

Mr. McKee: It varies in different 
locations. You will find that in some 
sections of the country where the sav- 
ings banks are borrowing money at 6 
per cent the interest rate is 8 and 10 
per cent. 
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New York City 


The Chairman: 

Mr. McKee: 
the New England savings banks pay 
form 2 to 3 per cent. 


In New England? 
I can not say. Most of 


The Chairman: I should like to know 
how much they charge? 

Mr. McKee: I can not answer that 
question, because I am not familiar with 
the situation, 

The Chairman: I have never heard 
of any real estate loans’ being made as 
low as 3 per eent. 

Mr. Kee: No. The bank has to buy 
the deposits and hire them out at a 
sufficient rates 

The Chairman (interposing): What 
is the margin here between what you 
pay and what you charge? 

Mr. McKee: In our little savings 
bank we are paying 3 per cent com- 
pounded semi-annually on all deposits. 
That amounts to about 2 3/4 per cent 
net. Of the funds that we buy in our 
savings bank we are loaning money to 
home builders at from 6 per cent to 7 
per cent. There are some banks which 
have raised to the maximum, 8 per cent, 
but we have never done that. 


James T. Bushonville was elected pres- 
ident of the Columbia State Savings 
Bank, Chicago. W. J. Casey was 
named chairman of the board of di- 
rectors. H. F. Sammon was elected 
vice-president and cashier. 
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FOR INCREASED REVENUE 


How to secure definite returns through a profitable 


banking and office 


arrangement— Should 


your 


new building be devoted exclusively to banking? 


By JOHN J. BURNS 


Vice-President, K. M. Vitzthum & Co., Inc., Chicago 


TENDENCY toward greater econ- 

omy in the design and construction 
of bank buildings has been an important 
development of the last three years. 
This is largely the result of the high 
prices that prevailed during 1919 and 
1920—prices that forced many unes- 


sential details, which had previously 
been considered indispensable, to be 
eliminated. 


The possibility of greater revenue 
from the new building is an important 
factor to be considered—and a greater 
step toward economy. It involves 
primarily the choice between a combined 
bank and office building and one devoted 
exclusively to banking. 

The cost of an office building and 
bank over an exclusive bank building 
for a small city usually runs from 50 to 
60 per cent more for the office building 
than for the exclusive bank, but when 
you build an exclusive bank building 
you are finished. A bank with an office 
building above and the possibility of a 
store or two on the first floor will pro- 
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engineers. 


We specialize in consultation and 
inspection service upon bank vaults. 
classes of building 


We test all 
materials, supervise the erection 
of buildings, make examinations 
and prepare reports on properties, 
operations and processes of all 
kinds. 
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ROBERT W. HUNT & CO. 
Engineers 


2200 Insurance Exchange Chicago 
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duce a revenue which is surprisingly 
good. Qn several occasions it has been 
proved that banks, even in the towns 
with only 5,000 population, where an 
office building would pay, and with 80 
per cent occupancy in the offices and 
stores will pay from 9 to 10 per cent 
on the investment and in addition, will 
permit the bank to go on the first floor 
and have its banking room space free 
from rent. 

In larger cities it is well to determine 
whether or not the banking room ean be 
located properly on the second floor, 
which will enable you to rent the entire 
first floor for store purposes. This is 
always advisable from a revenue stand- 
point as the ground floor will ordinarily 
bring from three to four times as much 
rent per square foot as second floor 
space and is equal to second additional 
office floors. 


There are other things to be borne in 
mind, however, when the banking room 
is located on the second floor. The stair- 
ease should be monumental and both 
this and the elevator and escalator should 
be spacious and should lead directly into 
the lobby of your main banking room 
lobby above. Also, some department of 
the bank— whether it be the real estate 
or bond department—should occupy a 
small space on the first floor so that 
customers, when they enter the building, 
will feel that they are in the bank proper 
and that it is only a matter of walking up 
the stairs to transact business in the 
other department. In this way, they are 
not made to feel that they are doing 
business exclusively on the second floor. 


The year 1922 will doubtless witness 
inereasing building activities among 
banks, due chiefly to the greater stabili- 
zation of the various elements. The 
prime factors which have seemed to 
delay a large part of the construction 
work during the past few years have 
been first, the high cost of material and 


labor and, second, the uncertainty of 
obtaining material and labor after the 
construction work had _ been started. 
These have now been reduced for th 
most part to a more definite basis. 

The cost of structural steel (while 
fluctuating slightly), metal furniture, 
glass, lumber, copper, ornamental bronze 
and iron,—these are practically where 
they were pre-war and marble has shown 
an appreciable deduction in the past 
few months. These commodities are 
practically where they were pre-war. 
These are the materials used most ex- 
tensively in banks and office buildings. 
The labor situation has been cleared up 
definitely in many cities and is prae- 
tically settled in other parts of the 
country. 

When we consider the advertising 
value of a new and modern bank build- 
ing and the convenience and room for 
expansion that it affords, it is evident 
that the advantages of one year’s earlier 
occupancy of the new structure will 
more than offset the possible further 
reduction in building costs. 





Architeets are working on plans for 
a new branch office of the Columbia 
Trust Company, New York, to be located 
at 290 Park Avenue. The new office 
will be particularly devoted to the needs 
of women depositors. 

The Banking quarters of the Newark, 
Ohio, Trust Company, are being exten- 
sively remodeled and will be completed 
within a short time. 





The American Bank of Charleston, 
Arkansas, has moved into its new build- 
ing. 





A new seven-story bank building is 
to be erected for the Commercial Na- 
tional Bank, Fond Du Lac, Wisconsin. 
Work will begin next spring. 
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UNION TRUST ENLARGES 
BROADWAY OFFICE 


Work has already begun upon the 
remodeling and enlarging of the old 
Broadway bank office of the Union Trust 
Company at Broadway and East 55th 
Street in Cleveland. 

The old building was a three-story 
prick and stone structure, facing eighty- 
five feet on Broadway, eighty-eight feet 
on East 55th Street and fifteen feet 
on the corner. The new building will 
be one-hundred and thirty-eight feet on 
Broadway and one-hundred and thirty- 
eight feet on East 55th Street. 

By knocking out the rear wall and 
extending the old lobby back on two 
wings in the form of a “Y,” a new lobby 
will be created, approximately three and 
one-half times the area occupied by the 
present lobby. This will provide thirty 
cages with room for future expansion 
of ten cages, or a total of forty. The 
officers’ space, which will be adjacent 
to the front entrance on both sides of 
the lobby, will be four times the present 
area. 

The second floor of the building, at 
present divided into apartments, will 
be made a mezzanine floor by cutting 
through over the old lobby and making 
the public lobby in the front part of 
the bank two stories in height. 


The safe deposit department will be 
reached by a large staircase, centrally 
located and descending to an ample 
lobby in front of the safe deposit vault. 
There will be ten adjacent coupon rooms, 
a committee room for bank and public 
use, and public rest-rooms. In order 
to accomplish this, the entire basement 
floor will be lowered twenty inches, giv- 
ing headroom for future extension of 
bank cages in the basement. 

The front of the building will be re- 
modeled, increasing the height of the 
columns so as to indieate from the out- 
side the two-story banking room within. 
The new columns and arches will be of 
limestone. 


It is expected that the alterations will 
be completed by June 1. The Broadway 
office is in charge of P. J. Slach, vice- 
president of the Union Trust Company. 


Bids will be taken up to February 15 
on a two-story building to house the 


Farmers National Bank, New Castle, 
Indiana. 


Plans have been drawn for a $1,500,- 
000 bank and office building for the 
First and Hamilton National Bank, Ft. 
Wayne, Indiana. It will be of brick 
and reinforced steel construction. Bids 
will be taken at an early date. 





Bids have been taken on the Grand 
River Avenue and 14th Street branch 
building for the Peoples State Bank, 
Detroit, Michigan. The new quarters 

| be one story high. 
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Sketches have been drawn for a $200,- 
000 banking home for the Elliot State 
Bank, Jacksonville, Illinois. It will be 
of brick, stone, steel and reinforced 
concrete construction with trim- 
ming. : 


stone 


Architect has been selected to draw 
plans for the erection of a $500,000 
bank building for the South Brooklyn 
Savings Institute, 160 Atlantic Avenue, 
Brooklyn, New York. 


Contracts have been awarded for a 
$6,000,000 bank and office building to 
be occupied by the Equitable Life As- 
surance Society, 120 Broadway, New 
York. Architect has been selected to 
draw plans. 


The Bushwick Savings Bank, Brook- 
lyn, New York, is having bids taken for 
a one story banking house to be erected 
soon. The building will be of limestone 
and granite construction. 


Plans are being drawn for the erec- 
tion of a new home for the Bank of 
Niagara County, Niaraga Falls, New 
York. It will occupy a site 44 x 100 
feet. 





Sketches are being drawn for interior 
alterations to be made to the building 
occupied by the Atlantic County Trust 
Company, Atlantic City, New Jersey. 
The remodeled quarters will be one story 
high when completed. 
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The Commercial Savings Bank and 
Trust Compony, Toledo, Ohio, has had 
plans drawn for a new building. It 
will be six stories high. Contracts will 
be awarded immediately. 


The new home of the National City 
Bank of Indianapolis, Indiana, was for- 
mally opened several weeks ago. The 
building is sixteen stories high and is 
considered one of the finest in the busi- 
ness district. 


The Calvert Bank, Howard and Sara- 
toga streets, Baltimore, Maryland, will 
erect a $10,000 branch building at 702 
N. Gay Street. 


The Federal Reserve Bank in Atlanta, 
Georgia, will erect a branch bank build- 
ing in Jacksonville, Florida. 


The First National Bank of Bellmore, 
Long Island, New York, completed its 
new building some time ago and is now 
doing business in its new home. 


Extensive improvements which will 
modernize the banking rooms of the 
Farmers National Bank, Lake Geneva, 
Wisconsin, are under way. 


Foundation has been laid for a 
$150,000 banking home to house the 
Farmers and Mechanics National Bank, 
Washington, D. C. Work on the upper 
structure will start soon. 


Plans are being drawn for a new 
building for the Conn. Avenue Savings 
Bank, Washington, D. C. It will cost 
$55,000 and will be one story high with 
mezzanine floor. 


The Commercial and Savings Bank, 
Winchester, Virginia, has postponed 
work on its new building until 1923. 
When erected it will be of limestone con- 
struction. 


A $100,000 bank and office building 
will be erected for the Reeves Banking 


and Trust Company, Dover, Ohio. 


Wrecking has been completed. 


Contracts for remodeling the present 
quarters of the Garfield Savings and 
Loan Company, 322 Euclid Avenue, 
Cleveland, Ohio, have been awarded. It 
will be one story high. 


The American Exchange Bank, Mil- 
waukee, Wisconsin, has commissioned 
an architect to draw preliminary plans 
for a bank and office building. It will 
oceupy a site 68 x 102 feet when fin- 
ished. 


Excavation is under way for the new 
banking home of the Suffern, New York, 
National Bank. The building will be 
erected at a cost of $125,000 and will 
be one story high. 
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Work will start soon on a thirteen- 
story bank and office building to house 
the First National Bank, Boston, Massa- 
chusetts. It will cost $2,000,000 when 
completed. Contracts have been 
awarded. 


Bids have been taken for the erection 
of a new home for the First National 
Bank of Wallingford, Connecticut. The 
building will be one story high with 
mezzanine floor and of brick construc- 
tion. 


The Peoples National Bank, Point 
Marion, Pennsylvania, will take bids 
about March 1 on its new bank edifice. 
The building will include two stories 
with basement. 


The Peoples Federation Bank, Char- 
leston, South Carolina, will erect a 
$150,000 bank building with lodge 
rooms. It will be five stories high with 
roof garden and will oceupy ground 
62 x 118 feet. 


The Calhoun County Bank, Grants- 
ville, West Virginia, is having plans 
drawn for a two story building. It 
will be of brick and tile construction. 


A one-story banking home is to be 
erected for the Harbor Savings and 
Loan Company, Ashtabula Harbor, Ohio, 
at a cost of $25,000. Plans are now 
being drawn. 


Work has started on remodeling the 
present quarters of the Peoples Bank, 
Farrell, Pennsylvania. Work will be 
completed at an early date. 

Remodeling the banking rooms of the 
Farmers National Bank, Greenville, Ohio, 
has started. Alteration work will cost 
about $40,000. 


Foundation has been laid for a one- 
story bank building for the Milton Bank, 
Wellston, Ohio. Work will be rushed 
to completion for early oceupaney. 


The First National Bank, Richmond, 
Indiana, will erect additional quarters 
at a cost of $150,000. Plans have been 
drawn. The new building will be of 
brick construction with stone trimming. 


Preliminary plans have been com- 
pleted on a one-story building to be 
occupied by the Peoples State Bank, 
Milwaukee, Wisconsin. 


Work will start in the spring on the 
new building for, the Lake County 
Savings and Loan Company, Mentor, 
Ohio. It will be two stories high with 
basement. 


Plans have been drawn for the 
Waleno, Wisconsin, State Bank’s new 
home. The building will be one story 
high. 


Remodeling the building occupied by 
the First National Bank, Waukegan, 
Illinois, at a cost of $50,000, will begin 
at an early date. The new quarters wil] 
be of brick construction. 


Bids will be taken in the early spring 
on a $100,000 bank edifice to be erected 
for the First National Bank, Danville, 
Pennsylvania. The building will be one 
story high with basement. Plans are 
now being drawn. 

The Stroudsburg National Bank, 
Stroudsburg, Pennsylvania, has taken 
bids on additional quarters to be erected, 
The new building will be one story high 
and of brick and stone construction. 


Hotel space will be remodeled into 
banking quarters for the West Side 
Trust Company, Kingston, Pennsylva- 
nia. Alteration work will cost about 
$30,000. 


The Alexander Bank, Monongahela, 
Pennsylvania, is planning the erection 
of a new banking home. 


The First National Bank of Spring 
Mills, Pennsylvania, has commissioned 
its architect to draw plans for a one 
story banking home. The building will 
occupy a site 35 x 41 feet. 


Contracts have been awarded on a 
$400,000 bank and office building to 
house the Hamilton Savings Bank, 
Washington, D. C. It will be two 
stories high. 


Remodeling the banking quarters oc- 
cupied by the Farmers Bank of Suffolk, 
Virginia, will begin soon. Bids are now 
being taken. 


Bids will be taken in the spring on 
a two-story bank and office building for 
the Bank of Quinnwood, West Virginia. 
Plans have already been drawn. 


Architect has been selected to draw 
plans for a twelve-story bank and office 
building for the First National Bank, 
Canton, Ohio. It will be of brick and 
terra cotta construction. 


A $150,000 banking home is to be 
erected for the First National Bank, 
East Liverpool, Ohio. The building 
will oceupy ground 60 x 120 feet. 


Plans have been drawn for a $88,000 
bank and office building for the Security 
Loan and Trust Company, Defiance, 
Ohio. It will be three stories high with 
basement. 


Foundation has ben laid for a sevel- 
story bank and office building for the 
Security National Bank, Sheboygal, 
Wisconsin. Work on the main structure 
will start shortly. 
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“THE accompanying illustration shows the 
EAST ORANGE BANK designed by 
THOMAS M. JAMES COMPANY. 


The stone trim is of cast or artificial stone, a 
clever imitation of granite and limestone—an 


economic feature. 


The simplicity of the design is very effective. 





EAST ORANGE BANK, EAST ORANGE, N. J. 


The brick is of the tapestry type, a rough sur- 
face in various shades of red, brown and orange. 


We shall be pleased to consult with you. 


Thomas M. James Company 


Bank Architects and Engineers 


3 Park St., Boston, Mass. 
Fuller Building, Springfield, Mass. 
511 Blackstone Building, Cleveland, Ohio 
31 East 27th St., New York 


Remodeling the present quarters of 
the County Savings Bank, Chelsea, 
Massachusetts, will begin shortly. The 
new rooms will be of brick construc- 
tion. 


The Haddonfield Trust Company, 
Haddonfield, New Jersey, will erect a 
new home. The building will be one 
story high when finished. 


Architects have been commissioned to 
prepare plans for a twelve-story bank 
and office building to be erected by the 
Bank of Italy at the northwest corner 
of Seventh and Olive streets in San 
Francisco. The building will be of 
steel frame construction. 


Architect has been selected to draw 
plans for enlarging and remolding the 
banking rooms of the Susquehanna 
Trust and Safe Deposit Company, 
Williamsport, Pennsylvania. 

Preliminary plans have been drawn 
for erecting an addition to the banking 
rooms of the Wilkes-Barre Deposit and 
Savings Bank, Wilkes-Barre, Pennsyl- 
vania. The new building will be of 
brick and stone construction. 


G. A. Boehmke, president of the Se- 
curity Bank, Pipestone, Minnesota, has 
resigned to become chairman of the 
board and vice-president. Oscar E. 
Ashton was chosen president. 


The First National Bank, Montgom- 
ery, Pennsylvania, has comunissioned 
its architect to draw sketches for a one 
story building. 

Plans will be prepared at once on a 
$500,000 addition to the banking quar. 
ters of the Provident Savings Bank and 
Trust Company, Cincinnati, Ohio. The 
new structure will be 10 stories high and 
will oceupy ground 49 x 49 feet. 


Work has started on the $60,000 bank 
and office building for the Fidelity Say- 
ings Bank, Frontsburg, Maryland. Tt 
will be two stories high with ha-ement 
when completed. 


Bids are being taken on a side addi- 
tion for the Broadway National Bank, 
Richmond, Virginia. The new building 
will cost $100,000 and will be three 
stories high with mezzanine floor. 

The First National Bank, Massillon, 
Ohio, will soon take bids on its $30,000 
bank and office building. Plans are 
nearing completion. 


The erection of a $50,000 new build- 
ing to house the Second National Bank, 
Greenville, Ohio, will begin in the near 
future. 

The Farmers and Merchants Bank, 
Leetonia, Ohio, is to remodel its banking 
rooms. Alteration work will cost 


$25,000. 


The First State Savings Bank, Kala- 
mazoo, Michigan, is having plans drawn 
for a two story bank and office building. 
It will be of stone and granite construe- 
tion. 

A one story banking home for the 
Derby Savings Bank, Derby, Connetti- 
eut, will be erected at an early date. 
Plans are being drawn. 


Architect has been selected to prepare 
plans for a new home to be oceupied 
by the Augusta Trust Company, 
Madison, Maine. 

The Old Second National Bank, 
Aurora, Illinois, at its annual meeting 
elected John Alexander, vice-president 
of the bank. He succeeds D. W. Simp- 
son. 

Work will start in the spring remodel- 
ing the banking rooms of the Wet 
Frankfort, Illinois, Bank and Trust 
Company, at a cost of $100,000. The 
new quarters will be two stories high. 

The Bank of Manhattan Company; 
40 Wall Street, New York, is planning 
the construction of a branch office 
Richmond Hill, Long Island, New York 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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« MIDLAND 
TERRA ©OTA 


FOR BEAUTY AND INDIVIDUALITY 
IN BANK EXTERIORS 


QUALITY AND SERVICE 
Our Motto 


nm pat Tae = ie 
JEFFERSON PARK NATIONAL BANK 
Milwaukee and Lawrence Aves., Chicago, IM). 
Clarence Hatzfeld, Architect 


MIDLAND TERRA COTTA COMPANY 
Chamber of Commerce Bldg., Chicago 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The following is a partial list of Bank Buildings 


designed and equipped recently by 


ALFRED C. BOSSOM 


BANK ARCHITECT AND 
EQUIPMENT ENGINEER 


680 Fifth Avenue 
NEW YORK 


NATIONAL BANK OF COMMERCE IN NEW YORK 


Mr. James S. Alexander, President 


SEABOARD NATIONAL BANK 


Mr. S. G. Bayne, President 


COLUMBIA TRUST COMANY 


Mr. Willard V. King, Presiden 


MERCANTILE TRUST COMPANY - - 
Mr. C. A. Austin, President 


GREENWICH TRUST COMPANY 
Mr. A. W. W. Marshall, Vice-President 


FIRST NATIONAL BANK, 


Mr. John M. Miller 


VIRGINIA TRUST COMPANY 


Mr. Herbert W. Jackson, President 


CHARLOTTE NATIONAL BANK 
Mr John M. Scott, President 


AMERICAN EXCHANGE NATIONAL BANK, DALLAS, TEXAS 
Mr. E. M. Reardon, President 


- - JERSEY CITY, N. J. 


Governor E. I. Edwards, President 


FIRST NATIONAL BANK 


We invite correspondence. 
Consultation without obligation, 
in regard to your building plans. 


Preliminary plans are being drawn for 
remodeling and enlarging the Federal 
Reserve Bank building, Louisville, Ken- 


tucky. Alteration work will cost 


$75,000. 


The Northwestern Trust Company, 
St. Louis, Missouri, will erect additional 
quarters to its present building. The 
new quarters will cost $75,000 and will 
be two stories high. 


Bids will be taken about February 
15th on the new Federal Reserve Bank 
building in St. Louis, Missouri. It will 
cost $2,000,000 and will be eight stories 
high with basement. 


e 


, Jr., President 


- - - NEW YORK 
- - - NEW YORK 
- NEW YORK 
GREENWICH, CONN. 

- RICHMOND, VA. 

- - RICHMOND VA 


- CHARLOTTE. N. C. 








Contracts have been awarded for im- 
proving the present quarters of the 
Third National Bank, Philadelphia, 
Pennsylvania. ' Work will start at an 
early date. 


The Italian-American Bank, San 
Francisco, California, has purchased the 
building occupied by its Columbus Ave- 
nue and Broadway branch office. The 
present structure-will be torn down and 
a new building will be erected. 


Bids are being taken on a two story 
bank and office building to house the 
Citizens’ State Bank, Melrose Park, 
Illinois. It will be of brick construction 
with stone trimming. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to our advertisers. 
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The Weequahie Trust Company, 
Newark, New Jersey, will erect a One 
story building. The structure will cos 
$75,000 when completed and will be of 
brick and limestone construction. 


Plans are being drawn far a $7,000. 
000 bank .and office building to house 
the National Life Insurance Company, 
Chicago, Illinois. It will be a twenty. 
story skyscraper located at Pearson and 
Michigan Avenue and will occupy a site 
300 x 107 feet. 


Bids have been rejected by the Federal 
Reserve Bank of Minneapolis, Minesota, 
for the erection of its new building. 


Contracts have been awarded for the 
erection of a banking home for the Com 
Exchange Bank, 7 East 42nd Street, 
New York. The building will be one 
story high. 





The Bank of Thompson, Missouri, has 
elected Charles Householder as cashier 
to succeed Virgil Hulen. 


The First National Bank, Freeport, 
Long Island, New York is taking bids on 
a new addition to its present quarters. 
Plans are now being prepared. 


The Merchants National Bank, Platts 
burg, New York, has had plans draw 
for a one story bank building. Bids are 
now being taken. 





Preliminary plans have been drawn 
for a bank and office building to be ereeted 
for the American Exchange Bank, Mil- 
waukee, Wisconsin. The structure wil 
occupy ground 68 x 102 feet. 


Work will start in the spring re 
modeling the present quarters of the 
Farmers and Merchants State Bank, Eau 
Claire, Wisconsin. 

The Park Rapids State Bank, Park 
Rapids, Minnesota, will improve its 
building. A. Moorman and Company, 
St. Paul architects, are drawing plans 


The Peoples Savings Bank, Shell 
burg, Iowa, has elected Harry MeCln- 
tock a director to fill the vacancy caused 
by the resignation of J. D. Hogan. 


R. W. Campbell has been chosen 4 
member of the board of directors of the 
Merchants Loan and Trust Compa), 
Chicago. He succeeds the late Seymou' 
Morris. 


E. F. Higgins, assistant eashier 
the National Bank of Commeree in Net 
York, has been appointed second vit 
president of the bank. 


The Planters Savings Bank, Gree 
South Carolina, now ocupies handsomt 
new quarters. The building was erect 
at a cost of $37,000. 
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Contracts have been awarded on re- 
modeling store space into banking quar- 
ters for the West Central State Bank, 
9322 W. Roosevelt Road, Chicago. 
Work will start at once. 


Remodeling the present quarters of 
the Bank of Washington Heights, New 
York City, at a cost of $50,000 will begin 
shortly. Plans have been prepared. 


The Englewood State Bank, Chicago, 
has been reorganized under the name of 
the First Englewood State Bank. The 
new bank has a capital of $200,000 and 
a surplus of $50,000. It has been ad- 
mitted to membership in the Chicago 
Clearing House Association. 


George Olson and Albert Frutiger 


-have sold their controlling interest in 


the Cedar, Iowa, State Bank to H. Hull, 
(. L. Cushing and H. A. Bethke. 





The Farmers Trust Company, King 
City, Missouri, is erecting a building 
which includes one story. Foundation 
has already been laid. 


Architect has been selected to draw 
plans for a bank edifice to be occupied 
by the Bank of Salina, Kansas. 


Contracts for erecting additional 
quarters for the Mechanic Perpetual 
Building and Loan Association, Char- 
lotte, N. Carolina, have been awarded. 
The building will be one story high 
and will occupy ground 12 x 106 feet. 


Excavation has been completed and 
work on foundation will soon start for 
a $250,000 bank and office building for 
the Bowmanville National Bank, 4800 
N. Western Avenue, Chicago. Plans 
are being drawn for the main struc- 
ture which will be of brick construction. 


Plans have been drawn for a $100,- 
000 building to house the Beloit, Wis- 
consin, State Bank. It will be of brick 
and stone construction. Weary and 
Alford Company, Chicago, are the 
architects. 


The Merchants National Bank, 618 St. 
Germain Street, St. Paul, Minnesota, is 
planning the remodeling of its building 
at a cost of $50,000. A. Moorman and 
Company of St. Paul are the architects. 


Bids are being taken on a three story 
bank and office building to be oceupied 
by the Iowa National Bank, Ottumwa, 


Iowa. The structure will be of brick 
construction. 


The new $750,000 home of the 
Ouachita National Bank, Monroe, Lou- 
sana, has been completed and business 
is being transacted in the new quarters. 
The Underwood Contracting Corpora- 
tion of New Orleans were the architects. 


Readers will confer a favor 








‘~ARCHITECT AND 
BANK ENGINEER 


Suite 205-206 Traders Building 
305 South La Salle Street 
CHICAGO 


Booklet on Request 


INTERIORS 
VAULTS 


The Citizens Trust and Savings Bank, 
Los Angeles, California, has opened a 
Washington and Arlington street branch 
in that city. *. 


The Honesdale Dime Bank, Honesdale, 
Pennsylvania, is to remodel and erect 
additional quarters to its present build- 
ing. Bids are now being taken. 


Work will start soon on the erection 
of a bank edifice for the First National 
Bank, Greencastle, Pennsylvania, at a 
cost of $30,000. Contracts have been 
awarded. 


BANK BUILDINGS 


COMPLETE 
EQUIPMENT 





Store space will be converted into 
banking quarters for the McDowell 
National Bank, Sharon, Pennsylvania. 
The new banking rooms will be of brick 
and stone construction. 


The Exchange Trust Company, Dor- 
chester, Massachusetts, is enlarging its 
present quarters. Work will be rushed 
to completion for early occupancy. 


Contracts for a $100,000 bank build- 
ing for the Jefferson Bank, St. Louis, 
Missouri, have been awarded. Work 
will start at once. 


by mentioning THE BANKERS MONTHLY when writing to our advertisers 
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Free Service For Our Readers 


So many of our readers have a us to give them serv- 


ice on Equipment and Method machinery that we have opened 
this new SERVICE DEPARTMENT in which we offer our 
services without charge in rendering any assistance possible to 
our patrons. 


We will always be pleased to assist in choosing the right 
cmerent and supplies and to see that THE BANKERS 
ONTHLY readers get the best and most prompt attention. 

We can secure for you without charge catalogs and litera- 
ture describing any product that you may be interested in and 
it will be a pleasure to render the service, so do not hesitate to 
write us at any time. . 


If you want material of any kind we can place before you 
any information you need—either now or later. We can help 
get right prices and prompt deliveries. 

To get this information look over the list of material, equip- 
ment and service listed above, place a mark opposite the article 
you are interested in, fill in the coupon below and mail it to us 
and your inquiry will be given prompt attention. 

There is no charge for this service - 
ee ee 


SERVICE DEPT., THE BANKERS MONTHLY 
i 536 S. Clark St., Chicago 

1 

ia Gentlemen; We are interested in the items checked in the above list, and would 

' cugepeinte your putting us in touch with manufacturers whom you know are reliable and 1 
3” furnish these goods promptly and at best prices. 
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WHAT DO YOU 
WANT? | 


Accountants 
Accounting Devices 


Ledger Paper 
Letter Distributors 


Accounting Typewriters Licking Fixtures 


Adding Machines 
Addressing Machines 


oleum 
Lithegraphing 


Addressing Machine Sup Lockers 


Architects 
Automobiles 


Bank Advertising 
Bank Forms 
Banks for Sale 
Bank Signs 
Blank Books 


oxes 

Bookkeeping Machines 
Brokers 

Bronze Doors 

Bronze Memorials 
Bronze Name Plates 
Brenze Work 


Budget System 
Burglar Alarms 


Cabinets 


hecks . 
Check Writers 
cil 
Coin Boxes 
Coin Changers 
Coin Counters 
Coin Wrappers 
Censtruction Materials 


jesks 
Dictation Machines 
Display Signs 
Duplicators 


Electric Signs 
Elevators 
Engineers 
Engraving 


nvelopes 
Envelope Sealers 
Era 

Expense Books 
Eye Shades 


Farm Mortgages 
ners 


Furniture 


Glass Desk Pads 
Gold Pens 
Gummed Tape Sealers 


Heating Devices 
Heating Systems 
Heat Regulators 
Honor Rolls 


lice Machines 
income Tax Experts 
indelible Ink 
indexes 

index Guides 

index Tabs 

—s Pads 


nks 
Inkstands 
Investment Houses 


Loose Leaf Binders 
Loose Leaf Eyelets 
Loose Leaf Forms 
Leose Leaf Sheets 


Malling Machines 
Mall Order Service 
Map Pins 


aps 
Meme Books 

etal Equipment 
Metal Furniture 
Metal Stands 
Molsteners 


Office Stationery 
Office Supplies 
Ornamental Iren 


Patents 

Payroll Calculators 
Pencil Clips 
Pencils 

Pencil Sharpeners 
Penholders 


ol 
Photograph Copying 
Pin 


s 

Plumbing Fixtures 
Portfolies 

Postal Scales 
Press Clippings 
Printing 


Rubber Bands 
Rubber Goods 
Rubber Signatures 
Rubber Stamps 


Pens 
Stenog. Note Books 


Tables 

Tax Service 
Terra Cotta 
Thumb Tacks 


rays 

Typewriter Carbens 
Typewriter Ribbons 
Typewriter Rollers 
Typewriters 
Typewriters Rebullt 
Typewriter Supplies 


U. &. Treasury Service 
Vaults 


Waste Baskets 
Window Shades 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when vriting to our advertisers. 
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CLASSIFIED ADVERTISEMENTS _ 


_ Advertisements will be accepted under this heading at FIVE CENTS per word, 
signatures, address, name and heading to be counted. Send cash with your order. Answers 
addressed care of the Bankers’ MontHty will be forwarded promptly. 





BANKS FOR SALE 


Southern California Banks. 








Business and 


living conditions warrant investigation. Write 
the Anderson-Thompson Company, Suite 7 
t.f. 


Story Building, Los Angeles, Calif. 


COLLECTIONS 


Ft. Wayne, Indiana, National Adjustment Oo., 
184 E. Berry, 2nd floor. W. J. ee 
: -12ti 


Indiana — Fidelity Mercantile Agency — In- 
dianapolis. Collections—Investigations. 2*-12ti. 





Eugene, Oregon, L. M. Travis Collection 
Agency. 6*-12ti 
Indiana — Fidelity Mercantile Agency — In- 
dianapolis. Collections—investigations. 2*-12ti 


Kansas—Middlewest Mercantile Agency, Wi- 
chita. 6*-12ti 








SAFETY DEPOSIT BOX RECORD 


BANK and INSTITUTIONS which have 
SAFETY DEPOSIT BOXES for rent must re- 
tain accurate record of customers. OUR OARD 
SYSTEM provides clear, complete record, pro- 


tects institution regarding liability and releases 
bank when customer checks out. Send for 
sample mentioning number of boxes in use. 
SAFETY DEPOSIT RECORD SERVICE, Box 

5*-tf 





Safes—Burglar and fireproof, Secondhand, 


every size,, style and make. Cheap. John 
Murray 126 E. Pearl St. Cincinnati, Ohio. 
1*-12 ti 


Bank Fixtures, Deposit Boxes, Burglar Proof 
Steel Vault 4% by 10% feet. All in good con- 
dition. Citizens National Bank, Corry, Pa. 

2*1ti. 





FREE BOOK ON BANKING 
Tells how you can prepare to take the cashier's 
place by studying at home in spare time. Write 
American School of Finance, Edgar G. Alcorn, 
President, 107 McLene Bldg., Columbus, Qhio. 
9*-9 ti. 
INCORPORATIONS 

Incorporate Your Business; Avoid Partner- 
ships; protect private property from business 
ventures; information free. Phillip Lawrence, 
former Assistant Secretary State, Huron, South 
Dakota. 6*-12 ti. 
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PATENTS 


_Bankers and Attorneys having clients who 
wish to patent inventions are invited to write 
for particulars and terms. 


WATSON E. COLEMAN, Patent lawyer, 624 
F Street, N. W., Washington, D. O. 6*-12ti. 


PRINTING 
Omaha Printing Company, 18th and Farnam 

Sts., Omaha, U Lithographers, Em \ 

Stationers, Office Furniture. 6*-12ti 


SALESMAN WANTED 


SALESMAN acquainted with bankers and 
who can obtain orders for bank deposit slips, 
can make favorable commission arrangements 
with leading Chicago concern in_ this line. 
CHICAGO SALES BOOK CO., 337 W. Madison 
St., Chicago. 12*-12 ti. 


EXECUTIVES WANTED 


Executives seeking superior positions find our 
confidential service extremely satisfactory. Let 
our Mr. H. H. Harrison confidentially negotiate - 
for you suitable positions with proper employers, 
as he has successfully done for thousands of 
others since 1909. Inquiries invited. THE NA- 
TIONAL BUSINESS BOURSE, Inc., Confiden- 
tial Negetiators, 19 So. LaSalle St., Chicago. 
2*2ti : 
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| Fowler, Carlson, Furber & Johnson 


Quaintance, King & Quaintance 


Ernest and Cranmer Bldg. 


Denver, Colo, 


Fordyce, Holliday & White 


506 Olive Street 
St. Louis, Mo. 





Cuthell, White, Hotchkiss 
and Mills 


Counsellors at Law 
Munsey Building Washington, D. C. 


William L. Symons 
Attorney and Counselor at Law 


700 Tenth Street 
Washington, D.C. 





Grant and Grant 


Attorneys and Counsellors 
Lee W. Grant Barton N. Grant 
Carleton Bldg. St. Louis, Mo. 


Carl H. Langknecht 


Fidelity Trust Building 
Kansas City, Mo. 


Carl H. Langknecht? E. G. Penland 


Attorneys at Law 
Suite 817-825 New York Life Bldg. 
Minneapolis, Minn. 


Attorneys for Minnesota Bankers Associatiog 


Edward H. Brink 


Fourth Nat'l Bank Bidg. Cincinnati, Ohie 


General Practice 


Reference: Chemical National Bank of 
New York. All Cincinnati Banks 


Nathaniel H. Maxwell 
Attorney and Counselor at Law 
Suite 904 First National Bank Building 
Cincinnati, Ohio 








Patent, Trade-mark and Corporation Causes R. O. Casemore 











*CANADA”’”’ 
McLanahan & Burton 


Union Trust Bldg., Washington, D. C. 


G. X. McLanahan H. Ralph Burton 
William H. Boyd Henry C. Lank 
Frank A. Bull E. M. Jeffrey 

C. F, Burton 


Cable Address: Counsel 


Humphrey & Boxley 
Suites 1112-13 Commerce Bldg. 
Kansas City, Mo. 


Attorneys for South Side Bank 
Corn Exchange Bank 


Lamothe, Gadbois & Nantel 
Advocates, Attorneys and Counselors 
Montreal Trust Building, Montreal, Canada 


Commercial, Civil and Corporation Law 














America’s 
Leading 
Banking 
Magazine 


Asa bank executive, you 
really cannot afford not 
to have the BANK- 
ERS MONTHLY 
come to your desk 
every month when 
the price is sosmall. d , ; c 
This meena is the 4 “as 7 H Claims 
cers’ aq ‘a 4 / ah 
tat Satine enter , 22 Are Backed by What 
sively with bank Our Readers Say 


management and 
banking success. " Worth $25 A Year 
i : f a , Nati nk, 

This maga- ® ; : 4 w.’C. —— ent Ba 
epee ‘ Need ; , “This bank is a regular subscriber 
SSeere a : Nag / and advertiser in your Blue Book. 
suet, " : Does this entitle us to a subscription 
not some ; en to the BANKERS MONTHLY? If not, 
i i- te 3 ou may enter our order for the 3 
po eran ; ; tor’one year from the present subscription 
tonmabaty’ , date. I _would not be without the BANKERS 
ee: oS MONTHLY for $25a year. It carries more good 
brilliant brain =e, sense and practical banking ideas than any period- 
who was per- ’ aes 4 


k ical that ever came we a. - een 
s never inside a bank; nhuary statement. ou will note that we a 
on : Jrowth in deposits in spite of the Liberty Loans. 


Send for Sample Copy. $5.00 a Year 


Rand McNally & Co. 
CHICAGO and NEW YORK 


on the contrary it is the 

work of the most exper- 

ienced bankers. The 

magazine contains only bs 
TRIED-OUT plans, PROVED policies, 
DEMONSTRATED banking ideas that have 
worked for others and that will work for you. 


Readers will confer a favor by mentioning THE BANKERS MONTHLY when writing to owr advertisers. 








